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State of the Nation’s Economy: 
; Up ' 


Employment — Nonf m in+ 
; tries employed 49.4 <, 
Sworkers in August, accordin 
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bor Department, or 1.2 nition \ 


pre than a year before. Unem- 
pyment set a postwar low of 12 
lion. 
Ou Strocxs—Totaled 283,577,000 
barrels in week ended Sept. 19, 
' @ gain of 2,712,000 from a week 
- earlier. 
_ Automotive OuTpuT—Totaled last 
peek 136,221 cars and trucks, com- 
a d with 132,466 the preceding 
week, according to AuTomorive 
_ News estimates. 
- Business Inpex — Advanced to 
| 1094 in week ended Sept. 19 
4 from previous week, according to 
' Barron’s. 
| Ram Loapincs—Rose 15.9 percent, 
r 113,330 cars, from the preceding 
abor Day week. 
Bank Deposirs—Savings banks 
increased deposits by $89 million 
: August to a record high of 
23,820 million. 
' Ore SHipments—Totaled 3,077,143 
ns in week ended Sept. 28, bring- 
("ing the year’s total to 77,942,849 
tons, or more than two million 
above total shipments for the en- 
1952 season. 
. ” - 


Down 
Bank Reserves—Federal Reserve 
decreased $285 million in 

3 k ended Sept. 23. 
p=) Sree. Output — Was 94.9 percent 
capacity last week, compared 
with 95.1 percent the preceding 

eek. 

CommerciaL Exports —Sagged in 
e first seven months 13 percent 
"below the 1952 level, according to 
Commerce Department. 


Atlas Pe . 


Although 
Corvette we 
Made of 


in New World of Plastics— 


suring 9.5 by six feet, the plastic “floor” of the new Chevrolet 
s Only 75 pounds and is easily hoisted by worker Norbert Shemansky. 
glass mats impregnated with resin, this underbody piece is the largest 


single body component in the Corvette and extends from rear bumper to the dash. 
The whole plastic body weighs 200 pounds less than a comparable steel body. 
Production of the revolutionary Corvette sports car is starting to rise sharply and is 
scheduled to reach 1,000 per month early in 1954. 


Car Production Declines 
8.6% in 3rd Quarter 


cPeinD-qQuantan production 
amounted to 1,585,671 cars, 
Automotive News estimates, which 
is 8.6 percent fewer than in the 
second quarter but 4.1 percent more 
than in the first. 
Truck output totaled 307,100 
— 10.7 percent below the 
first three months but 47 above 
the second quarter. 
Parts shortages, model change- 
overs, shutdowns due to high car 
inventories and the Hydra-Matic 


U. C. Leaders Meet Wed. 


Downing Calls for Reasonable Production 
On Eve of NUCDA Parley 


: By Bob Finlay 

q Managing Editor 
“}PILOXI, Miss.—Independent auto 
= dealers, who have just gone 
hrough one of the toughest com- 
etitive years in the history of the 
ndustry, will gather here Wednes- 
at the Buena Vista Hotel for 
he annual convention of the Na- 

Used Car Dealers Assn. 


“membership during 
| NUCDA leaders are not making 
dictions about attendance, but 
‘they are hopeful that this con- 
yention will be one of the largest 
yin the seven-year history of the 

ee nization. 

| They point out that this con- 
¥ention marks the long-anticipated 
tion of the men from the 
ys. Dealers remaining are the 
_ feal merchants of the business who 
e more conscious of the public- 
*felations value of a strong national 
_ association. 
” 


B 0 THE eve of the convention, 
es James C. Downing, chairman 
|of the board of NUCDA, urged 
* ories to keep production within 
Tealistic reference to demand. 

' Downing, a dealer in Atlanta, 


Ga., asserted that used-car dealers 
prosper when new-car dealers 


prosper, and added: 

“The franchised dealer will 
prosper only if the production of 
new cars is held within bounds.” 

Downing said that production of 
basic farm commodities is regu- 
lated to the benefit of the public 
as well as the farmer. 

“So, why,” he asked, “shouldn’t 
the production of new cars, also a 
basic ney in the economy of 
the country, also , be _resulated™” 


HOWEVER, - “nen govern- 
mental regulation, asserting 
that the factories should do the job. 
He added: 
“It should be undertaken at once 
(Continued on Page 57, Col. 1) 


plant fire combined to make Sep- 
tember the worst production month 
since January. An estimated 472,487 
cars were turned out, 8.6 percent 
below August, Truck output dipped 
to 94,501 from 101,347 in August. 


* > - 


— Big Three continued to 
garner 93 percent of total car 
output during September, but only 
because Ford Motor Co., increased 
its share. Chrysler Corp. and 
General Motors both slipped. 

GM last month took 45 percent, 
compared with 47.5 in August and 
46 in July. Ford garnered 34.7, 
against 312 and 27.7, while 
Chrysler accounted for 14, com- 
pared with 14.5 and 19.6. 

Built last week were an esti- 
mated 112,910 cars and 23,311 
trucks, a slight gain from the 109,- 

(Continued on Page 59, Col. 1) 


Production 


Automotive News Estimates 
ain 8. Cars, Trucks 


ine Tae pO totals 
makes, see table, page 59. 
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10 Percent Output Cut 
Is Predicted for 1954, 
Third Best in History 


Car Makers’ Estimates for ’54 Range from 5,250,000 
To 5,900,000 Units for 5,575,000 Average; 
Trucks Expected to Total 1,290,000 


By Tom Hewitt 
Staff Writer 

AR production is due to drop 

about 10 percent in 1954, indus- 
try analysts predict, but it still 
would be the third best year on 
record. 

Auto makers’ estimates for next 
year range from 5,900,000 cars down 
to 5,250,000, resulting in an average 
of 5,575,000. 

On this basis 1954 would be 
surpassed only by the alltime 
high of 6,658,510 cars made in 
1950 and the estimated 6,150,000 
due this year. 

Truck-wise, next year should be 
the fourth best in history, these 
statisticians believe. Estimates av- 
erage out to 1,290,000 trucks, a 
point topped only by the record 1,- 
416,382 turned out in 1951, the 1,- 
343,923 in 1950 and the 1,364,957 in 
1948. 


= highest car estimate of 5,- 
900,000 was made by General 
Motors statisticians while the low- 
est, 5,250,000, came from Ford 
Motor analysts. Other firms which 
gave car predictions were Nash, 
5,500,00; Packard, 5,300,000, and 
Kaiser-Willys, 5,350,000. 

Truck estimates are: Ford, 1,- 
380,000; GM, 1,200,000, and Kaiser- 
Willys, 1,250,000. 

Chrysler Corp., while declining 
to give a figure, said it was opti- 
mistic. The other firms either re- 
fused comment or said they had no 
estimate available. 

* * . 


But a recent survey of auto ex- 
ecutives proved that all are 
confident. Their comments in- 
cluded: 


“ ... mo real basis for mis- 
givings about the automobile 
business in the foreseeable 
future.” 


“The future of the automobile 
industry is very bright.” 

“, .. sizable market will exist for 
both new and used cars throughout 
the rest of this year and in the 
coming year.” 


EASONS for the cheerfulness 

are many, but they all boil 
down to the general belief that the 
U. S. is far away from a serious 
recession. 


Wages and employment are at 
a high level and are expected to 
continue steady. Population is 
gaining at such a rate that new 


54 Called Crucial for Independents 


A§ PACKARD began a model- 

changeover shutdown of ap- 
proximately two weeks, President 
James J. Nance last week predicted 
that 1954 will be “the most critical 
of the next five years” for the auto 
industry. 

He said that mergers may be the 
solution for some of the independ- 
ents. 

Nance said “the hell-bent fight 
for a greater percentage of in- 
dustry business” will bring auto 
makers to the keenest competi- 


tive era they have experienced in 
many years. 

He said the industry’s overall 
production and sales in 1954 may 
decline as much as 15 percent from 
this year’s total. (Production esti- 
mates place this year’s output at 
6,150,000 cars and 1,200,000 trucks.) 

* + * 
ACKARD’S model changeover 
will idle about 6,000 of its 15,000 
workers, New models will go into 
production when tooling, delayed by 
the Detroit tool and die strike of 
several months ago, is completed, 
the firm said. The new models will 


be unveiled in December or Janu- 
ary. 
Nance said virtually every auto 


petitiv 

Packard dealers faced a real re- 
striction this year because of a 
pinch on their working capital, he 
stated. This was caused by tighter 
consumer credit and bank loans. 

A year ago Nance said Packard 
would bring its dealer total up to 

(Continued on Page 57, Col, 2) 


households are being formed at 
the rate of a million annually. 
And these new households are 
potential auto buyers. 

It was estimated recently by 
Alan G. Rude, sales vice-president 
of Universal C.LT,. Credit Corp., 
that the 53 million vehicles now 
on U. S. highway guarantee an 
annual replacement market of six 
to seven million new cars. 

+ * o 
| THE same vein, Walker A. 
Williams, sales and advertising 
(Continued on Page 60, Col. 1) 


1953 Car Sales 
To Top All But 
00, Fish Says 


By Pete Wemhoff 

Editor, Automotive News 
AltHouca 1954 output is ex- 
pected to decrease about 15 
percent from the near-record 
figures of 1953, the auto industry 
next year will en- 
joy one of its best 
years, W. E. Fish, 
general sales 


new records every day,” he de- 

clared, admitting that the Chevro- 

let sales department is now trying 
(Continued on Page 56, Col. 1) 


New-car registrations for 
seven months, plus 33 states for 
August: 

1953 Pos. 
1—874,586 


8—3389,087 


ib 


7—202,137 
8—158,755 
9—106,734 
10—105,554 
11—104,966 
12— 80,971 
13— 71,820 


r 
: 


MG 
Austin 
563 Allstate 
Total All Makes 
3,745,438 2,626,912 
For further details see page 
44, today’s issue. 
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By Bob Lienert 
Staff Writer 


ps change in demand for 
new cars has been noted across 
the country over the past two 
weeks, according to reports to 
Automotive News, 

Areas which have reported 
good sales are still doing well. 
Those which have experienced 
slackening demand still find sales 
“hard.” And the spotty market 
typical of many regions has 
shown no tendency to settle 
down. 

In nearly all cases, however, one 
factor is evident: A growing trend 
to “deal” with the customer. More 
and more ads offer new-car dis- 
counts. Salesmen in many dealer- 
ships have begun “bush-beating” in 
earnest, 

. * * 
Most dealers agree that while 
sales are becoming more diffi- 
cult, new cars are still selling. 

They are anxious, of course, to 
have a clean floor when the ’54s 
arrive. Many feel that an early 
cleanup of ’53s is of prime import, 
and the general opinion is that a 
successful cleanup is going to be a 
problem. Some say they will clean 
out ’53s at a net loss. 

A slight majority of dealers re- 
port a higher new-car inventory 
at the end of September than at 
the end of August. Some say cars 
are being pushed on them by the 
factories. 


Many say greater sales pressure 
is being exerted by the manufac- 
turers, although most feel that the 
questionable sales methods of 
neighboring dealers is the biggest 
headache. 

“Giveaway artists have got to be 
educated to realize the profit to 
which they are entitled,” one New 
England dealer said. 

e * * 
— consensus appears to be that 
factories must step in and 
straighten out dealers who go over- 


53 Mercury Sales 
Now Top Total 
For All of 1952 


DETROIT.—More Mercurys have 
been sold so far this year than dur- 
ing all of 1952, according to Joseph 
E. Bayne, general sales manager of 
Lincoln-Mercury. 

Retail deliveries through the first 
8% months of 1953 totaled 189,893, 
compared with last year’s entire 
sales of 188,314, he reported. 

Ten of Lincoln-Mercury’s 23 sales 
districts have surpassed last year’s 
figures, with the other 13 approach- 
ing that mark, he said. 

The daily rate of nationwide sales 
has been higher during recent 
weeks than in any similar period in 










the car’s history, Bayne said. 


But Growing More Difficult ... 


New Cars Are Moving 
At a Steady Pace 


board on high-pressure ads and 
crazy deals. 

One dealer blamed the factories. 
He said he felt many of his col- 
leagues moved a step nearer hys- 
teria every time they got a look at 
new-car production figures. 


Some dealers who admit over- 
allowing and discounting, say 
these can be sound practices if 
handled in such a way as to pre- 
vent the customer from feeling 
that all dealers are in serious 
trouble, loaded with distress mer- 
chandise. 

And there are others who say 
that offering new-car discounts in 
ads is only making public what has 
been going on privately, to a cer- 
tain extent, for months. 

They say, furthermore, that their 
average new-car gross has not 

(Continued on Page 59, Col. 3) 





Special Stamp to Cite 
American Truckers 

A special postage stamp will be 
issued Oct. 26, during the annual 
American Trucking Assns, con- 
vention in Los Angeles, com- 
memorating the 50th anniversary 
of truck use in America, 

Appropriate ceremonies at the 
convention will note the event. 
The week of Nov. 16-21 will be 
proclaimed National Truck 
Transportation Week. The pro- 
ject is being sponsored by the 
Independent Advisory Committee 
to the trucking industry, 
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New Officers Chosen in Arkansas— 

Heading up the Arkansas Automobile Dealers Assn. is a new slate of officers. From 
left are John Bole, president, and Tom McNeil, W. C. Whitfield and Kendell Moore, 
vice-presidents. Other officers elected were Charles Scarbrough and Russell Morley, 
vice-presidents; Walter Jennings, treasurer, and George H. Benjamin, executive secre- 
tary. 





N. J. Convention Promotes 
Mandatory Driver Course 


ATLANTIC CITY. — Additional 
funds to support a mandatory 
course in student driver training 
in the State’s high schools were 
urged in a resolution adopted un- 
animously by the New Jersey Auto- 
motive Trade Assn. at its 35th 
annual convention last week, 


The declaration, copies of 
which were directed to Gov. Al- 
fred E. Driscoll and Commission- 
er of Education Dr. Frederick 
M. Raubinger, cited the success 
of initial steps toward this ob- 
jective. 

“We are mindful of the fact that 
only by having a full course in safe 
driving available through the school 
system of the State will we be able 
to make better and safer drivers 
out of the present teen-age group, 
thereby making all highways safer 





Dodges Smash Records 


Two °54s Set 196 AAA Marks in Speed Runs 
At Bonneville Salt Flats 


BONNEVILLE SALT FLATS, 
Utah.—Traveling at 108.36 miles per 
hour over the straightaway track 
here, in tests held under the super- 
vision of the American Automobile 
Assn. contest board, a 1954 Dodge 
V-8 last week became the fastest 
standard American car ever 
clocked by AAA officials. 

Along with other speed marks, 
W. ©. Newberg, Dodge president, 
announced in Detroit, the Dodge 
chalked up a total of 196 AAA 
stock-car records, more than any 
American stock car has ever held 
before, 

Challenging AAA competition for 
automobiles with 183 to 305-cubic- 
inch engine displacement (which 
takes in a majority of U. S.-made 
cars), a Dodge four-door and con- 
vertible, said Newberg, “proved 
themselves unquestioned per- 
formance champions.” 

Records falling to the two Dodge 
V-8s ran from one kilometer to 


over 7,000 miles. Both cars operated 





Dodge Dealers Get Preview in Raleigh— 


More than 800 Dodge dealers from North and South Carolina and parts of Vir- 
ginia and Tennessee met in Raleigh, N. C., last week for a special merchandising 
meeting and a preview of the 1954 Dodge models. From left are R. C. Somerville, 
sales vice-president; 1. J. Purdy, general manager of Dodge Truck; Gene Thrasher, 
regional manager, and Roy Coffrey, general manager of Nash-Steele Motors Co., 


Raleigh. 


on regular-grade gasoline and 
original-equipment tires. 

The convertible, equipped with 
PowerFlite, a new automatic trans- 
mission, ran full-throttle continu- 
ously over a 72-hour period, AAA 
records showed. During this time, 
the convertible eclipsed more than 
60 AAA records formerly held by 
cars equipped with manual shift. 

The convertible experienced no 
mechanical difficulties during the 
72-hour run, according to AAA 
records, and required no servic- 
ing beyond regular pit stops for 
fuel and change of drivers. 

The sedan, on a 48-hour endur- 
ance run, achieved lap speeds of 
better than 107 miles per hour. For 
the entire run it averaged better 
than 101 miles per hour, including 
pit stops. 

Tests were conducted in both the 
AAA’s open and closed-car com- 
petition, and were run on a 14-mile 
straightaway and a 10-mile circular 
track—night and day. 

“These tests,” said Newberg, 
“were the most strenuous of this 
type ever given a new model before 
its introduction to the public.” 

In tests for speed and acceler- 
ation on the straightaway, the 
two Dodges swept every 
record in their class and es- 
tablished new marks in other 
competitive classes as well. 

The cars participating in the 
tests were selected off the final as- 
sembly line at Dodge’s Detroit 
plant last month by AAA contest 
board officials, and remained under 
constant AAA supervision until the 
tests at Bonneville were completed. 

The project was supervised by A. 
C. Pillsbury, AAA Pacific coast 
regional director. Representing 
Dodge was Wally Zierer, engineer 
in charge of the project. 


@ conventional 
mission, as it made its 108.36 
m.p.h. record run, 

Eames also drove a 1953 Dodge 
V-8 to victory earlier this year over 
all eight-cylinder cars in the Mobil- 
gas Economy Run. 

AAA officials permitted only one 
1954 Dodge V-8 to be run at a time. 
Both cars were timed by an electric 

(See DODGE, Page 60, Col. 1) 
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for the motoring public,” the re- 
solution stated. 


Walter W. Belson, director of 
public relations and assistant to 
the president of the American 
Trucking Assns., told the 750 con- 
vention delegates that America’s 
highway system has failed to keep 
pace with the development of the 
automotive industry and the in- 
creased number of highway users. 


“We’re running out of roads, 
and because of that it is taking 
us longer to drive to work, longer 
to bring products to market and 
costing us half a billion dollars a 
year in traffic congestion,” Bel- 
son declared. 

Lack of a modern, interstate 
highway system hampers the 
economic development of the 
country, Belson said. Nine out of 
10 car trips, he added, are pri- 
marily for necessity reasons, and 
three out of every four tons of 
freight are carried by trucks. 


“Hardening of the traffic arteries 
means a creeping paralysis of sales 
potential to those in the selling and 
servicing end of the automobile in- 
dustry,” Belson asserted. 

“People are tired of fighting 
for position on jammed two-lane 
highways and are asking them- 
selves what’s the use of owning 
@ car.” 

Advice on improving the used-car 
sales department was presented by 
Marcus E. Feder, Raymond Cham- 
berlain, NADA convention and ex- 
hibition manager, read Feder’s re- 
marks. 

Frederick J. Bell, executive vice- 
president of NADA, led a dis- 
cussion on the problems and future 
of the automotive trade, His panel 
included Fred Sutter, chairman of 
the NADA industry relations com- 
mittee; J. Eustace Wolfington, 
member of the NADA planning 
committee, and William L. Mallon, 
chairman of the planning commit- 
tee. 

Dr. Alfred P. Haake, author, 
lecturer and consultant, was the 

(See NEW JERSEY, Page 52, Col. 2) 





Ford Groundbreaking— 


Ernest R. Breech, executive vice-presi- 
dent of Ford Motor Co., wields the first 
shovel as construction starts on the firm's 
new administration building at Michigan 
Ave. and Southfield Rd. in Dearborn. The 
12-story structure is to be completed in 
1955. 





‘announced that equipment and 


Del. Dealers Hit 


Junkers’ Return 


Urge State to Act; 
Purnell Elected 


REHOBOTH BEACH, Del.— 
“Many cars 12 years of age or older 
which Delaware auto dealers have 
sold to junk yards for salvage a 
finding their way back to our high- 
ways in unsafe mechanical condi- 
tion,” according to a resolution 
adopted by the Delaware Automo- 
bile Dealers Assn. at its convention 
here. 

The resolution, addressed to the 
State Highway Commission, re- 
quests that the Motor Vehicle De- 
partment and State Police Depart- 
ment be instructed to “tighten up 
on the inspection of these cars and 
if possible under present laws to 
require these cars to be inspected 
each time they change ownership.” 

Another resolution urged NADA® 
to use its influence with manufac-# 
turers against publicity releases 
concerning features of the new 
models more than three monthg 
ahead of the introduction date, 

Convention delegates elected 
George Purnell jr. as president. 
Other officers are John R. Fader, 
Newark, first vice-president; Ed- 
ward D. Biter, Dover, second vice- 
president; J. Kenneth Fleetwood, 
Seaford, third vice-president; Isa- 
dore Keil, Wilmington, treasurer; 
Paul J. Roney, Wilmington, execu- 
tive secretary, and I. G. Burton, 
Milford, immediate past president. 

Directors elected include Theo- 
dore Burton, Sussex County; J. 
Harry Gallagher, New Castle 
County, and Clarence Schwartz, 
Kent County. 





Hudson Switching 
To B-W Drive 
At End of Month 


DETROIT. — Hudson will begin 
installing Borg-Warner automatic 
transmissions in its 1954 models 
about the end of October when its 
supply of Hydra- Matics runs out, 
Automotive News learned last week. 

The order placed by Hudson ws 
for a “temporary-size” quantity, b 
it is probable that Hudson con-§ 
tracted for only a small amount : 
see how the units are accepted. Iff 
results are good, observers believe™l 
Hudson may make a permanent® 
shift to B-W drives. 

The new Hudson drive is the 
same as the one used by Stude 
baker. The mechanisms are pro 
duced at B-W’s Detroit Gear divi- 
sion, 

The unit is some $55 more expen- 
sive than Hydra-Matic. It is be- 
lieved that Hudson will absorb the 
price difference if it uses them only 
temporarily, but will pass on the 
increase to buyers if adopted perm- 
anently. 

Meanwhile, it was revealed that 
Willys will begin installing Hydra- 
Matics in November, when General™ 
Motors resumes production of them 
transmissions, 

Willys had started putting Hy- 
dra-Matics on a few cars just as 
the Livonia plant burned down, 
which postponed the move. 


Rebuilding Firm 
Set Up in N. C. 


CHARLOTTE, N. C.—A new firm, 
Southland Authorized Rebuilders, 
Inc., has been established here to 
rebuild Ford engines and is expect- 
ed to be in full operation by Jan. 1. 


James A. Zell, general manager, 
































franchises had been purchased 
from Hicks Equipment Co., of Char- 
lotte, and Pulliam Parts Co., of 
Columbia, S. C., which have been 
doing rebuilding for Ford dealers 
in the Charlotte district. 

H. J. Norton, of Escanaba, Mich., 
is president of the company, and 
Mrs. Norton is secretary and treas- 
urer. Carl Bensinger, of Escanaba, 
is vice-president. 


The company opened for business 
temporarily at 2830 South Blvd. A 
$400,000 building, with 20,000 square 
feet of floor space, is being con- 
structed on W. Griffith St. and 
York Rd. for lease to the firm. 
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By John 0. Munn 





Going to Top with Dealer Problems... 





Bell to Brief Makers 


TLANTA.— (UTPS) — Frederick 
J. Bell, executive vice-president 
of NADA, will visit auto manufac- 


turers is aware of the true posi- jcars by franchised dealers to un- 


tion of the dealers,” Bell said. 
Bell assured the Georgians that 


turers this week to give them &/ NADA is aware of the dealers’ situ- 


first-hand rundown of dealer prob- 


GAIN we are in the midst of a|they say, mean millions of dollars|jems, he told the Georgia Automo- 
year-end cleanout. Year-end/of dealers’ capital poured down the! pile Dealers Assn. i cuneantien 
drain. The production of cars| here last week. 


difficulties and losses have not been 
with us for almost 10 years. Now 
they have returned with vigor. 
“Blitz sales days,” page newspaper 
ads offering $500 discounts, are 
demoralizing the market. Such pub- 
licity means ruin for many dealers. 
But volume, forced or otherwise, 
means profits for the factory. 

Some manufacturers have cut 
back production to give dealers an 
opportunity to orderly liquidate 
1953 cars. More power to them. A 
few manufacturers have selected 
this fall as the time for a battle 
for percentage of price class and 
are building more cars right now 
than they have in the spring selling 
season. 

This, I believe, is an extremely 
Dealers 


i 


This column has been receiving 
many letters from dealers on this 
subject. Factory executives don’t 
always know about the methods 
used by their field forces to ac- 
complish a given result. We sug- 
gest that dealers who have unusual 
experiences along this line, use this 
column as a forum to express them- 
selves. It is the only way I know 
of that such situations can be 
brought to light and corrected. 

= s . 


} aured Down Drain 
R instance, a number of deal- 
ers express themselves as more 
than willing to cooperate with their 
factory to clean up year-end 
models, but strenuously object to 
being forced to sell more cars in 
the fall than was required during 
the height of the selling season. 
Such market -forcing programs, 





Safety Committee 


‘Appointed in N. C. 


RALEIGH, N. C. — Four new 
members of the safety committee 
of the North Carolina Automobile 
Dealers Assn. have been named by 
T. A. Williams, Greensboro, com- 
mittee chairman. 

Appointed were W. F. Yar- 
borough, of Fayetteville; N. C. 
Braxton, of Whiteville; Walter 
Deal, of Asheville; and W. P. Mc- 
Dowell jr., of Elizabeth City. 

Williams said that the commit- 
tee’s size was reduced this year on 
the assumption that the smaller 
number, working with area chair- 
man, would be more effective. 

Committee members will hold 
their first meeting this fall to dis- 
cuss the association’s safety 
program, now in its formative 
stage. The program agreed upon 
will then be submitted to the board 
of directors and, if approved, will 
be presented to the membership. 
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planned bears no relation to the 
potential market, They are ex- 
pected to be sold under difficult 
fall conditions, as well as in the 
face of the fact that other makes 
will be offering 1954 models. 
Dealers say that this wasted 

dealer capital, in the long run, 
would be a more important asset 
to the factories than the im- 
mediate profit and prestige re- 
sulting from marketing this huge 
volume through dealer losses. 
Besides, such activity today at 
giveaway prices is only antici- 
pating a substantial percentage of 
tomorrow’s customers. 

Some very basic truths have been 
overlooked in this mad race for 
percentage of price class. Dealers 
point out that the factories have 
no legal or moral right even in the 
current selling agreement to justify 
the setting of production goals re- 
gardless of the market. There is no 
excuse for forcing cars on dealers 
which must be sold at no profit 
because the dealer has had several 
good years and has laid up a 
capital reserve. 

Continuing production at high 
speed for a few months means a 
profit to the factories. The factories 
get the benefit and they) not the 
dealer, should assume the lion’s 
share of the loss for the clean-out 
|of over-production. 

* « * 





See No Excuse 


[pmaLans state that when they 
are forced to take a loss on 
account of over-production, it shat- 
ters their confidence in factory 
policy. If dealers are ruined in the 
process of year-end clean out, what 
will prospective new dealer ap- 
plicants think of the situation and 
what will be expected of them in 
future years? Can this business, 
as glamorous as it is, stand too 
many of these volume races and 
still attract intelligent management 
and ready capital? 


Dealers contend there is no ex- 
cuse for a factory over-shooting 
the market. Supposing the 
factory has committed them- 
selves for material months in ad- 
vance for current models. The 
run can be stopped now without 
much loss, and the materials used 
for 1954 models or as 1953 parts 
stock. 


Of course, if we had the type 
|of contract that has been advocated 
by this column for many years, 
such situations would not arise. The 
contract would be as helpful to 
the factory as to the dealer, be- 
cause no factory executive would 
be forced to protect his own in- 
terest since no competitive factory 





could force its dealers to sell be- 
yond the market. 


Taking Advantage 


I AM SURE that one of my dealer 
readers is speaking for a great 
many dealers. He is not a rabble 
rouser but a very substantial in- 
dividual. He says to his factory: 
“When you force these extra cars 
on me, I feel my intelligence is be- 
ing insulted. You are attempting 
to take advantage of me by spend- 
ing my capital to cover what other- 
wise would be your loss and for 
which you alone are responsible. I 
have health, some money and in- 
telligence, and I am going to do my 
best to hang on to them. I will take 
cars and trucks in the number I 
believe I can sell at a profit. Let 
the factories give the rest to some 
weak sister who hasn’t the strength 
to say no. 

“I hope to remaii a dealer in- 
definitely. I have spe..t my entire 
business life in this business, but 
if my factory thinks I am hold- 
ing back the progress of our 
product, it is their prerogative to 
replace me and I will cooperate 
in this respect.” 

In giving voice to these com- 
(See MUNN, Page 58, Col. 1) 








“I find it hard to believe that 
management at the top policy- 
making level of the manufac- 





ation, and said he is compiling facts 
to begin definite action on their 
behalf. 
+ + * 
SE delegates unani- 
mously passed resolutions: 
1. Condemning the sale of new 


Safety Education Gets a Helping Hand— 


A total of 21 student driver cars for Philadelphia's high schools was turned over 
last week to the Board of Education by the Philadelphia Automobile Trade Assn. At 
the presentation are (from left), Dr. Louis P. Hoyer, superintendent; Edward J. Doyle, 


president of the Chrysler Dealers Assn.; 
Geisser, representing the student body. 


George Gorson, PATA director, and Lois 


McKay, Summerfield Slated 
To Speak at NADA Parley 


WASHINGTON. — Secretary of | real message for new-car and new- 


the Interior Douglas McKay and 
Postmaster General Arthur E. 
Summerfield, both of whom are 
auto dealers, will be principal 
speakers at the 37th annual NADA 
convention Jan. 9-13 at Miami 
Beach. 

In announcing this, Alton M. 
Costley, chairman of the convention 
committee and a Chevrolet dealer 
in East Point, Ga., said, “Both of 
these men, who are so prominent 
in public life as members of the 
President’s Cabinet, have had broad 
and extensive experience in auto- 
mobile retailing. They will have a 





Complaint Issued 
Against Burger; 


No Indictment 


ST. LOUIS.— The Federal Gov- 
ernment has filed a criminal com- 
plaint against Adolph C. (Andy) 
Burger, Ford dealer here, charging 


| income-tax evasion. 


Through error, AuToMoTive News 
reported in its Sept. 21 issue that 
Burger had been indicted on the 
charge. 

Burger told Automotive News that 
the Government filed the criminal 
information to protect itself be- 
cause the six-year statute of limi- 
tations on tax-fraud prosecution 
was about to apply. 

Jointly charged with Burger in 
the information was Carlisle Coop- 
er, office manager for Andy Burger 
Motors. 

Cooper was accused of feloniously 
aiding Burger in attempting to 
evade $53,987 of the firm’s income 
tax for the 1946-47 fiscal year. 

The criminal complaint said that 
Burger reported net income of the 
auto firm was $472,672 and the tax 
due was $179,615. 

However, the information charged 
that Burger knew the net income 
actually was $614,744 and the tax 
should have been $233,602. 

Burger contended that he is inno- 
cent of the charges. 

“I intend to give the Government 
solid, tangible evidence that what 
I say is true,” Burger said, 


truck dealers.” 

In private life, McKay owns a 
Chevrolet-Cadillac dealership 
which was organized in Salem, 
Ore., in 1927. Summerfield owns 





Dougias McKay A. E. Summerfield 


Summerfield Chevrolet Co., one 
of the largest dealerships in the 


| nation, with headquarters in 


Flint and branches in Clio and 
Grand Rapids, Mich. 


franchised dealers for resale. 

2. Opposing the advertising of 
a sales quota to be met within a 
period. 


3. Supporting proposed legislation 
to regulate the operation of vehicles 
on highways to the extent of elim- 
inating unsafe autos. 

* + * 

i DISCUSSING his forthcoming 

trip to Detroit, Bell reminded 
the dealers that the road the indus- 
try is traveling now is similar to 
the one it covered in 1939. He said 
he believed the current outlook is 
more encouraging, in view of the 
increasing population and dispos- 
able income. 


they should think in terms of 
basic facts rather than general- 
ized ideas. He cited wide com- 
plaints about bootlegging and 
insecure territories as examples 
of problems that need construc- 
tive thinking. 

NADA, he said, is polling ap- 
proximately 34,000 members to dis- 
cover just what the majority wants 
done about the situation. 

Three ships are needed for deal- 
ers to win their battle, Bell said— 
seamanship (to steer the right 
course), marksmanship (in sales) 
and leadership (in public affairs). 

+ + * 


JrRED J. WALTERS, marketing 
vice-president of Packard, told 
the delegates that dynamic distri- 
bution remains the answer to high 
production. 

It provides the method while 
peak employment and national 
income furnish the means for 
giving the living standard another 
boost while maintaining a high 
economy, he said in his keynote 


dress, 

With the industry serving as a 
barometer for the nation’s economy, 
he said, it must accept the position 
of leadership and push distribution 
to meet the pace of production. 

Promoting salesmanship back to 
its professional level is a key step 
in meeting present needs, he said. 
Salesmen must be given pride in 
their product, pride in their sales 
technique and knowledge of the 
product. 

Sales managers and dealers must 
become partners to achieve the 
most productive results, Walters 

said. 
* * * 

At THE closing convention ses- 

sion, Paul M. Millians, vice- 
president of Commercial Credit Co., 
Baltimore, told dealers that suc- 
cess from now on will hinge on 
capable management rather than 
on easy sales and high gross. 

A closer scrutiny of three crit- 
ical management areas is needed, 
Millians said. He listed them as 
sales, financial and operating 
control and leadership—with 
more vigorous direction. 

The auto showroom should not 


From 1942 to 1949, Summerfield|be a self-serve market, Millians 
represented Michigan on NADA’s| said. Salesmen need stature, matur- 


(Continued on Page 59, Col. 3) 


On the House . 


(Continued on Page 58, Col. 1) 








Some industry leaders say privately that there won’t be any price 
cuts on their 1954 models despite the tightening competition. In fact, 


they say, they’ll 





admit, of course, 
prices, so you can be sure on that phase... 

Don’t count the V-6 engine out yet. Even though 
the chance is still very remote, some interesting 
ideas have cropped up of late and could con- 
ceivably overcome the long-standing major obsta- 
cles to such an engine ... 
corrects a previous item in this column; the 31st 
Los Angeles International auto show will be held 
Jan. 15-24 and therefore it’s the “first show of 
the nation,” says Chuck... 


be lucky if they’re able to avoid an increase, what 
_ with higher steel prices offsetting the end of so- 
aaa called premium steel, rising labor costs, etc. They 


that now is not the time to raise 


Chuck Elmendorf 


PAA’s Claude Klugh reports: A Pennsylvania 
dealer, asked to take some extra cars to aid 1953-model cleanup, told 
factory rep he had too many already. Whereupon the rep suggested 
he take the extra cars and sell them at a few dollars above invoice to 


uSed-car dealers. . 


. Five-Year Goal of one auto maker: To sell both 


the automatic transmission and power steering units for the money 
it now takes to buy one of the devices. 


—Pere Wemuorr, Editor, 
Automotive News 
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Capsule Comment 


By whittling down operating expenses in the face of 
declining gross profits, the average U. S. auto dealer man- 
aged to hold his own on operating profit during the first 
half of 1953, an NADA survey shows. 

Showing what can be done if dealers get down to 
business. 
* * * 

Robert S. Armacost, NADA president, blasts unethical 
selling practices now being used by some dealers across the 
nation. 

Bad business practices lead only to more bad practices. 


Treasury Secretary George Humphrey, with White House 
approval, has reassured the nation that taxes, both personal 
and corporation, will be cut in January. 

Returning to the people some of the real savings being 
made in Government economy. 


Showing an increase of 2.7 percent over 1952, U. S. motor 
vehicle registrations are expected to climb to 54.7 million by 
the end of this year, the Bureau of Public Roads estimates. 

And where are the roads to handle them efficiently? 


Internal Revenue agents “eventually will start new pro- 
grams of canvassing for delinquent taxpayers,” says Com- 
missioner Coleman Andrews. 

Make sure it isn’t your door they'll be knocking on. 
* * cz 


A constantly expanding auto market, paced by a growing 
population and the need for increased scrappage, is foreseen 
by Walker Williams, Ford sales vice-president. 


The American salesman is the key to a strong economy. 
OS * * 


GM will sell to its outside customers the first Hydra- 
Matics built following the Livonia fire. 
Nice gesture and good business sense. 











By 1955, we hope Ford pro- 
duction facilities will be on a 
par with those of Chevrolet.— 
Ray Suuuvan, Ford vice-presi- 
dent. 


Success and Failure 

Of all the new products placed 
on the market every year, only 2 
percent catch on, while the other 
98 percent are failures, accord- 
ing to the Department of Com- 
merce, 

Lack of planning and pre- 
testing the product and the mar- 
ket are given as the main causes 
for the failures.—Steel Magazine. 


Academic Question 


This question of road safety 
is academic where the dealer 
is concerned, It is a big factor 
in his future business outlook 
and, unless he does all in his 
power to promote it, he is 
helping build hurdles for him- 
self.— Bankers Commercial 
News. 


Still Popular 


I believe that President Eisen- 
hower is highly popular with the 
nation’s workers, despite Martin 
Durkin’s ‘resignation as secre- 
tary of labor ...I think the 
appeal the President has had 
has been largely an appeal to 
the workers. I don’t think there 
has been any change in that 
sentiment. — Paul G. Hoffman, 
chairman, Studebaker. 

* * oJ 
Police Trap Selves Mr ges 

Davenport (Ia.) police were 
puzzled recently when hours ‘" 
passed without a violation be- IDED A ' Th 
ing recorded on the electronic IS CAMPAIGN FOR ” 
speed analyzer. ROADS IS CARRIED OVT 

They discovered that two 
blocks ahead of the device a 
cardboard sign had been prop- 
ped up on Obroomsticks. It 


Vie 
BE 


Tetterbox 





read: “Caution, speed trap ‘Pp ~ 
ahead.”—Unrrep Press. . . . cs E 
7. * . 


readers, 
One Year—Not Two 

We are faced with the ugly 
fact that within two years 
Russia will have the capability 
to virtually destroy us if she 
moves first. Since we have con- 
sistently underestimated the 
Russians, let’s call it one year— 
not two.—Gordon Dean, retired 


Bootlegging? 

Your timely article on automobile 
bootlegging in New Orleans really 
hits the spot, and I beg to add a 
P. S. to it. 

I worked for a very large dis- 
—— oe Shute Energy tributor for many years in most 

—— | every capacity; primarily as retail 

a ae | salesman, however. This great dis- 

tributorship fell into the hands of 

“heirs,” young men without experi- 
ence or know how. 


People vs. Vehicles 
A civil war is in progress to 


see whether the motor vehi- 
cle will be master or servant 
of the people of this country. 
It is about time that we 
stopped imitating an ostrich 
with its head in the sand and 

that drinking driv- 


Thus we older men were booted 
out, as is the custom of today’s 
“modernizing” of automobile sell- 
ing. Then, not too long after the 
general booting, the new dealer- 
ship lost the account. 


The account was given to another 
inexperienced man who lasted a 
little over a year, which is also 
customary. (The new men do not 
know when to stop buying and do 
not know how to sell what they 
have been honeyed into buying). 

Now, mind you, all the time this 


recognize 

ers and drinking pedestrians 
are a grave hazard to our 
public ways. To eliminate this 
menace, we must have greater 
police protection and stricter 
penalties. — Rudolph F. King, 
Massachusetts registrar of 
motor vehicles, 


10 Years Ago... 


The Big Story 


The public Roads Administration estimates that 25.5 million auto- 
mobiles will be registered in 1943, compared with 26.1 million in 1939 
and 29.5 million in 1941 . . . In 1941, the last year in which tires 
were distributed through normal trade channels, 53,500,000 new car 
tires were made available to the American public. In 1942, only 
3,700,000 new tires were made available to the Office of Price Admin- 
istration for rationing . . . A prediction that 18 million automobiles 
will be placed on the market in the three-year period following the 
end of the war was made by C. Scott Fletcher, sales manager of 
Studebaker . . . Motor trucks totaling 438 million pounds gross vehicle 
weight have been delivered to the armed forces by Mack-Interna- 
tional Motor Truck Co. since the beginning of World War IL... 
Under a process developed by Plymouth, millions of gallons of 
scarce paints are being salvaged from the air during spray operations 
. . . The total number of General Motors stockholders for the third 
quarter of 1943 was 414,380, compared with 414,064 the previous year. 

~—From the Files of Automotive News. 
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This is an open forum for the discussion of any subject of interest to our 
and your letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 
used, 


if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





new dealer was trying to operate 
this former dealer was still getting 
and selling new cars of the same 
make. With all due respects to the 
new dealer, even if he did not know 
the time of day, he was still sup- 
posed to have factory cooperation 
to that extent at least. 


The factory men, of course, said 
they were doing all they could to 
break it up, but after all, new cars 
originate only at the factory, and 
there is a complete record kept 
of them from the time they leave 
the factory. With redemption cer- 
tificates, guarantees, and what 
have you to be turned back in, 
the factory is like the income tax 
man—knows all, so to speak. 


This dealer did not last long; he 
sold about half the new cars of his 
make sold there, and did about 10 
percent of the service. So how could 
he last? Then came another dealer 
who is surviving better up until 
now, but this original dealer is stilil 
offering new cars of the same make 
for sale. 


He said he was going out of the 
automobile business because he did 
not want to be bothered with serv- 
ice, factory hounding, etc., yet he 
keeps on selling their new cars, 
and keeps on servicing them, and 
gets plenty of new parts, too. 


A factory representative said: 
“Well, we are getting the cover- 
age, production, extra sales, but 
we are only responsible for one 
dealer in that section. So we are 
coming out in a big way on the 
present setup.” 

So, maybe bootlegging as it is 
called ain’t bootlegging, or what is 
bootlegging if the factories know 
about it? After all, the cars are 
kept tab on right on down to the 
consumer, so how does the bootleg- 
ger get them???? Maybe the re- 
sponsibility ties ain’t tight enough 
—Roy Brooks, 920 Drewry St., N.W., 
Atlanta, 
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WHAT MAN CAN CONCEIVE 
HE CAN 
CREATE: 


Since the dawn of time man has sought endlessly to find a better 
way of life through the genius of his imagination. One of modern 
man's greatest triumphs of sheer ingenuity and resourcefulness is 
today's automobile . . . a masterpiece of engineering and artistry. 


The world famous BLUE CORAL TREATMENT was created as a 
tribute to this fine craftsmanship . . . and today, America's 
foremost designers, manufacturers, and dealers alike recognize 
this superb finishing treatment as the best process available to 
protect and enhance the beauty of their cars. They have found 
through experience that periodic BLUE CORAL TREATMENTS not 
only clean and burnish the surface to a hard, mirror-like finish, 
but actually fortify the surface against all weather and 
driving conditions. 


We, as creators of the BLUE CORAL TREATMENT, are proud 
to have been a part of this parade of progress — and we dedicate 
ourselves to maintaining these same high standards of quality 
set for us by the automotive industry of America! 


© 1953—H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


WHITE PLAINS, NEW YORK 
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Battery Shortage Feared 


By Sam Sampson 
Staff Writer 

ATTERY sales and service, ac- 

cording to the best predictions 
of battery and testing - equipment 
makers, may well become a 
problem child in the auto industry 
during the fourth quarter this year. 

This feeling is based on re- 
ports that wholesale and retail 
stocks of replacement batteries 
are not sufficient to meet a fast- 
growing market during fall and 
early winter. According to sales 
records of past years, 30 to 35 
percent of total annaul sales are 
made during the final three 
months of the year. 

From the battery testing 
equipment makers comes the report 
that many batteries, particularly 
those which are in “loaded” cars 
driven mostly in metropolitan 
areas, are in poor condition at the 
present time. 

* * o 
9 battery industry has con- 
tinued to point out for many 
months that the addition of electri- 
cally operated optional equipment 
further taxes the battery. 

In addition, batteries forced 
into continuing service im a 
partially charged condition be- 

. o 
N. M. Association 
o 
Does Eve 

Except Baby-Sit 

ALBUQUERQUE, N. M. — If a 
New Mexico auto dealer wants a 
speech ghosteu, a direct-mail cam- 
paign, an advertising layout or a 
special promotion angle, he just 
has to contact the New Mexico 
Automotive Wealers Assn. ‘lhose 
are some of the services providea 
by the organization. 

NMADA’s manager, Bill Ran- 
doiph, believes in service to his 
peopie. Prior to joining the man- 
agers’ ranks back in tne late ’zUs, 
Kandolph was engageu in the ad- 
vertising and priucing business. 

“I learned tnen,” ne said, “that 
many of my customers would buy 
more printing if supplied with an 
idea. Since the early aays, when 1 
joined the staff ot the Maryland 
association, | have found automo- 
bie dealers welcome merchanaising 
suggestions the same as other 
merchants.” 


NMADA’s staff is versatile. 
Randolph says: “All my folks must 





Ford Gets CinemaScope 
To Introduce ’54 Line 


DEARBORN. — The Ford divi- 
sion has obtained exclusive use 
in the automotive industry of 
CinemaScope, the 20th Century- 
Fox wide-screen method recentiy 
introduced in “The Robe,’ and 
will use the colorful new screen 
process to introduce its 1954 cars 
and Frank J. McGinnis, 
manager of advertising sales pro- 
duction and training, announced 
last week, 





double in brass.” Nancy Lee 
Greaver, headquarters secretary, 
besides functioning as stenogra- 
pher, mimeograph operator, etc., is 
a talented artist. Norma Moore, 
who keeps her eyes on the group 
insurance program, handles the ac- 
counting work of the organization 
and has a flair for writing. 

To highlight the association’s 
recent convention at Santa Fe, the 
staff prepared a l16-page special 
automotive section for the Santa 
Fe New Mexican. “Artist” Greaver 
did the full page front cover, and 
“Reporter” Moore corralled data 
and pounded out news items on her 
portable. 

Throughout the year NMADA 
issues safety booklets, prepared in 
a semi-humorous vein; various 
posters dealing with trade 
practices, and its annual “Automo- 
tive Data Book.” 


Old-Timers Meet Oct. i 


The 14th anniversaiy dinner of | 
the Automobile Old Timers will be 
held Wednesday, Oct. 14, at the| 
Hotel Astor, New York. A typo-| 
graphical error last week listed the 
dinner as scheduled for Oct 24. 





come sulphated and lose much of 
their recuperative powers, and a 
new battery is often needed for 
efficient operation. 


The industry points out that the 
relatively small demands made on 
the battery during the summer fail 
to show battery deficiencies, but 
that the demands of cold starting 
and cold weather operation will 
bring them quickly to light. 


And, the battery makers add, 
this is perhaps more true this year 
than ever because of the mild 
winter last year. Many marginal 
batteries weathered last winter and 
continued to function throughout 
the summer, but will need replave- 
ments this fall. 

* * * 


N SUPPORT of this statement, 

battery men say that battery 
sales for the second and third 
quarters have been slightly higher 
than in previous years, It is ex- 
pected that a larger-than-usual] de- 
mand for replacement batteries 
will develop this fall. 


Auto dealers, particularly those 
who are out after the fall tuneup 
business, will have a distinct ad- 
vantage in capturing a bigger 
share of the fall market. Battery 
testing equipment, properly put 
to use, will show deficiencies and 
lead to sales before the battery 
actually fails. 

Many dealers have already 
caught on to this possibility, ac- 
cording to test equipment makers. 
Sales to dealers of battery testing 
equipment has risen sharply so far 
this year. 

A recent report showed that 96.8 
percent of the nation’s auto dealers 
sell batteries, with indications that 
the figure would go still higher. It 
is estimated that the average dealer 


sells at least 135 replacement 
batteries a year. 
* * * 


~ COMMENTING on present 
stocks of batteries, factories 
were unable to give figures to in- 
dicate the number of batteries, 
now in dealer stocks, but declared 
that wholesale stocks were low. 
Only one source said that field 
stocks were adequate — United 








Motors Service, supplier of Delco 
batteries. 


Makers who warehouse battery 
stocks said that “the normal 
stock of batteries for this season” 
was available, and others said 
that standby production facilities 
were readied for action. 


William Blank, sales manager of 
the battery division of Electric 
Auto-Lite Corp., Toledo, said that 
field replacement stocks were 
moderate to low. The company, he 
said, anticipated that 35 percent of 
annual sales would occur in Oc- 
tober, November and December. 

Pointing out that sales so far 
this year were slightly higher, 
Blank advised wholesalers and re- 
tailers alike to look to present 
stocks carefully, and get ready to 
handle a brisk fall business. 

+ * * 


2” same advice was offered by 
H. C. Negus, merchandising 
manager for Willard Storage Bat- 
tery Co. He said that sales up to 
July this year were 10 to 15 per- 
cent above the same period last 
year, and that there were no in- 
dications of a weakening markct. 

Negus said that retail and 
wholesale stocks were low for 
this season. Factory stocks, how- 
ever, are average, he said, and 
the company is looking for 30 
percent of total business during 
the fourth quarter. 

Increased sales of battery testing 
equipment have been_ reported 
from at least two firms — Allen 


| Electric & Equipment Co., Kalama- 
|zoo, Mich., and Willard at Cleve- 


land. 
Willard said there had been “a 


| big increase” in the sale of battery 


testing equipment so far this year. 


|As yet, there are no indications 


that it will slack off. 
* 7 * 


LLEN, meanwhile, has offered 

a complete eight-point selling 
procedure for auto dealer oper- 
ations that should lead to better 
sales and a sound reputation for 
careful, thorough workmanship. 
Allen offers a complete line of bat- 
tery and electrical testers, chargers, 
voltmeters, cell testers, volt-amp 

(See BATTERIES, Page 56, Col. 5) 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday.) 


Sept. 30 
(Nice stuff holding own on price, but 

"50s and ’5is off $25 to $50 again. 
Sold 101 cars out of 147 offerings.) 

BUICK—’52 Special Riviera coupe, $1,- 
900°. '51 Riviera coupe, $1,225*; Spe- 
cial 2-dr., $1,025; RM 2-dr., $1,000; 
4-dr., $1,145*. °'50 Special Riviera 
coupe, $1,065*; 4-dr., $830*; RM 4- 
dr., $855*, $775. '47 RM 2-dr., $205, 
$210. 

CADILLAC—’48 (62) 4-dr., $715. 

CHEVROLET—’53 (210) 2-dr., $1,510. 
"52 SL Special 4-dr., $1,075, $1,040. 
"51 Bel Air coupe, $1,175; SL Special 
business coupe, $910, $900; 2-dr., 
$930, $905*, $850, $780; 4-dr., $925, 
$875. '50 SL Special 2-dr., $765; busi- 
ness coupe, $530. 

CHRYSLER—’52 NY 4-dr., $1,485. '50 
NY 4-dr., $850*. ‘49 NY 4-dr., $570. 

DeSOTO—’53 Fire Dome club coupe, 
$1,960*; 4-dr., $2,075. '51 Deluxe club 
coupe, $810*. ’50 Deluxe 4-dr., $790, 
$775*. '49 Custom 4-dr., $700, $610. 

DODGE—'52 Coronet club coupe, $1,- 
190; %-ton pickup, $685. ’51 Coronet 
club coupe, $850; 4-dr., $795, $650. 
*50 Coronet 4-dr., $675*; club coupe, 
$565. ‘49 Meadowbrook 4-dr., $550. 

FORD—’'53 (8) 4-dr., $1,565; (6) %- 
ton pickup, $950. °52 (6) 4-dr., $1,- 
250, $1,265*; 2-dr.. $1,235, $1,135*; 
%-ton pickup, $700. ‘51 (6) 2-dr., 
$900, $780; station wagon, $850. ’50 
(6) 2-dr., $645, $640; 4-dr., $510; 
Custom (8) conv., $760. ‘49 (6) 
coupe, $385. °48 Super (8) conv., 
$310. ‘46 (6) 4-dr., $190. 

HUDSON — '52 Commodore (8) 4-dr., 
$1,325*. ‘49 Super (6) club coupe, 
$255. '48 Super (6) 4-dr., $270. '46 
Super (6) 4-dr., $100. 

OLDSMOBILE—'50 (76) coupe. $670*; 
(98) 4-dr., $980*. '49 (88) 2-dr., $565. 

PACKARD—'48 4-dr., $240. 

PLYMOUTH—’51 Concord 4-dr., 
"50 Deluxe 4-dr.. $650; 2-dr.. 

PONTIAC—’51 Chieftain (6) 
$1,120°. 

MISCELLANEOUS -— 
$2.425. 


$725. 
$650. 
Catalina, 


‘53 Jaguar 4-dr., 


+ + * 

Sept. 23 

(Sale brisk. Sold 102 
139 offerings.) 

BUICK — ‘52 Super Riviera 4-dr.. $1.- 

750*. '51 Riviera coupe. $1.285*: Spe- 


cars out of 


cial coupe, $1.350. ‘50 Special 2-dr., 





$865, $590; 4-dr., $610*; RM 4-dr., 
$835*. '49 RM 4-dr., $705°, $675°. 
’48 RM sedanet, $450. ‘47 RM 4-dr., 
$275. 

CADILLAC — '52 (62) 4-dr., $3,025°. 
"50 (62) 4-dr., $1,800*. °'47 (62) 
conv., $570*. 

CHEVROLET—'53 (210) conv., $1,740; 
2-dr., $1,180. ’52 (150) 2-dr., $1,- 

. ‘sl SL Deluxe conv., $915; 

$925°; 4-dr., $915°; 2-dr., 

. ’°50 Bel Air, $965; SL 

Deluxe coupe, $800*; 4-dr., $765, 

$600. '49 SL Deluxe conv., $490; 

4-dr., $685; 2-dr., $700, $575. °47 

SM business coupe, $215. '46 station 
wagon, $215. 


CHRYSLER—'50 Royal 4-dr., $880. 


DeSOTO—’50 Deluxe club coupe, $815. 
*49 Deluxe club coupe, $600. 
DODGE—’51 Meadowbrook 4-dr., $910. 
"50 Meadowbrook 4-dr., $670*. 
FORD—’52 Custom (8) 2-dr., 2 at $1,- 
250*, $1,185*, $1,125; Custom (6) 
4-dr., $1,150*; Crest conv., $1,505. 
"51 Deluxe (8) 2-dr., $960*, $955*, 
$950*, $880; Deluxe (6) 2-dr., $805, 
$800; Custom (8) 4-dr., $940, $930, 
$850; conv., $925; Victoria, $1,105*, 
$1,090, $1,085; %-ton pickup, $575. 
"50 Deluxe (6) 2-dr., $635, $610, 
$510; 4-dr., $615; (8) club coupe, 
$620; (8) conv., $810. '49 Custom (6) 
$450; club coupe, $590; (6) 
4-dr., $390. '48 Deluxe (6) 4-dr., 
$300. '47 Deluxe (6) 2-dr., $320, 


$220. 

MERCURY — ’51 (8) 4-dr., $1,020. '50 
(8) 2-dr., $765, $700; (8) 4-dr., $870. 
'49 (8) conv., $480. '48 (8) club 
coupe, $370. 

NASH—’51 Hard Top, $775. ’50 States- 
man 4-dr., $610; 2-dr., $500. °49 
Super (600) 4-dr., $450. 

OLDSMOBILE—'51 (88) 4-dr., $1,280°. 
"49 (88) 2-dr., $560°. 

PACKARD—’50 Super 4-dr., $645. 

PLYMOUTH—’'53 Cranbrook 4-dr., $1,- 
300. °51 Cambridge 4-dr., $770, $765; 
Concord 2-dr., $610; Cranbrook club 
coupe, $800. '50 Deluxe 4-dr., $630. 
"49 Deluxe 4-dr., $370. 

PONTIAC—'52 Chieftain (8) Catalina, 
$1.735*; 2-dr., $1,350*. '51 Chieftain 
(8) 2-dr., $1,190; Catalina, $1,530°. 
*50 Chieftain (6) 2-dr., $810*. ‘49 
Chieftain (6) 2-dr., $735°. 

STUDEBAKER — ‘51 Commander (8) 
2-dr., $720, $635. °50 Champion (6) 
2-dr., $525, $440. ‘48 club coupe, 
$320. 


conv., 


“Indicates automatic transmission or overdrive. and (ps), power steering 


Other Auction reports are on Pages 46-47-48-55 














Hyatt Rolls Out Barrel— 





Barrel Bearing is the new name which emerged in a contest among employes of 
the Hyatt bearings division of General Motors for a newly developed ‘‘spherangular”’ 
bearing. A total of 1,167 entries were submitted. The name barrel was selected 
because it accurately describes the shape of the rolling element, by which other 


anti-friction bearings have been identified. 


The panel judges consisted of (from left), 


H. R. Gibbons, chief engineer; C. C. Wardell, advertising manager; J. R. Gilmartin, 


general sales manager; S. C. Brown, of D. 


P. Brother & Co., advertising agency, and 


R. H. Cramer, general manager. The first prize was split among five winners, each of 


whom got a $500 savings bond. 








Keller Sheds Missiles Post: 
Never ‘Left’ Chrysler 


DETROIT. — K. T. Keller, board 
chairman of Chrysler Corp., has an- 
nounced that he has completed his 
assignment as di- 
rector of guided 
missiles for the 
Defense De- 
partment and 
now would devote 
his full time to 
Chrysler business. 

In his three 
years in the 
Federal post, Kel- 
ler maintained 
his office at 
Chrysler head- 
quarters here and carried out cor- 
poration duties. 


“[’ve never been out of touch 
with the Chrysler Corp,” Keller 
said, “I’m still chairman of the 
board. I think I’ve missed only 
one board of directors’ meeting 
since 1927. I expect to go right 
along as I always have, 

“I haven’t been away as much 
as people think.” 

Keller took the defense job in 
August, 1950, at the request of 
President Harry S. Truman. 

In addition to providing advice 
on research and production of 
guided missiles, Keller served as 
consultant to the chairmen of the 
former Research and Development 
Board and the former Munitions 
Board. 

Technically, Keller never was 
under Defense Secretary C. E. 
Wilson, so he did not have to 
submit his resignation to anyone, 
he said. 

It was understood from the be- 
ginning that this was to be an ad- 


K. T. Keller 


Canadian Imports Up 


visory job and when it was com- 
pleted to his satisfaction he would 
leave, he said. 

“I have filed a full and final re- 
port and never had any disagree- 
ments with Mr. Wilson,” Keller 
said. “How he will set up the 
organization now is up to him, 
Harold Talbott (secretary of air) 
has a young man, Trevor Gardner, 
he brought up a month ago. 
Together we studied the program.” 

Last week a Washington report 
said Gardner, a west coast manu- 
facturer, had been appointed head 
of a committee to eliminate inter- 
service competition in research, de- 
velopment and production of guid- 
ed missiles. 


Hartford Dealers 
Line Up Behind 
Road Campaign 


HARTFORD, Conn.— The Hart- 
ford Automobile Dealers Assn. has 
lined up behind a campaign to im- 
prove the Hartford area’s roads. 


Thomas Bouvier, association 
president, said “the dealers recog- 
nize their responsibility to their 
customers and the motoring 
public.” 


Bouvier introduced a resolution, 
which was unanimously adopted, 
urging the Governor and the State 
highway commissioner to recog- 
nize the critical need of improve- 
ments here. 

Supporting his resolution, he 
cited a report by Lee Isenberg, the 
association’s executive - secretary, 
showing that car registrations in 
Hartford County had risen from 


OTTAWA.—Canadian imports of 160,000 in 1948 to 220,000 in 1953. 


cars, trucks and parts are running 
far ahead of last year in value, 
according to Canadian Govern- 
ment reports. Imports of cars and 


The dealers urged action on three 
major projects: An east-west high- 
way, connecting downtown Hart- 
ford with West Hartford; a north- 
south riverfront highway, and a 


trucks soared to $63,989,000 in first) third bridge over the Connecticut 
six months of 1953, compared with| River, linking Hartford and East 


$30,388,000 in same period of 1952. 
Automobile parts reached $128,519,- 


Hartford. 
The association also named Harry 


000 as against $101,208,000 for 1952.| Hartley, vice-president of Hartford 


ee 





New Minnesota Leader— 
Clare L. Fischer (left), Chrysler-Plymouth 


Buick Co., and Harry Sloate, presi- 
dent of Sloate Chevrolet, as a 
legislative committee to work for 
the adoption of a revised fiscal 
policy for State highway building. 


Retiring Rockwell 
Feted by Timken 


DETROIT.—Walter F. Rockwell, 
retiring president of Timken-De- 
troit Axle Co., was honored at din- 
ner last week by directors and 
officers of the firm. 


Rockwell has been a director of 
Timken - Detroit since 1933 and 
president since 1940. He has com- 
pleted 33 years with the company, 
which he joined as a student en- 
gineer. 


Timken - Detroit has now been 


dealer of Rochester, Minn., new president| consolidated with Standard Steel 
of the Minnesota Automobile Dealers Assn.,| Spring Co. under the name of Rock- 
accepts the gavel from A. C. Furos, Ford|well Spring & Axle Co. The new 
dealer of Zumbrota, Minn., retiring presi-| firm will be headed by Robert Enos 
dent, at the group's convention in St. Paul.| former president of Standard, 
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Bendix the only priflrmance PROVEN MS 
Low Pedal Fowte Shake j 


Specified by More Car Manufacturers 
Than Any Other Make 


The car buying public has been quick to recognize that the Bendix* Low 
Pedal Power Brake is not only a most desirable new car feature but that 
its effortless, quick and positive braking is a revolutionary advancement 
in motor car control. Thus, the car manufacturer offering his customers 


e this advanced feature has a decided advantage over competition. 
NOW NG That this is an established fact and not a theory is unmistakably proven 
‘ by the ever increasing percent of car buyers specifying the Bendix Low 
IS AS EASY AS accelerating Pedal Power Brake a = offering it as coat lees ... tangible 
evidence that the Bendix Low Pedal Power Brake is one of the most 
popular devices offered the public in years. 

This greatest improvement in braking since four wheel brakes is unique 
in many ways. It is, for example, the only low pedal power brake that 
has met the test of millions of miles under all operating conditions. In 
fact, Bendix Low Pedal Power Brake is specified by more manufacturers 
than any other make. Remember, too, this new low pedal power brake 
is the product of Bendix—world’s largest producer of power brakes and 
leader in braking developments since the earliest days of the industry. 


For any car manufacturer interested in adding a big plus to his sales 
story, the Bendix Low Pedal Power Brake is the answer. *REG. U.S. PAT. OFF. 


lt is no longer necessary to lift the foot and exert leg 

power pressure to bring your car to a stop. With the “ td PRODUCTS 

Bendix Low Pedal Power Brake on about the same level (As / pq BEN DIX DIVISION SOUTH BEND 
as the accelerator, an easy ankle movement, much like ‘ 

working the accelerator, is all the physical effort re- r 


goed for eating And Sy mariy patna he oot | TD Pa Bendix 


made in far less time. Pe AVIATION CORPORATION 


Feesubt! wore vrivinc COMFORT, § ra) LAYL UL 


- LESS FATIGUE AND GREATER SAFETY Export Sales: Bendix International Division, 205 East 


42nd St., New York 17, N. Y. © Canadian Sales: 
Bendix-Eclipse of Canada, Ltd., Windsor, Ontario, Canada 
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Letter to Salesmen 


By John O. Munn 










Déar Son: what the purchaser of his | perfection, the new-car 
old car is going to demand | buyer can also be sold that 

MOST buyers are very | before he will buy it, the | the only way his used car 
thorough in their investi- | new-car buyer can then be | can be transferred into 
gations when purchasing a | made to realize and accept | cash by the dealer is to put 
new car. They are | the actual value of the car | it in good condition. By 































“w, exacting in their | he is trading in. pointing out what it will 
series TeOuir ements. Salesmen are expected to cost to recondition the used 
The new car must | close deals. When they are | car and the necessity of 

have brilliant performance. — = check . pros- doing so before the dealer 
It must have riding com- ath on saake ail a, can expect to sell, most 
sgn It — re 1. they can then function as the adopt can ae eee ” - ” , 
in lines and color. ~ dealer inten ey sho j i i : 
pointments must be eons when he employed them. aaaa om nee eee a ore Uses Coaveyorized koacmg stetions— 
plete and modern in design. All of which bears out Nine Ford Motor Co. plants in the Detroit area, handling more than 3,400 tons of 
The upholstery must not the fact that if.a prospect Cordially yours, materials a day, now are using conveyors for fast loading and unloading. Standard 
only be attractive, but dur- has to be sold new-car per- racks of parts, shown ready for loading, can be placed on the stations at the con 
able. : formance and mechanical Dad venience of the fork-truck operator. Under this system, a 30,000-pound load can be 





The buyer looks to see that 
the steering is easy and that 
the gears shift quietly and 
with little effort. Its finish is 
carefully examined, A car with 
a slight scratch on the fen- 
ders or body would be quickly 
rejected by the prospect. Gas 
and oil consumption are 
checked to see that it is not 
going to be a source of ex- 
cessive expense, 

Its ability to travel at 
high speeds with safety is 
tested. A slight squeak or 
rattle would be cause for 
the prospect to reject the 
purchase, unless the cause 
could be readily located and 
eliminated. Its brake action 
must be perfect. A faint 
click in the motor would 
never be tolerated by the 
new-car buyer. 


* * * 


YET it is a new car, 
guaranteed both by the 
manufacturer and by the 
dealer. It has the benefit 
of a long period of free 
service. All parts are fully 
guaranteed by the factory. 
In spite of this, it is subject 
to the most critical inspec- 
tion. 

These common traits of 
human nature are not con- 
fined to the purchaser of a 
new car. The man who is buy- 
ing a new car has a used car 
to trade in, in lieu of so many 
dollars, In order to make it 
possible for the new-car dealer 
te accommodate the buyer by 
taking in the used car as 
part payment on the new one, 
the dealer must be able to sell 
the used one. 

The used-car buyer does 
not have the assurance of 
mechanical perfection that 
the new-car buyer receives. 
Naturally he must neces- 
sarily be even more critical 
in his inspection of the 
used car he is considering 
than is the new-car buyer. 
To him, the appearance of 

the car is indicative of the 
use it has had. He is buying 
used transportation be- 
cause it offers a saving. 
This clearly indicates the 
necessity of reconditioning 
used cars, if maximum 
prices are obtained. 


WHEN the salesman re- 
minds the new-car buyer 
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i actory-Dealer Talks 
On Allocations Urged 


ABERDEEN, S. D.—Manufactur- 
ers were requested to consult with 
deaicrs to determine local economic 
conditions before auto allocations 
are made in a strongly worked 
resolution adopted last week at the 
annual convention here of the 
South Dakota Auto Dealers Assn. 

Another resolution urged the 
cautious appointment of new 
dealers because dealers currently 
have sold the greatest number of 





Automatic Drive Offered 


For Fork-Lift Trucks 


CLEVELAND. — TowmoTorque 
Drive, which made its debut at the 
National Materials Handling Ex- 
position in Philadelphia, eliminates 
gear shifting on fork-lift trucks. 

Specifications and operating data 
are available from Towmotor 
Corp., 1226 E. 152nd St., Cleveland 
10, O. 


cars ever placed on the nation’s 
highways. 

Cc. J. Hogan, of Rapid City, was 
elected SDADA president, succeed- 
ing W. E. Cumming, of Sioux Falls. 
Also elected were Forest Frie, of 


Brookings, vice-president, and 
Henry Billion, of Sioux Falls, 
treasurer. 

Directors named were Don 


Bowles, of Webster; Bob Jensen, of 
Madison; Mike Pfeiffer, of Yank- 
ton; Don Burns, of Phillip; Bob 
Ray, of Highmore, Hogan and Frie. 
D. B. Broderick, of Sioux Falls, is 
executive secretary-manager. 

NADA President Robert Arma- 
cost told dealers that they must 
try, through public relations, to 
recapture the confidence of the 
public that they had in years 
past. 

“It seems,” he said, “that in the 
last month or so, some dealers, by 
a stroke of the pen or by shady 








Truck Body Group Elects Staff— 


Officers and directors chosen by the Truck Body & Equipment Assn. include (standing, 
from left), F. Vernon H. Smith, director; D. N. Rupert, director; Paul Freedman, director; 
E. H. Koenig, director; James A. Rohan, director; Ralph R. Kiner, director; Arthur H. 
Nuesse, executive manager, and G. E. Herr, outgoing president and now a director. 
Seated are Fearson S. Meeks, secretary-treasurer; Paul R. Hafer, vice-president; Henry 
S. Maday, president; E. S. Grumbache, director, and D. V. Walker, vice-president. 





said, were bleeding dealers of fair 
profit that could be turned into 
adequate facilities for service and 
maintenance. 


Walter Cooper, Fort Collins 
(Colo.) dealer, urged association 


advertising, have thrown away all 
the public confidence we’ve been 
trying to regain.” 

Armacost criticized double-talk 
advertising and he attacked so- 
called “bargain sales” which, he 
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PENNSYLVANIA 





Pennsylvania? 


year out. 


(Per Cent Farm Cash Income 


Advertise in 


where it’s 


PAYDAY 


the year ‘round 





OW! 


(and every month) 





There’s no slack season... just one big selling season after another. 
Month after month the Pennsylvania farmer takes something to market 
...a great variety of products to keep his income steady year in and 


And, they add up to a big annual total to make Pennsylvania a top- 
third state in farm income. That means big buying power as well as 
through-the-years buying power. 


Your surest way, your best way to reach and sell this high, steady- 
income group is via PENNSYLVANIA FARMER. It’s read in the homes 
of 4 out of 5 of these prosperous farm folks. It’s their home-state farm 
paper — serving them as no other can by bringing interesting neighbor- 
hood news and practical farming tips. 


Farmers in mighty few states have cash coming in all the time... and 
cash to spend all the time. But, along with Pennsylvania — Ohio and 
Michigan are states with similar farm income patterns, served by THE 
OHIO FARMER and MICHIGAN FARMER. It will pay to investigate 
all three. Write T1013 Rockwell Avenue, Cleveland 14, Ohio. 


Received Each Month) 


8% 78% 


sim 8. 





Jon. Feb. Mor Apr. May june July Aug Sept Oct Nov. Dec. 


Based on eight-year study of Pennsylvania farm income — 


OHIO FARMER, Cleveland, O. ° 


1940 through 1947 (Government payments not included) 





MICHIGAN FARMER, East Lansing, Mich. 





9 
members to get behind the road- 
building programs in their area. 

He stated that car production 
is outstripping highway construc- 
tion by a large margin, Every 
man, woman and child in the 
country could go riding at one 
time. 

A former National Labor Re- 
lations Board employe, Cy Rad- 
cliffe, who is now a dealer in 
Homedale, Id., told the convention 
that NLRB is packed with pro- 
labor members and that it’s dif- 
ficult for businessmen to protect 
their interests if they are cited for 
unfair labor practices. 

“Business has to provide its own 
legal counsel, while labor is pro- 
vided attorneys and even the 
judge,” he concluded. “Your case 
never gets to an open civil court 
until NLRB resources are ex- 
hausted—and that usually means 
that you’re exhausted, too.” 

In an address, Jess H. Black- 
more, General Motors publicity 
director, pointed out the need 
for goodwill and sincerity in 
dealings with the public. He 
added that suburban living is 
made possible by the availability 
of privately owned vehicles, 

Outgoing President Cumming, in 

his closing speech, called attention 
to the organization’s membership, 
which has shot up from 140 dealer- 
ships in 1949 to 425 last year. 

SDADA honored Ed S. Goff, di- 
rector of the State Division of 
Motor Vehicles, for his 25 years of 
public service. 

Rapid City will be the host town 
for the 1954 convention. 


‘Court Rules Auto 
‘Won in Drawing 


Income-Tax Free 


LOUISVILLE.—A car won in a 
drawing, into which the contestants 
have to put no money, is a gift and 
therefore exempt from income tax, 
according to a ruling here by a 
Federal judge. 

Theodore and Mary Louise Bates 
had won a $1,600 car in 1948 in a 
drawing at Summers - Herrmann, 
Inc., Louisville dealership. The Bu- 
reau of Internal Revenue assessed 
a tax of $407.26 on the prize. 

The judge ruled that the couple 
could recover this tax from the 
Government, plus interest from 
March, 1952, when the suit was 
filed. 
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Packard's high standard of design has been evident through 
; the years ... as exemplified by this Classic of the Road in 1932. 
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Y Recently, the Classic Car Club of America presented 
its Award of Merit to the Packard Motor Car 
Company. The award was made in recognition of 
Packard’s continued adherence to the classic concept of styling 
and design—brought to full expression in Packard’s 1953 
model cars. 
The award is another indication of what Packard styling and 
design mean to owners of fine automobiles—owners who have 


an appreciation of the finest examples of automotive crafts- 


te ae eee: 


manship. The Classic Car Club of America draws its member- 
ship from business and professional people interested in 
furthering the restoration of classic automobile styling. 

Packard is proud to be the recipient of this award. It confirms 
Packard's faith in the tradition of classic design in fine auto- 
mobiles . . . a Packard creed down through the years. 

The Classic Car Award will be reflected in even greater public 
interest in Packard automobiles. And from this interest will 


grow even greater sales for Packard dealers. 
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Detroit Sales Soar in Chrysler Contest— 


Detroit-area dealers of the Chrysler division have upped sales 300 percent as a 
result of sales contest, it was reported at a breakfast meeting. E. M. Braden, the 
division's new general sales manager, is shown spinning the wheel of fortune for 
two lucky salesmen. From left are Jack Kennedy, of Millenbach Motor Co.; Bill Savage, 
of Bliss Motors; Marion Harper jr., president of McCann-Erickson, Inc., ad agency; 
Roger Welch, regional manager, and Tom Cornell, Detroit city manager. Such sales 
meetings are part of a program designed to bring dealers into closer contact with 
factory executives. 






















































This is a real-from-life picture illustrating a typical story in 
PARADE, the Sunday Picture Magazine. 


Nearly 8 in 10 among PARADE’S millions of newspaper 
readers were stopped by this picture... just as you were. 


These loyal readers make PARADE the best 

read publication in print. They give advertisers more than 
twice as big an audience, per dollar of ad cost, 

as any of the big weekday magazines. 


That’s why PARADE power on Sunday 
sells all week long in 39 key markets. 


TOLEDO.—The “old bugaboo” of 
a saturated automobile market was 
assailed last week by Raymond R. 
Rausch, executive vice-president of 
Willys. 

In a letter to the editor of the 
Toledo Blade, Rausch wrote: 
“You often hear it said that the 
automobile industry is outpro- 
ducing itself and that a satu- 
ration point will soon be 
reached.” 

He admitted that “as a theory” 
it sounded “reasonable, at least on 
the surface.” However, he added, 
“as a production man who grew up 
with the industry, I can tell you 
that the so-called saturation 
market is an old bugaboo and 
shouldn’t frighten anybody in terms 
of long-range production.” 

Rausch said that periods of ad- 
justment must be faced in every 
industry, at times when supply is 
in excess of demand. 


Rausch Chases ‘Bugaboo’ 


Willys Official Says Saturated Market Is an Old 
Fear That Never Materializes 





“But that | 


scaremongers discuss it,” he said. 

He recalled a time in 1929 
when Henry Ford turned out 
1,709,945 Model A’s, and folks be- 
gan talking about the need for 
production controls. 

Rausch, who worked several 
years with Ford in the production 
end of the job, recalled Ford’s reply 
to these demands: “In the long 
run, America will need more, not 
fewer automobiles.” 

Pointing to the nation’s “expand- 
ing economy,” Rausch observed 
that the U. S. population was ex- 
panding at the rate of 3,500,000 a 
year and that in 1952 the replace- 
ment, or turnover, in cars and 
trucks exceeded 4,200,000 units. 
“This replacement factor is in it- 
self an important factor,” he said. 

“With the national income on 
the upgrade, along with the 
birthrate, it seems to me that the 


does not mean that the market is| American car-buying public is 
saturated—not in the sense that the | capable of consuming all the 


She’s a “Steeple Jill” 


and her job is to stop you before you turn the page 





The Sunday Magazine section of 39 fine newspapers in 39 major markets . . . with 13 million constant readers. 


To the 5,179 
New Car Dealers 
in PARADE Cities 


These cars will be 


advertised in PARADE 


during November. 
Watch for the ads 
of the car you sell. 
Use them in your 


showrvom to clinch sales 


Chevrolet 
DeSoto 
Dodge 
Plymouth 








automobiles that industry plans 
to turn out,” Rausch declared. 


“I would say that by 1960 there 
will be at least 60,000,000 vehicles 
on the road, and by 1975 more than 
100,000,000.” 

Rausch said there were other 
factors favoring a bright future for 
the industry. “First of all, the old 
craftsmanship that necessarily suf- 
fered during the early days of 
mass production is returning to 
the industry,” he said. 


Once more he quoted Henry 
Ford, “who was like a father to 
me,” and who told Rausch, “The 
work motive always comes first, 
even before the profit motive.” 

‘Another factor favoring the 
auto industry, Rausch said, is 
“the coming of age of organized 
labor, along with a more en- 
lightened attitude toward labor 
on the part of management.” 


“Count it as you will,” he said, 
“all this adds up to a new high in 
labor - management teamwork and 
to advancement along technological 
lines.” 


Rausch said that automotive 
engineering was still in its infancy. 
Speaking of experiments in the use 
of plastics, and related work to- 
— improving the automobile, he 
said: 


“The time is not far off when 
you will be able to buy a family 
automobile for less than a 
thousand dollars. As a matter of 
fact, such a car is one of our 
current research projects. 


“High taxes and the rising cost 
of gasoline are already favoring the 
light-luxury automobile, and 
economy will become more im- 
portant than it is today. 


“But a saturated market? No— 
not in the accepted sense of the 
auto industry producing itself out 
of business. I foresee more cars 
carrying more Americans more 
miles to the gallon, with everybody 
enjoying a better, safer ride.” 


Mack Accused 
Of Scheme to 


Ruin Distributor 


NORRISTOWN, Pa. — In a suit 
filed in Common Pleas Court, 
Norristown Mack Distributors, Inc., 
|has charged that Mack Motor 
Truck Corp. is scheming to force 
/it out of business without cancel- 
ing its franchise. 

Norristown Mack, in its suit, 
charged that while Mack Motor 
assigned it an _ exclusive sales 
| territory, it has made repeated re- 
tail sales itself within the territory. 

The suit further charges that 
| Herbert L. Woehling, district man- 
| ager of Mack Motor’s Philadelphia 
| branch, being the father-in-law of 
|Clarence W. Bosler, who holds the 
|distributorship in the adjacent 
territory of Reading, has deliberate- 
|ly sanctioned the invasion of the 
| Norristown territory by the Read- 
|ing distributor and that Mack 
|Motor has favored the Reading 
| distributor in assignment of scarce 
|parts and equipment. 

Norristown Mack, in its suit, 
|charged that Mack Motor desires 
to obtain the Norristown territory 
either for itself or for Bosler, and 
that its actions are part of an 
illegal device to cause Norristown 
Mack such financial loss as to in- 
|duce it to surrender its franchise 

As part of the scheme, Norris- 
|town Mack charged, Mack Motor 
|has induced its salesmen to quit. 
has sought te deter other salesmen 
from joining Norristown Mack and 
has withheld general advertisinz 
|and sales promotion material of- 
fered to other distributors. 

The suit seeks an _ injunction 
barring any invasion of the Norris- 
|town territory, and requests that 
the defendants account for and pay 
to Norristown Mack all profits 
made from sales within the Norris- 
town territory in the last six years 

Norristown Mack also requests 
that Mack Motor be enjoined from 
interfering with the employment of 
salesmen by Norristown Mack and 
discriminating in the assignment of 
| parts. 


| Browns Buy Deal 


C. Fred Brown and his mothe-, 
Mrs. Nellie M. Brown, have pur- 
chased the Cadillac - Oldsmobi 
dealership at Portsmouth, O. The 
price was reported to be $200,00 
The concern will be known as Frei 
Brown, Inc. 





















AUTOMOTIVE NEWS, OCTOBER 5, 1953 




















Serving the worlds constant demand 
Jor better transportation/ 





9 
a 
uM 





HERE is ample testimony — on 
roads, on farms, in the air 
A ¥ and on waterways throughout the world — 
; f: to the excellence that has made Auto-Lite 
famous for quality and performance. For 
Auto-Lite products are specified as original equip- 
ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 





’ Stations around the corner from everywhere. 


This reputation of Auto-Lite for precision manufacturing is 

: steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 

products to assure the unfailing performance needed to match their 

: honest workmanship. More and more car, truck, tractor, plane and boat 

owners look for the welcoming Auto-Lite sign when they need service or 

replacement parts. It is this world-wide experience that has given such rich 

meaning to the words, “You’RE ALways RicHtT WitH Auto-Lite.” 






















BATTERIES * BUMPERS © FUEL PUMPS ® HORNS ® GENERATORS 

LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE © SWITCHES 

STARTING MOTORS ¢ INSTRUMENTS & GAUGES * IGNITION UNITS 

MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS © SEAT 

MOVING MECHANISMS * HUB CAPS * WIRE & CABLE © SPARK PLUGS 

METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 
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WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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Longer Life Span Reflected 


Third of Cars Still Prewar Models 


DETROIT.—America’s cars, 
trucks and buses are traveling more 
than half a trillion (500 billion) 
miles a year, the Automobile Manu- 
facturers Assn, reports in its new 
book of automotive facts. 

And about 28 percent of the ve- 
hicles contributing to this impres- 
sive mileage were built 11 years or 
more ago. 

These and many other facts 
about the automotive industry 
and highway transportation are 
contained in the newly published 
38rd annual edition of “Automo- 
bile Facts and Figures.” 

The 80-page booklet of charts and 
tables also discloses that fuel con- 
sumption by motor vehicles in the 
U. S. now exceeds 40% billion gal- 
lons per year. In 1952, total vehicle 


mileage and fuel consumption both|, § were below prewar levels. 


increased more than 6 percent over 
totals for the previous year. 

This year, U. S. vehicle registra- 
tions will reach an estimated 54.7 
million, the facts book predicts. | 

A breakdown of 1952 registrations | 
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ROLLA-LIFT 


000 LBS. OF 


S 


INCH FOR EACH 1,0 
LOAD, !E: Payload plus weight of specified body. 


OIL PRESSURE DEMAND FOR THIS INSTALLATION 
This pressure demand remains constant from O° to 


50° dumping angle. 


| 


SEAMLESS STEEL CYLINDER NO.A-1736 PRECISION 


IS 21.7 LBS. PER SQ. 
GROUND TO .002 TOLERANCE 
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'U. S. motor vehicles today live 
twice as long and work four times 
}as hard as their 1925 ancestors. 


| The age of motor vehicles 
| scrapped in 1951 averaged 14 years, 
and average lifetime mileage was 
121,000. Twenty-seven years earlier, 
the average life was 6.5 years, and 
average lifetime travel only 25,750 
miles. 

The wholesale value of motor 
vehicles built in the U. S. last 
year was $8.7 billion. Replace- 
ment parts and accessories had 
a wholesale value of more than 
$2 billion, Automotive retailer 


in AMA Study... 


shows that about one in three cars| are employed in highway transpor- 
and one in four trucks were prewar | tation industries. 
models. By comparison, only about| The book also reveals that 129 
one in eight vehicles registered in| million motor vehicles have been 
1941 were in the 10-years-or-older | produced in the U. S. since 1900, 
class, and that last year’s output exceeded | 


Other highlights from the new | the output of the rest of the world | 
edition of “Automobile Facts and | >y two million units. 
Figures:” More than 75 percent of the | 
‘ | world’s passenger cars are in the | 
, Highway users paid $5.3 billions | jy S., the book shows, but for the| sales totaled $38 billion. 
in special taxes in 1952. first time in history U. S. trucks) The facts book reports that 329,- 
Taxes took 29 cents out of the| are outnumbered by those in other | 357 cars, trucks and buses were 
auto sales dollar in 1952, compared | countries. In 1952, America’s 9.4| sold to foreign markets in 1952. 
with 14 cents in 1939, | million trucks comprised 48.3 per-| Exports represented 6.2 percent of 
Some 31 million families in the | cent of the world total. | 1952 factory sales. 
U. S. now own cars, Throughout the world, there |the U. S. 
The 1952 traffic fatalities per 100| are approximately 78 million cars, | vehicles, 
million vehicle miles were 7.3—/ trucks and buses in operation, or South America provided the larg- 
lowest since records have been kept.| one for every 30 persons. More | est foreign market, receiving 93,911 
In terms of purchasing power,| than 58 million are in the U. S., | motor vehicles from this country 
1952 highway expenditures in the| which boasts a motor vehicle for | in 1952. 
every three persons. In a 15-page section of highway 
There are enough motor vehicles | statistics, the new book reports 
sold in the U. S. last year re- jin the U. S. to carry the nation’s|that an estimated $6 billion per 
placed cars being scrapped. |entire population at one time, with | year is needed to provide and main- 
About 29 percent of U. S. automo- | enough space left for all the people | tain adequate streets and roads in 
bile drivers are women. | of Italy. this country. 
More than 9% million Americans Scrappage estimates show that! Total highway expenditures in the 


During the year, 
imported 34,428 motor 


Three out of every four cars 
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nation this year are expected to 
reach about $5.2 billion, according 
to preliminary data from the Bu- 
reau of Public Roads. 


K-W Appoints 
Ky. Distributor 


TOLEDO.—Appointment of Ken- 
tucky Kaiser-Willys Corp., 301 E. 
Broadway, Louisville, Ky., as dis- 
tributor in the Louisville area has 
been announced by Roy Abernethy, 
Kaiser-Willys general sales man- 
ager. 

Headed by Edmund J. Kachler, 
president and general manager, the 
company will distribute the full 
Kaiser and Willys lines in 94 Ken- 
tucky counties and 27 counties in 
southern Illinois and Indiana. 

The Louisville firm has been in 
business at its present location 
since 1945, handling Willys cars 
and trucks, With the addition of 
the Kaiser line, the expanded com- 
pany will absorb the former Lex- 
ington (Ky.) and Evansville (Ind.) 
sales area. 

Kachler announced the appoint- 
ments of Victor H. Hornick as dis- 


trict manager for Evansville, and 
Wade Manis, for Lexington. 


Groucho Special 


DeSoto Aides Meet Comedian 


At Sales Session 

DE TROIT.—DeSoto’s national 
field sales organization met in De- 
troit last week, with Groucho Marx 
as guest, to hear details of 1954 
advertising and merchandising pro- 
grams, according to J. B. Wagstaff, 
sales vice-president. 

One of the highlights of the 
three-day meeting was a talk by 
Groucho, radio and television sales- 
man for the DeSoto-Plymouth deal- 
ers. Sponsored by the dealers since 
January, 1950, Groucho has started 
his fourth season as quizmaster on 
a show which has been rated 
among the top 10 radio-TV pro- 
grams. 

While in Detroit, he was the 
guest of honor at a cocktail party 
for members of the press, radio 
and TV and attended a “steak and 
beans” dinner to celebrate the end 
of a sales contest recently con- 
ducted by DeSoto, 

On the business agenda of the 
regional and district managers at- 
tending the meeting were talks by 
Wagstaff; L. I. Woolson, DeSoto 
president; A. B. Neilson, eastern 
sales manager; Paul Herpolsheimer 
jr., western sales manager; R. M. 
Rowland, director of merchandis- 
ing, and James L. Wichert, director 
of advertising and sales promotion. 
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PS ila 
The. goal of all hydraulic 
engineering is even pres- 
sure throughout working 
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(even pressure)— DRAULIC 
Roll-A-Lift heavy duty 
hoists for dump bodies 
from 9 ft. to 18 ft. in 
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The pressure chart indicates 
a practically flat curve 
throughout the dumping 
Ot ey 
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THE PERFECTION STEEL 
BODY COMPANY 
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Where on this map 4) 
is your business located - 





The shaded areas mark the 1,908 counties 
—out of the 3,071 U. S. total— where Country 
Gentleman carries advertising into more homes 
than Life magazine! 

In fact, in nearly 2 out of 3 U. S. counties, 
Country Gentleman has more circulation than any 
weekly, women’s or home service magazine! 


Throughout the rural portions of all the other 


counties — wherever there is good farming and 
good country living— your best rural customers 
are getting buying ideas from advertising in 
Country Gentleman. 


IT MEANS THIS TO YOU: When a manufacturer says 
“It’s advertised in Country Gentleman,” he is giving 
you powerful selling support in a lot of homes other 
magazines miss — right in your own local trading area! 


15 


Sell your bebl nual cuslomers... 
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CIRCULATION NOW OVER 2,550,000 





A CURTIS PUBLICATION 
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Plastic-Die 
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Progress 


Is Slow but Steady 


A 


ing, although few engineers 


RECENT check on the progress of plastic tooling indi- 
cates that several significant developments are advanc- 


familiar with the work being 


done expect any spectacular results in the near future. “Steel 
dies were developed as a result of a long, evolutionary 


process,” said one tooling en- 
gineer. “We expect the same 
thing to happen in plastics. 


Progress is being made every day 
but the forward steps being taken 
are necessarily short steps. It would 
be unfortunate for everybody con- 
cerned if our enthusiasm for plastic 
tooling were to outrun our accom- 
plishments.” 

A look at the activity now going 
on in auto plants is the tipoff in 
current interest in plastic tooling. 

General Motors, it is believed, 
has taken an early lead. In ad- 
dition to the work going on at 
the new Technical Center, Fisher 


Oo—___—_———_ 

Body is carrying out important 

developments at Plant 15-Detroit; 

Fleetwood-Detroit; Hamilton, O., 

and Flint. 

Much of the work being done at 
the GM tech center concerns the 
development of body plastic and 
plastic tooling for the Corvette and 
any similar models GM may have 
in mind. 

If volume production is ever to 
be attained in plastic cars, entirely 
new techniques must be developed. 
Up to the present, smaller stamp- 
ings have worked out best, accord- 
ing to informed sources. The day 
when a complete body shell will be 
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Ford Sales Managers Hold Picnic— 


A large crowd gathered recently in Portsmouth, N. H., for an outing of the Boston 


district Ford Sales Managers Club. 


molded in plastic in a few seconds 
is still quite a way off, according to 


informed sources. 
~ x ” 


Plastic Models Popular 


ETROIT’S interest in plastics is 

not restricted to forming dies, 
however. Plastic models which do 
not vary appreciably with changes 
in temperature and moisture condi- 
tions have become quite popular 
and are being widely used for 
master models, Keller models, etc. 
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Plastic-coated checking fixtures ap- 
pear to be winning an even more 
important place for themselves. 


For example, glass cloth and 
resin laminate-coated cast - iron 
welding and assembly fixtures 
will be used by a major producer 
for its 1954 models, The new 
checking fixtures are cast under- 
size. Then they are built up with 
a nonshrink plastic laminate to 
the required contour. 


The new fixtures are light in 


© 


The car and the house are wedded for keeps 


It's the home 


(and raising 43% more car sales*) 


owner who started this romance. He 


started it when he found he couldn't run a house 
without a car. 


After all, it 


is the car that shuttles him to work — 


makes the rounds of the merchants with Mother — 
and squires Junior to Scouts and school. 

So it’s natural that there should be 43% more 
car sales* among these homemaking, auto-dependent 


families. 


The way to reach this fast-growing market is through 


The American Home—the 100% home ‘how-to 


” 


magazine. For every month The American Home is 
read by over 3 million homemaking families, 


THERE’S NO 


PLACE LIKE 


THE AMERICAN HOME 


The American Home, Penobscot Building, Detroit, Mich. 
Woodward 535-9878 


What's more, the latest American Home Automotive 


Survey finds: 


399% of these reader families actually plan 
to buy a car in the next twelve months. 
93% of them already own a car. Almost 


25% own two cars. 


But why not find out more about these car-buying 
families? Call Ed Sullivan at The American Home 
Detroit Office and get a copy of the 1953 Automotive 


*The incidence of car ownership 
among The American Home 
readers is 43% higher than 


the national average. 





weight. They can be built in much 
less time than gray iron fixtures. 
Using plastic surfacing, these new 
checking fixtures are being built 
without machining—Kellering, bar- 
bering and most of the spotting is 


eliminated. 
* . 


* 

Coatings Wear Well 
Ore of the question marks in the 

beginning of this development 
was the wearing property of the 
plastic coating. Recent wear tests 
of a _ plastic-coated die indicate 
that a new material, developed by 
Renaud Plastics, Lansing, offers 
outstanding wear resistance. 

The new plastic material util- 
izes fine glass cloth and a special 
resin formulation for the surface 
layers, Conventional glass cloth 
and resins are used in the backup 
material, 

With GM taking the lead in in- 
vestigations of plastics, both Ford 
and Chrysler are also moving fast 
into serious investigations of plastic 
tooling. A new production die has 
recently been placed in operation 
at Dodge. It is also reported that 
Ford is making extensive tests of 
plastic production dies. 

At this time, the life of a plastic 
die in production is unpredictable. 
Every die problem is different. 
Where only forming is involved and 
die design is proper, encouraging 
results have been obtained. How- 


| ever, where it is necessary to draw 


the metal extensively, plastic dies 
are still a question mark. 

Whatever the results have been 
to date, it may be expected that 
plastic tooling will be a lively topic 
of conversation in automobile 
circles for many months to come. 

” 2 = 


| Graphite Soluble Fluxes 
Offered by Detroit Firm 


Tiger Graphite Soluble Oil is a 


|mechanical compound which, the 


maker says, will not lose its prop- 
erties and will leave a chemically 
uniform coating on the welding 
rod. 

Tiger fluxes, it is stated, won't 
deteriorate or harden and will not 
be affected by dampness or ex- 
posure. No. 4 Tiger Flux is recom- 
mended for brazing grey iron and 
malleable castings. No. 3 is re- 
commended for brazing iron, steel 
and copper. It is marketed by 
Shelby Engineering & Sales, 227 
David Stott Bldg., Detroit 26, Mich. 

x * ” 


Electric Fork Truck 


Detailed in Brochure 

CLEVELAND. — A two-color, 
four-page brochure, detailing its 
newly developed 2,000-pound capa- 
city fork truck, has been released 
by Elwell-Parker Electric Co. 

The truck, the “Cargo Scout,” is 
electric powered. It is a compact 
vehicle with short wheelbase and 
360-degree steering to permit 
maneuvering in narrow aisles and 
inside trailers and boxcars, 

Copies of the brochure are avail- 
able from Elwell-Parker Electric 
Co., 4205 St. Clair Ave., Cleveland 
3, O. 

7” x ~ 
Eagle Lock’s Nut Division 
Bought by Jacobson Mfg. 

Harvey Jacobson, president of 
Jacobson Mfg. Co., Inc., Kenil- 
worth, N. J., has announced the 
purchase of the nut manufacturing 
division of Eagle Lock Co., Terry- 
ville, Conn, 

“These expanded facilities,” 
Jacobson stated, “will enable our 
organization to produce punched 
nuts in a much greater volume.” 


Petroleum Group 
Reelects Scott 


ATLANTIC CITY. —A. W. Scott, 
president of Wolf’s Head Oil Refin- 
ing Co., Oil City, Pa., was reelected 
last week for a second term as 
president of the National Petro- 
leum Assn. at the group’s 5ist an- 
nual meeting. 

Other officers reelected were Fred 
G. Bannerot jr., of Elk Refining 
Co., Charleston, W. Va., first vice- 
president; Paul R. Beck, of Penn- 
sylvania Refining Co., Butler, Pa., 
second vice-president; Fayette B. 
Dow, of Washington, general coun- 
sel; G. B. Hunter, of Quaker State 
Oil Refining Corp., Oil City, Pa., 
treasurer, and Margaret A. Miller, 
of Washington, assistant treasurer. 

Next year’s midyear meeting in 
Cleveland is scheduled for Apr. 
14-16. 
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Pittsburgh U. C. Dealer Tells System . . . 
9 of 10 Sold by Half-Day Trial 


By Leon M. Leffingwell | 
Staff Correspondent 

PITTSBURGH. — Willingness to 

let a used-car prospect use the car 
of his choice for half a day before 
’ purchasing it. sells nine out of 10 
seriously interested prospects who 
might otherwise back out of a deal, 
reports Charles K. Hathaway, own- 
er of McKee Auto Sales, Homewood, 


Pa. 

Work of this type is more diffi- 
cult than selling to prospects who 
come in with the money handy, 
says Hathaway, because these 
prospects honestly feel they don’t 
have the money. They need a good 
bit of moral persuasion he says. 

The method Hathaway uses re- 


NUCDA Envisions 
Public Officials 
Buying Used Cars 


DETROIT. — Encouraged by the 
example set by top Administration 
officials, the National Used Car 
Dealers Assn. contemplates a move- 
ment to encourage thousands of 
other Government executives to | 
buy good used cars instead of | 
costly chauffeur-driven limousines. | 

The announcement was made by | 
Ray Hayward, president of the} 
national group, on the eve of its| 
convention in Biloxi, Miss., starting | 
Wednesday (Oct. 7). 

George Humphrey, secretary of 
the Treasury, who rates a limou- 
sine and chauffeur, drives his own | 
two-door sedan even for official 
business travel. 

William D. Mitchell, Small) 
Business Administration chief, also 
recently set an “economy in) 
Government” example. Voted $1,- 
400 for a new car, he bought a 
Government surplus car for $346.95 | 
and turned the balance over to the | 
Treasury. 

If all Government officials were 
to buy used cars instead of new 
ones, the savings in taxes would be 





substantial, Hayward said. And the 
business of used-car dealers would | 
benefit, he commented. 

Included on the NUCDA con- 
vention schedule for Thursday and | 
Friday (Oct. 8-9) are talks by 
Elbert P. Tuttle, genral counsel of 
the Treasury; Robert R. Nadal, as- 
sistant general sales manager of 
Lincoln-Mercury, and Edwin P. 
Latimer, president of American 
Discount Co. 

Serving on a panel for open 
forum discussions will be Paul A. | 
McKeown, national used-car man- 
ager for Nash; William A. Keller, 
in the same post for Lincoln-Mer- 
cury, L. Flowers Hamrick (Ford) 
Greenwood, Miss., and Latimer. 





Silver $$ for Dealers— 


Prizes ranging up to 500 silver dollars 
were shared by Cadillac dealer and dis- 
tributor service personnel in a $10,000 
Blue Coral and Lubrication Agreement 
contest. M. W. Dittmer (center), supervisor 
of the parts and accessories merchandis- 
ing department, prepared the coins for 
distribution with the assistance of Dan G. 
Adams (left), service engineering; Patrol- 
man Philip Limback, plant protection, and 
E. C. Smith, auditing. 


quires a good sales force, con- 
sistent advertising, the - 
ness to work diligently and the 
courage to take a _ reasonable 
chance and let the prospect have 
the use of the car. 

To get prospects Hathaway, an 
independent used-car dealer, ad- 
vertises extensively in newspaper 
classified pages. In answer to re- 
sulting phone calls, he takes the 
car to the prospect or picks him 
up and brings him to the lot. 

There Hathaway talks to him, 
and finds out who he is and some- 
thing about him. During five 
minutes of the interview, Hatha- 
way attentively and _ uncritically 
notes in response to sales questions 
whether the prospect appears 
really interested or is indifferent to 
initial persuasion. 

From the prospect who really 
wants a car, Hathaway collects 
$50 to $100 downpayment, cleans 
up the car, and fills the gas tank 
for half a day. 

The conscientious prospect at Mc- 


Kee Auto Sales gets some actual 
value or satisfaction from privately 
using the car. He may road test it, 
take it to his favorite garage for 
appraisal, sell his wife on his buy- 
ing it, or make a short trip. 

When a car of his choice is made 
available to the prospect for half 
a day, he somehow hates to part 
with it, Hathaway says. 

Hathaway believes so much in 
his sales forces ability to pick 
real prospects from pure shop- 
pers that he feels that should 
the prospect bring the car back 
he either wants the car and can’t 
pay for it, or he wants a better 
car, 

“Make no mistake, this is work,” 
Hathaway says. “We've had pros- 
pects we’ve worked on for six 
weeks before we've gotten them 
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POTS 


an 





An eastern oil magnate in Lon- 
don had a gold auto built to his 
own specifications. Streamlined, 
it had no projections. The door 
handles were set in, and the 
wheels hidden. There were no 
corners anywhere. 





Phillip Out of Uniform 
Samuel P. Phillip has returned to 


into something they wanted and|ywcDonald & Weathersbee Motor 


could pay for.” 
But the average 


Co. (Kaiser), Augusta, Ga., as gen- 


dollars-and-| eral sales manager. He had left the 


cents cost to Hathaway in gas and| firm two years ago to enter the 


oil, he says, is only $2 per sale. 
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SIGSTAT 
434" diameter—over 
14 square inches of 
open illuminated area. 


ACRYSTAT 
4” diameter—over 
12 square inches of 
open illuminated area. 









armed forces. 





Quality 
In Two 


Signals 












New Color Film 
Tells Story of 
Tool, Die Shops 


DETROIT. — A movie telling of 
the operations of thousands of tool 
and die shops across the nation, 
and of their part in the mass pro- 
duction principle, was shown here 
last week under the sponsorship of 
the Detroit Council of the National 
Tool & Die Manufacturers Assn. 

The movie, running 22 minutes, 
and described as the first of its 
kind, is called, “Tool and Die Mak- 
ing, Keystone of Mass Production.” 
It shows how the tools, dies, 
fixtures, gages, molds and other 
specialized machines are made, and 
of how, in many cases, craftsmen 
in several different shops may be 
working toward a common dead- 
line for a tool to mass-produce a 
given article. 

Copies of the colored film will be 
made available soon to civic and 
business groups, government 
bureaus, high schools and other 
educational institutions, the as- 
sociation said. 





Vow! 
Signal-Stat 


Complete Lines 
of Directional 


Now, with the introduction of Signal-Stat ACRYSTAT LAMPS as a worthy 


companion to the Signal-Stat SIGSTAT LAMPS, your customers have a choice of the finest in 
directional signal equipment. They can choose between lamps in two price ranges—signal lamps 


identical in quality and design, different only in size. 


Both lines are available in double face, single face, and flush-type lamps—either as complete sets 
with the famous Signal-Stat “Burnout-proof” Switch, or as replacement parts. 


Both SIGSTAT and ACRYSTAT "Class A—Type 1" Signal Lamps 
are approved in all 48 states and the District of Columbia. 


See these two complete lines of directional signals now. There are none better. 


Signal-Stat 


THE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 
VEHICLES 








FOR COMMERCIAL 









Check these quality features... 


Both SIGSTAT and ACRYSTAT Lamps exceed S.A.E. requirements. 
Both are shockproof, shortproof, rustproof. Both have parabolic 
aluminum reflectors and scientifically fluted, molded lens which create 
a beamed pattern of light that no driver can miss. 


SIGNAL-STAT CORPORA RON HIGHAL-ST AT) BUILDING 523/539 KENT AVE., BROOKLYN 11, N.Y, 
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Merchandising 


Memos to Dealers 





7” know whether this 

message on a _ license - plate 
bracket is old or new, but it sounds 
good to me: 

Sold: But Not Forgotten by 
WALTER H, STEARNS 
Cleveland 

Stearns is a DeSoto-Plymouth 
dealer in Cleveland, and Bob Gor- 
don, who sent in the message, is, 
by mere chance, working on the 


DeSoto publicity account. 
e * * 


Wired for Sound 


— Brown, assistant to the 
president of Dobie Co., a dealer 
promotion firm, reports that auto 
dealers are advertising for women 


By Bob Finlay 


sales personnel in Cleveland, De- 
troit and Pittsburgh among other 
| cities, 

To give you a woman’s slant 
on women salesmen, Miss Brown 
says they do an especially good 
job on phone work. Many men 
find it difficult to put any color 
or sell into a phone conversation. 
You’ve heard ’em: “‘Lo . . 
Unhuh ... Yep... g’bye.. .” 
Women, however, 

Miss Brown, love to talk on the 
phone and can put real sell across 
the wire. 


She concedes that men often are 





better closers, and would have the 
women draw prospects to the show- 








rooms and let the men close ’em 
once they get there. 

Sounds like a combination worth 
trying. 


* * ? 


Aimed Rifle 


T A PANAL discussion before 

the Pennsylvania Newspaper 
Publishers Assn. in Johnstown, Pa., 
the other day, Walter A. Hoot, new 
and used-car merchandising super- 
visor for the Ford division, pointed 
out: 

“All dealers have found well 
planned classified ads to be one 
of their most effective tools in 
selling used cars.” 

Hoot said that newspaper classi- 
fied advertising is a rifle aimed 
directly at the prospect’s heart—his 

| pocketbook, 

“The reader,” he said, “does not 
expect to find entertainment in the 
classified section, but he does ex- 


according to | Pect to find information and values. 


“Used-car classified ads should 
have substance; shrewd, direct sell- 
ing in a cloak of understatement. 
They should offer price and value 
in every used unit listed.” 


Hoot emphasized that the dealer 





| Newspaper Panel Discusses Car Selling— 


A two-day advertising clinic of the Pennsylvania Newspaper Publishers Assn. in 
Johntown included a panel on automobile sales. Classified advertising was cited as 
the most effective car-selling medium. Participating in the discussion were (from left) 
George Keet jr., of Ketchum, Macleon & Grove; Joseph Hopkins, classified advertising 
manager of the Philadelphia Inquirer; Robert Keller and W. A. Hoot, both of Ford 
Motor Co., and E. P. Blough, of Cambria Motors, Inc., Johnstown. 
is not advertising the car to selljestimate the appeal of Western 
it next week, but to sell it today. |COwboy boots.” 

se y The firm says it boosted used-car 
|sales recently with a special 2-cent 
sale on cowboy boots. 

With every car purchased dur- 

ing the used-car sale, the custom- 
er—for an additional 2 cents— 


Boots and Buggies 
TREATOR Chevrolet, of Salt | 
Lake City, says: “Never under- 





| received two pair of genuine 

leather cowboy boots—a pair for 

the ladies and a pair for the men. 
A spokesman for the Chevrolet 
dealer said that the cowboy boots 
| seemed to have greater appeal than 


money. 
* * * 





All Galion Allsteel 





dump bodies are now 
made of high tensile 
steel—up to 25% 
lighter and stronger 
than ordinary dump 
body steel. 












Galion Model 700 hydraulic hoist with Model 12 heavy duty contrac- 
tor’s body—an ideal, rugged combination for loads of 612 to 812 tons. 







When you add a Galion hydraulic hoist and dump body to your truck sale, you 
make your usual profit on the truck—and big EXTRA PROFITS on the hoist and body. 


Your local Galion Distributor will be happy to help you and your customer 
select the right hoist and body for the job. In addition, he’ll install the Galion 
units quickly and economically ... then back you up with an unconditional 
guarantee plus “round-the-clock” parts and repair service. 


Galion makes hoists and dump bodies to meet every need of every one of 
your customers. When you sell Galion, you never lose a sale because the customer's 
requirements are too big, or too small. 


We suggest that you phone your Galion Distributor today. Ask 
him to help you make more profit on every sale. A-6722 





Model 12—Contractor’s most 

popular heavy duty body with 

running boards and pyramid 
side braces. 


ma" 


ALLSTEEL BODY COMPANY>: GALION, OHIO 


Model CX-6 —All purpose 
body with removable sides 
and corner posts. 


Model 5—Scow type gar- 
bage body with smooth 
watertight welded seams— 
2 to 3 cubic yard capacity. 


Model 1000—Heavy duty double lift arm hydraulic hoist easily 
handles 25 ton loads 





|Heart Warming 
E of the warmest public-re- 
lations announcements’ we've 
| heard in many a day: 

Hanson Chevrolet, Detroit, an- 
nounced over Radio Station 
WXYZ that Bob Wilkins, a 
former employe freed in_ the 
Korean prisoner of war exchange, 

| Was recuperating in a Washing- 
| ton Hospital. 

Listeners were invited to buy a 

| Chevrolet in his name and the com- 
mission would go to him. 


Seattle Dealer 
Sells 140 Cars 
In 3-Day Drive 


SEATTLE.—In an intensive three- 
| day promotional campaign, Sept. 10- 
|12, William O. McKay Co. (Ford) 
and its companion company, Pacific 
Lincoln-Mercury, Inc., sold more 
than 140 new cars. 

Salesmen were briefed at a ban- 
quet and the campaign was 
launched with a full-page, color ad- 
vertisement in the morning news- 
paper on Sept. 9 with the headline, 
“McKay pledges to sell 131 Fords 
and Mercurys in 40 hours.” The ad 
declared: “McKay has arranged for 
a special shipment of 131 brand 
|}new Fords and Mercurys for the 
purpose of setting a new sales rec- 
ord in September.” 


Ad copy stressed “terrific trade- 
in allowances” and “no cash down” 
with payments as low as $44 
monthly. 


However, according to Ralph Os- 
trander, McKay’s general manager, 
the company scored excellently 
profitwise, did not increase its used- 
car inventory too greatly and was 
able to pick the best credit risks 
on the easy-term appeal. 

A smaller newspaper ad was run 
on Sept. 10, and a full page in 
|color was again used on Sept. 11 
| for the final blast. Supporting radio 
jand TV advertising was used ex- 
| tensively. 
| A bomb was shot off the McKay 
building every time a car was sold, 
}until the final day— when _ com- 
| plaints of neighbors brought police 
|around with a “no bomb shooting” 
| edict. 


* ® 


Glendale Motors Sells 


48 Fords in 48 Hours 


GLENDALE, Ariz.—With a goal 
of “48 New Fords in 48 Hours,” 
Glendale Motors (Ford) sold 54 cars 
in a two-day sales campaign. 

Les Madison, owner, estimated he 
spent $2,000 on advertising. That in- 
cluded a series of small newspaper 
ads, circulars and radio and TV 
spots. Top salesman was Jim Hobbs, 
who sold 13. 














x 


4 santa //p 


fi 
sia * Avni 








"S}SLIOJOUI QI AI@AG JO yNO 
6 JO Speou ay} sjooul Ajezye;duI0D a1OUI Jeq];y [IO 
Jay}0 ON ,.‘SIN Uorzesed¢,, Jo syueurermbel viyxa 
94} S}yeeul Ajezye[duIod a1OUI Je}[y [IO 18430 ON 
*SUOT}IPUOD 
Burzeiedo [8 JO a18Ae8 SOU BY} JopuN ouTsUe pue 
[lO 399}01d 0} peusisep aie sioq[Iq [IO JOyeM 
‘TIO 94} WOIJ peAoutel 
Jaz8M 94} UI peule}UOD sploe ay} ZuIqiosqe Aq 
TeeM plow SEZIUTIUIU ***, euOZ JesUBp OZpnyjs,, [BOI 
-119 84} MOTEd 7U9}U0D aMystow 8y} deey sdjey °° 
[fO 94} WOly 103e8M SOAOUIOI AJAATJOOTOS [eLIE}eUI 
Sulley[y Duy] eAtsnjoxe ey} puy ‘uoTjeIq/y 
Aem-g Snouley YZnoIY} seAtseiqe pue 4p ‘snp 
qNO Sexe} UOTJONIYSUOD ADUIWDT poyUuezed JAyTe AA 
"003 ‘4a70M puDd * * * [lO BY} WOI] SJUUTUTe}UOD pITOS 


AUTOMOTIVE NEWS, OCTOBER 5, 1953 





| 


M 








“AS 
NOILINYISNOD an CEPO EPC AC Pen 
NZ 


SuaLilii 110 


EP 


C] 
a 
_—— 2 


NNN 


eAouIeI Asy} BsNBdEq (BIBABG ASO) ..SI Wore 
-1edQ),, Jo} pepuseuIUMODeI IB S194[1,J [IO Joye AM 
"‘Te0M oUISUe Jo osn¥d JO[eUl B ‘sploe esvoyUeIO 
@AISOLIOD JO BOINOS 9} SI [IO OY} UI 18zB AA “SOTZTNOG 
-jip sutjeredo eursue Jo somos yuezIOduT 4sour 
‘aspnys JO osNnvd Joryd oY} SI [IO OY. UT JEzeM 
“No ayy 
ui 4aj0M ‘syUBUTUIe}UOS [Te JO sfqeuorze[qo 4ysoul 
ey} pue spunoduioo pee, ‘uoqgied ‘s}00s sezeeID 
Aq-Mo]q UOoT}snqui0d uINUITxeul—dn sulrem ATTeeI 
WOples euIsUe 94} .. ‘GJ UOTZeIedD,, Jepuc 
‘sI9UI0}SNd MOA Jo OT 
JO yNO & Jo Ulez}Jed ZUIALIP 94} SI SIU], ‘SUOTIIPUOD 
Sutzeiedo |] JO s1BA@S YSOUL BY} ‘GIA] SOLAIEG se ZurT 
-AlLIp Zul[pt oyjes} poods-moy ‘doys-7.1e4s AepAIoAe 
SOIJISSE[D 94N4IIJSUT WINe[O1Jog UPITIEUTY et], 


(FLNIS L50n ) 





- 


hua 


NV RONG 


i 
a 
mae) 
- “ 
_—* 
os 


' 


ee e 
a : 


SINIONA ()/ 10 1n0 6 


YIONVGNI 
LVHL YiLVM TNIWUVH 
GNY SLNVNIWVLNOD 
GI10S HLOG SNIAOWIY 
— SW NOILVUId0,, 40 
SLNIWIYINOIY VALXI FHL 
La3W SUaLild 110 WINTVM 








WOlLWaId0 "LOL GF0NIWWOIIL 




















20 








AUTOMOTIVE WASHINGTON 


AUTOMOTIVE NEWS, OCTOBER 5, 1953 


Humphrey Is Confident 
Of Business Outlook 


By William Ullman 


Washington Correspondent 


a” OVERFLOW audience 


greeted Treasury Secretary 


George Humphrey when he visited the National Press 
Club the other day to talk about national fiscal affairs and 
to parry some sharp reportorial questioning. 

The Treasury chief said he is “very optimistic’ about 


the business outlook. He also 
said that a national sales tax 


of some kind is under study 
in his department. Referring to a 
“brand-new model” defense plan, 
he said that “it won’t be done just 
by putting some additional chrome 
on the bumper. 

“We have to have a brand-new 
model,” he added. 

Humphrey conceded he was 
speaking in the language of Secre- 
tary of Defense C. E. Wilson and 
told his hearers that the former 





AUTRONIG-EYE 


AUTOMATIC HEADLIGHT CONTROL 


© 
General Motors president will do 


“a grand job if 
you just give him 
a little time.” 

He said that 
despite some cur- 
rent “soft spots” 
in the economic 
picture of the na- 
tion there is no 
reason to fear 
any calamity or 
major business 
recession. 


William Uliman 


Your lights are always on the right beam for safety . . . 

when you hand over the job of headlight control to Guide's 
Autronic-Eye! On the highway at night, this electronic 
device automatically dims your headlights when an 


approaching car comes into range . . 


. brings them back to 


bright after all oncoming traffic passes. It eliminates the 
possibility of dazzling other drivers by eliminating “when- 
to-dim” guesswork. Ask your Cadillac, Oldsmobile, Pontiac, 
or Chevrolet dealer for an Autronic-Eye demonstration. 
Learn how safe, how pleasant, night driving can be! 








If advance estimates of Gov- 
ernment income and outgo prove 
accurate, Humphrey said, the 
Administration can expect to get 


through the remainder of this | 
year under the existing debt limit | 


without seeking a special session 
of Congress to renew demands 
that the ceiling be lifted. 


Enough progress has been made | 


toward balancing the budget, he 
said, to justify letting the scheduled 
10 percent average cut in personal 


income taxes and elimination of the | 


excess profits tax go through 
January. 

Russian possession of the 
H-bomb, said the secretary, means 
that in charting the defense pro- 


gram for this country “the stakes | 
are too high to chance being only | 


second best.” 

For this reason, he added, in 
undertaking to get the most defense 
for the least possible money, “we 
cannot afford to take the broad ap- 
proach to reduction of the money 
we are spending for defense, and 
we have not done so.” 

+ * * 


Sheaffer Bows Out 


HOUT mention of contro- 
versial battery additive AD-X2, 


‘or Dr. Allen Astin, director of the 


in | 
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National Bureau of Standards, 
whom he almost fired, Craig R. 
Sheaffer resigned last week from 
the Department of Commerce, 
where he had been assistant secre- 
tary since the Eisenhower Admini- 
stration moved in. 

His resignation was accepted, it 
was said, “on the authority of the 
President.” 

Thus closed a brief and check- 


AUTOMATICALLY 


FOR SAFER DRIVING 


AT NIGHT! 


R) Trademark Registered U.S. Pat. Off. 


GUIDE LAMP DIVISION © GENERAL MOTORS CORPORATION © ANDERSON, INDIANA 





ered Government career—not, how. 
ever, without some credits to 
Sheaffer, despite the Astin-AD-X2 
debacle. 

On the credit side Sheaffer will 
leave a setup for the new Busi- 
ness and Defense Services Ad- 
ministration, which is to succeed 
the National Production Author- 
ity, and whose official adoption by 
the Government is expected to be 
announced any day. 

In his letter of resignation, ad- 
dressed to Secretary of Commerce 
Sinclair Weeks, Shaeffer wrote, in 
part: 

“During the nine months we have 
been working together, I think 
much progress has been made... 

“From the standpoint of busi- 
ness, controls have been eliminated, 
the new Business Services Admini- 
stration is ready to be launched, 
and studies are under way in many 
fields, involving many constructive 
recommendations helpful to busi- 
ness which we expect will be ready 
for submission to the Congress next 
January.” 

Sheaffer is expected to return to 
his former position as president of 


Sheaffer Pen Co., Fort Madison, Ia 
” * * 


| Foreign Trade Hearings 


ENATOR HOMER CAPEHART, 

Indiana Republican and chair- 
|}man of the Senate Banking and 
Currency Committee, has set Jan. 
|12 for resumption of the foreign 
| trade hearings. 
Capehart said he hoped the 
current investigations of trade 
and the activities of the Export- 
Import Bank and the Bank for 
International Reconstruction and 
Development would provide some 
way to expand world commerce 
and take up the slack in exports 
that has been caused by the de- 
cline in foreign aid. 

The 120-man committee of busi- 
ness, farm and labor advisers which 
|met here last week for preliminary 
| work, Capehart said, will draw up 
| reports which the banking commit- 
|tee will consider immediately fol- 
|lowing the re-opening of Congress. 
| A Senate committee report prob- 
|ably will not be ready before May, 
according to the chairman. Roy C. 
Ingersoll, president of Borg-Warner 
Corp., was named to head the citi- 
zens advisory body. 


* * * 


|U. S. Employe Accidents 


| @ECRETARY of the Interior 
Douglas McKay told the Fed- 
eral Safety Council here last week 
that accidents to Federal employes 
\last year cost the nation’s taxpay- 
ers over $23 million in cash and 
|}more than three million man-days 
of production. 
| McKay called for drawing “every 
|last person” into the safety organ- 
|ization of Federal agencies and for 
|making “every supervisor, whether 
|head of a typist pool or the chief 
|engineer of a huge construction 
| project, assume the responsibility 
|for the on-job safety of every per- 
| son in his unit.” 

The Interior Department, 
| McKay said, is initiating a licens- 
| ing program for all operators of 

motor vehicles and construction 
equipment. Motor vehicle acci- 
dents are the greatest cause of 
deaths to Federal employes, he 
asserted. 

In addition to chauffeurs and 
truck drivers, the McKay plan 
| stresses safety for incidental driv- 
|ers; that is, Federal employes who 
operate their own or Government 
cars incidental to their other duties 

Leeway is granted, but past per- 
|formance tests, physical standards 
for vision, hearing and maneuver- 


|ability, road tests, licensing and 
training programs are outlined. 
- + * 


Industry Looks Ahead 


CCORDING to the latest survey 

of plant and equipment ex- 
|penditures conducted by the De- 
|partment of Commerce, American 
| business is planning capital outlays 
lof more than $14 billion in the 
| second half of 1953. 


Outlays for the full year, the 
| report said, are expected to reach 
| a record $28 billion, about 5 per- 


| cent more than last year. 


Most major manufacturing 
|groups indicate somewhat lowe 
| totals for capital outlay in the fina! 
| quarter of 1953. Notable exceptions 
the survey emphasizes, are th 
motor vehicle and electrical ma- 
chinery groups, which expe: 
higher outlays throughout the year 


| 
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America /|is \ off its trolley. .. cx usgesn ence mee oe 


phone and ask, “Do you live on a trolley line?” 


i 
| 
If you answered ‘‘yes,” the retort inevitably was, 
“Well, get out of the way—a trolley’s coming!” 
| 


Today, that old wheeze wouldn’t work. The 
trolley is going or gone from practically every 
American city. In recent years, fine autos, fast 
trains and buses have eliminated the need for liv- 
ing near our places of work—have stimulated the 
amazing growth of suburban living. 


In terms of pleasure travel, our brand-new mobil- 
ity has created a big change in our way of life. 
Where once we were limited to a rare excursion to 
the end of the trolley line, we now can and do go 
where we please. 

Since its inception, Holiday magazine has been 
the foremost voice of this new, mobile America—in 
fact, its reason for being is the big change to more 
pleasurable living, to “‘everyday holiday living.” 
That’s why Holiday readers—more than 860,000 
families—are actually the leaders of the big change. 
In every community, they’re the first to travel, to 
enjoy new pleasures, to accept new ideas and 
products. 


This responsive audience has made Holiday the 
most successful new magazine of our time. 



















No wonder so many advertisers have climbed 
aboard the Holiday trolley—er ... band wagon, 
that is. 


HOLIDAY MAGAZINE 


A CURTIS PUBLICATION 


...lts readers are leaders 
of the big change in American living! 
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25 Years with Ford— 


W. E. Kimbrough (left), manager of the 
truck sales department of the Ford division, 
has celebrated his 25th anniversary with 
the company. Presiding at a luncheon in 
his honor was L. W. Smead, sales man- 
ager, who presented Kimbrough with a 
pin and a cake decorated with a 1928 
Model A. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


New York City 


There appears to be only a mini- 
mum of what might be termed dis- 
tress selling in the advertising of 
local dealers. Only one dealer is 
publicly offering cash discounts 
on his ’53 merchandise, and his of- 
fers range from $500 to $800 off on 
Dodges and Plymouths, 

Several used-car dealers are of- 
fering 1953 Chevrolets, Plymouths 
and Fords at $1,595, while 1952 
Chevrolets and Plymouths call for 
prices ranging from $1,195 to $1,295. 
—(Ed Brown.) 

* * +. 
Pittsburgh 

New and used-car demand in 
Pittsburgh has been slow. It is re- 
ported that dealers are giving dis- 
counts on just about every make 
of car. 

Prospective purchasers are hesi- 
tant, and speculate on what prices 
will be next spring. 

This reaction seems caused by 


changed economic considerations. 
There have been some industrial 
layoffs. 

| Prospects also appear to have 
| Overpurchased on cars and home 
'furnishings to the point that now 
|they need a breathing spell. 

Established mill-district dealers 
doubt that the forthcoming models 
will stimulate sales to any great 
extent. For one thing, they say, 
mill workers aren’t getting $50 
|extra weekly in overtime pay any 
more. 

With used cars, dealers in some 
cases are reducing the prices virtu- 
ally to cost. 

While business in the Pitts- 
burgh district held about un- 
changed in the week ended Sept. 
19, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh, car registra- 
tions advanced. 

Combined retail sales in the 38 
weeks ended Sept. 19 were approxi- 





mately 2 percent ahead of the com- 
parable period in 1952. 

| The business index stood at 194.9 
| percent of the 1935-39 average, com- 
pared with 197.1 a month earlier. 

| (Leon M. Leffingwell.) 


i + * * 


Utah 


The majority of Utah’s new-car 
dealers is willing to “talk business 
about discounts—and a few are put- 
ting on extensive campaigns adver- 
tising large price cuts in 1953 
models. 

The Courtesy Dodge-Plymouth 
dealership in Salt Lake City is 
| offering a flat ‘$300 tradein allow- 
ance” for any new-car buyer who 
can push any kind of car into the 
| showroom, 


Mercury dealers are reported to 
be giving discounts as high as $450 
on new-car sales without tradeins. 
A Dodge dealer in Moab, said in 
his opening ad that discounts from 








Thompson Front Suspension Ball Joints 
.....mean ball-bearing Steering Ease 


Thompson Front Suspension 


Ball Joint 


Standard King Pin 
Type Suspension 


This Thompson “Engineered Steering” de- 
velopment is a good example of Thompson 
cooperation with the automotive industry. We 
are at your service too. Write, phone or wire 
Thompson Products, Inc., Detroit Division, 
7881 Conant Ave., Detroit 11, Michigan. 


PLUS clear-cut solutions to Six 


Other Major Problems in 
manufacture and service. 


@ Creating new space for wider modern engine 


design 


@ Cutting the manufacturer’s 


assemble-line cost 


@ Eliminating front suspension and steering bind 


@ Cutting front end overhaul time by dours 


@ Reducing lubrication points from 12 to 4 


@ Increasing service life mamy times over 


CHIGAN PLANT 


biige : FRUITPORT - 


PORTLAND 


| 
$350 to $400 were available to 
buyers. 

However, it was the consensus 
among dealers that although dis- 
counts were necessary in the flood- 
ed market, it was far better to 
keep the discount on a tradein level. 


Most dealers contacted said 
they felt it was bad for business 
| to come right out and give a flat 
| discount on a new car. 
One dealer said that once a deal- 
jer starts announcing a discount, 
|“the public will want it forever. 


| “It would be far better,” he add- 
|ed, “to have the prices cut at the 
factory level.”—(Dan Valentine.) 

* * . 


Columbus, O. 

In the first two weeks of Septem- 
ber, Chevrolet nosed out Ford in 
Columbus new-car sales, 188 to 182, 
out of a total of 789 for all makes. 

Plymouth was third, with 93, fol- 
| lowed by Pontiac, 52. Others ranked 
as follows: Buick, 46; Dodge, 45; 
Mercury, 36; Oldsmobile, 29; De- 
Soto, 27; Studebaker, 23; Chrysler, 
15; Nash, 14; Packard, 10; Lincoln, 
8; Hudson, 6; MG, 6; Kaiser, 3; 
Willys, 3; Cadillac, 1; Henry J, 1, 
and Hillman, 1. 

New-truck sales were Ford, 33; 
Chevrolet, 23; GMC, 13; Inter- 
national, 13; Dodge, 11; Studebaker, 
|2; White, 2; Flexible, 1, and Reo, 1. 
Total new-truck sales was 99.- 
(Bert Strang.) 

* 





. s 


Baltimore 

New-car sales for Baltimore 
| totaled 2,362 in August, a drop of 
{10 percent from the July figure of 
| 2,625. 
| Chevrolet was in first place 
| with 612 sales, compared to 718 

in July. Ford, in second place 

with 497 cars, did slightly better 
| than in July, when 493 new Fords 

were sold. 

Plymouth was third with 249 and 
Buick, with 189, was fourth. 
| Other sales were as follows: Pon- 
: tiac, 156; Oldsmobile, 129; Dodge, 
| 110; Mercury, 104; Studebaker, 60; 
| Chrysler, 56; Nash, 43; DeSoto, 37; 
Cadillac, 27; Hudson, 27; Packard, 
23; Lincoln, 12; Willys, 9; Kaiser, 
8; Henry J, 7, and miscellaneous, 7. 

Only cars to sell better in August 
than in July were Ford, Merc ry. 
Studebaker and Willys. 


Toledo 


New-car deliveries in Toledo and 
Lucas County during August more 
than doubled sales for the corres- 
ponding month of 1952, but were 
lower than sales for last July. 
| The Toledo Automobile Dealers 
| Assn. reported August sales at 1,- 
|840, compared with 2,197 deliveries 
in July, and 902 in August, 1952. 

For the first eight months of 

this year, new-car sales were 14,- 

356, or 4,539 above sales for the 
| corresponding period of last yea‘. 

Commercial vehicles sales total>d 
153 in August, compared with 164 
in July, and 116 in August, 1952. 
|Eight-month totals in this field 
| showed 1,306 for this year, and 1,- 
| 006 last. 

Dealers sold 2,793 used cars in 
August, as against 2,763 in July and 
| 2,294 in August, 1952. Eight-month 
|totals were 20,339 this year, and 
| 20,404 in 1952.—(Dick Roberts.) 





N. J. Secretary Cited— 

| Mrs. Florence Lehmann Henneberge:, 
executive secretary of the New Jersey Av- 
tomotive Trade Assn., was honored at the 
group's 35th convention in Atlantic City os 
| she neared her 25th year of service. John 
| M. Kramer, past president, presented h-r 
‘with o gift and a citation. 





FIRST FIFTY YEARS 


CLARK 


se 


One way to make sure that a truck, bus or 
farm tractor has a reserve of depend- 
ability is to equip it with a Clark trans- 
mission. This has been true for a 
quarter-century — and it’s well 
worth thorough consideration 
when your plans involve power 
transmission problems. It’s 
good business to work with 

Clark. 


Turn and see reverse 
side for more about 
CLARK products 


CLARK EQUIPMENT COMPANY, Buchanan, iar ei 


Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 





Ss a P’70du0l3-TRANSMISSIONS e AXLE HOUSINGS e TRACTOR 


UNITS e FORK TRUCKS and TOWING TRACTORS e ROSS CARRIERS 
POWRWORKER HAND TRUCKS e POWER SHOVELS e ELECTRIC STEEL CASTINGS 
GEARS and FORGINGS e FRONT and REAR AXLES for TRUCKS and BUSES 
CLARK EQUIPMENT COMPANY ¢ BUCHANAN, MICHIGAN 
OTHER PLANTS: BENTON HARBOR e BATTLE CREEK and JACKSON, MICHIGAN 
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Commercial Car News 





{ Monthly Section for those who make, sell and service America’s Trucks, 


Buses, Commercial Vehicles and Equipment 








Cure Sought for Ills in Equipment Field . . . 


Truckin’ ™ | Sales Council Urged 


"ood Be eS the principal;sale of a body or piece of; brought cheering news to the 

~s> by Jack Wee | business sessions of the sixth| equipment. convention when he told the 

: |annual convention of the Truck Even worse than this, most delegates and guests that the 

|Body & Equipment Assn. at the| members of the association com- | present Administration already 

; er | Sheraton-Gibson Hotel, Cincinnati,| plained that far too many truck | had been able to cut the de- 

ERHAPS no one outside of the |sociation had a tough road t0/wore devoted largely to manu-| dealers not only were offering no partment’s budget from $1,127 

association appreciates the de-|travel, and I want to doff my) facturing problems, it was evident| sales aid, and giving all of their | million to $885 million, and that 

gree of progress that has been chapeau and bend in my lowest|¢,om “star session” meetings that| profits away, but were showing more economies were “in formu- 

made by the Truck Body and salaam to the boys who have/tnhe thing uppermost in the minds| the retail buyer their invoice | lation so that we may turn back 
Equipment Assn. more than my-|succeeded in doing a marvelous| 4¢ poth manufacturer and distri-| from the supplier, a practice | to the Treasury sizable sums.” 


























self, for I like to believe that I job. lbutor dele ‘ ‘ ‘ . A 
; a gates was a series of| which led both the manufacturer | d that Secretary Sinclair 
i ee Sea ce role in the “born- Again the industry is up against | current merchandising irritations. | and distributor into endless dif- |p. Weeks nd teen tend 700 key 
a it ol tok tn the late forties rag wd D commeiien aed ‘ame! gg ee Fey Bag ara ee eS Se ee 
: r er coope > : : , = : 8 
™ when we were emerging from a of the diateteabare aad otem Guns | that Fred Sage jr. special And if that —— enough to dis that — would be — in a 
| wartime economy. and while trucks , : : equipment engineer for Dodge, in | hearten a manufacturer or dis-| part by the amount of money that 
y; of the makers, are getting a little 
: : : , 4 : : : iation, hit tributor who is still going along|they could turn back from their 
were still at a premium, there panicky about their relationship| his talk to the association, : os ke 
were indications that it wouldn't oth wd Somiaiiitiels deuuieen upon the nub of the situation on the policy of “full dealer cooper-| appropriations at the end of the 
A ; = . ; . tion,” it was pointed out that| year. 
™@ be long before the truck retailers h h d: “T in- = ’ 
vould . i. 6 eee anuinie + = © eer ee Sen > eee ese at. |many truck dealers would come) Davis pointed out that the so- 
; gnly competitive T , lind come is one thing, but to increase lback to the distribut fter th 
4 market. o the Four Winds | income and profit is quite an- | p2¢* °° te distributor aver tney called Truman budget, placed be- 
] And while there was a huge HERE is a great big job of| other.” a ona ae 6 Saaak ta oa -_ —— in San Cae te 
4 market for both trucks and their education to be done on both) : : . 5 : or expenditures 0 . ion in 
i “aecessories” still unfilled, dis- |sides, in this present controversy. wall ties saan or ae = sum. This, of course,/the current fiscal year. He said 
tributors here and there were Fully 70 percent of the “captive”|.nq distributors that the truck 7 ave to pi ae directly out | that the deficit resulting from that 
already starting to by-pass the truck dealers in business today factory and dealers were letting h the os . spread which | budget, had it been enacted, would 
franchised truck dealers in their never have done business under as down the equipment and body men i cae pe ye Mpeg aoa ane 4 ne $11 billion to 
i iti 7 : , -|the public debt. 
se eg Pts And frock: | severe a competitive, niet ot |in the degree of sales, cooperation ae ee. s 
; v i ; zl |that was bein iven em, e : | ‘ enn 
Fortunately, at that time there many of them don’t know how to! cuscested a sek eounell te ate = suggested that if such a| ETHER with the billions of 
was one national distributing preserve any profit to their dealer-| 5. °mutual merchandising problems full cooperation” arrangement dollars in unpaid bills which 
organization at least that stood ship in the sale of trucks. Up to ae ‘|could be worked out, “another|the new Administration inherited, 
flat-footedly for full dealer cooper- right now, their net from their car | ,, a benefit will be that the two-way/Davis said, this would have in- 
ation and maintained it. There may sales gave them sufficient all-over r WE ARE to find practical) partnership between truck manu-| creased the deficit for the fiscal 
have been more than the Truckstell profit so that many did not have answers to our merchandising|facturer and dealer and body and | year to some $15 or $16 billion. 
| organization, for all I know, but I to care, and so they have gone on| Problems, we must provide means | equipment manufacturer and dis-| Instead, Davis said, the secretary 
|] did know that this group was a basis of not only throwing their to that end,” he said. “And if and|tributor becomes a three-way |of the treasury has announced that 
4 solidly behind Don Myers and the truck profits to the four winds but when we do find those answers, | partnership, drawing in the truck | “we have reached the essential 
4 truck sales managers of the various have practically ruined good sub- they are bound to contain certain | owner as well.” |turning point toward a balanced 
4 vehicle factories in the premise stantial truck markets in the pro- | Profit incentives. George R. Davis, director of the | budget and we are now within ap- 
"j that the franchised truck dealer cess. ‘ | “Now I do not intend today to, automotive division of the U. S. | proximately half a billion dollars of 
"] was entitled to a discount on the Far too many truck body and | attempt to lay down those answers') Department of Commerce, (Continued on Page gé6, Col. 1) 
F bodies and equipment that were| equipment makers and dis- for you. It’s not as simple as that.) SS a ge a ee a, ices mI a 
"4 placed on the trucks he sold in (Continued on Page 29, Col. 1) | No individual or corporation can} 
hi |hope to single-handedly solve these | 
is area. | hope to single-handedly solve these t t R d 
: * * «& | problems and propose an all-em- Space Con rac ~ ea y 
j Tough Road Top Trucks oan i teen “an 
, OWEVER, I felt that the re- | New-truck registrations for |\is going to come overnight. or | ruc OW 
; lationship between _ truck] seven months, plus 28 states for |; «ty 
|] factories, the body and equipment | Angust: , plus | It’s up to us to stop talking  iaianidiaieii . i ‘ 
‘| builders, the body and equipment | 1953 Pos. niche 10s Pes. about how much we need eac B an space con- | w. e held during the convention. 
oe | other and start showing each tracts for the NADA Truck!/The truck equipment exhibition 
quip 
distributors and the truck dealers 1—213,158 Chev. 164,202— 1 || : : Exhibiti | : 
of the nation could be m il , ° , | other what an effective job of Equipment Exhibition that is| space also practically surrounds the 
ore easily 2—147,056 Ford 113,289— 2 : 
: ’ ’ | cooperation we can really do to planned to be held in Miami in| : ; . 
welded into a common set of ob- 3— 64,418 Inter. 57,800— 4|| the benefit of all. Rather th ; stone whit Ge ual NADA tent which will house ‘the shop 
jectives if the body and equipment | 4— 56,101 Dodge 62,876— 3 || be “a ¢ <2 ‘ a a. | a Se ‘ae nt 'equipment exhibition which has 
makers and their distribut had ’ a andoning our & orts n the di- |convention are now in the mail to 
: a 5— 55,417 GMC 48,783— 5 t f cooperation, we must a list of potential exhibitors become a standard feature of 
an association through which they|| g¢— 16,227 Stude. 17,987— 6 || step up « sg = Begg: ” NADA conventions 
could arrive at common agree- 7— 11.728 Willys 11,938— 7 | step up our pace. Believe me, it The purpose of this show is to ; 
ments. a sine White 2393 8 ii will soon begin to pay off. give truck equipment and truck | _ While in some respects this 
About that time Art Hoffman, 9— 4480 Mack 4'565— 9 “Perhaps this can best be ac-| body manufacturers a chance to | first truck @quipment exhibition 
of the Buckeye Truck Body 10— 2356 R 1.996—11 || COMPlished through a joint council. display their products and to con- | is somewhat experimental, it is 
Builders, Inc. and some as- || jj; 2152 Diam. T  2.212—10 || P&™haps it may be better on an in- tact the largest and most pro- Patterned after the truck manu- 
sociates of his came up with the 1534 Diveo 1.336—12 || dividual basis. However it is done,| gressive franchised truck dealers | — _ Shows of a similiar 
same idea. They started to pro- 13— 1328 Brockway 1039—13 |though, it must be done, and the| in the industry, nature. ere : 
mote such an association, and I 1181 Autocar | ‘sooner the better.” It will also give top-line dealers| Also, while it will be open to all 
jumped on the bandwagon with Federal © 2. who attend this convention a dealers regardless of the line of 
both feet. Shortly after, the 503 Kenworth ‘BAck of this suggestion was the chance to see the many variations trucks they handle as well as to 
cornerstone of what is now the 304 Pontiac general complaint by both body of the “plus sales” and “plus | fleet buyers, and a large part of 
Truck Body and Equipment Assn. 224 FWD ‘and equipment makers and their profit” items that will aid them in|the equipment will be shown on 
was laid and this association 95 Peterbilt | distributors that they were not get-|the merchandising of their cabs |Chassis supplied by the various 
began to function. 28 Crosley ting enough cooperation in selling | and chassis. jtruck makers, the truck sales de- 
Like all new associations in a Total All Makes their products from the great ma-| . © * partments and NADA management 
field where there had been no 587,465 500,095 | jority of truck dealers, although |"J‘HE exhibition is laid out in the hs = oe ore = a 





previous attempt to weld a large , tails see the dealers not only wanted, but | open air adjacent to the) , 

group of highly diversified interests uma” see Pa9¢ || demanded, a full discount even| Municipal Auditorium where all of |@ducational and sales promotional 
together, the pioneers of this as- | ~” ai |value of the exhibition. 

me... an a a | * + * 

e e e erck= NADA decided to go 

h Mi ahead with this show in Miami, 

| Ag r uc S a e os e r ice oO ar. e | they went to the sales managers of 

| the larger truck makers, particular- 

ily those who sell principally 


} 





|though they played no part in the|the scheduled meetings and talks 





By Sam Sampson slight modifications, has continued |ences appear in the light trucks,;centage points off). Other losses | ; 

Staff Writer thus far in ’53. |where this year’s figures show a|were more moderate; 16,001-19,500 | through dealers, —_ ae the 

IGHT trucks continue to hold a Pe oe | 6.92 percentage point gain over last|GVW class down .27 percentage 8 gers app . 
top-heavy share of total truck WroTaL truck sales for the first year, and in the 26,001 and over | points, and 19,501-26,000 GVW class | The truck sales managers know 
registrations for the first seven seven months this year were | GVW class, where this year’s share |down .6 percentage points. only too well that far too many of 
months of this year. 551,485 units, compared with 470,883 |is running about .22 percentage, In addition, within the light their dealers are overlooking a 
Light trucks—under 10,000 for the same period last year. | points higher. | trucks themselves there appears |!arge potential of extra profits. 
GVW —accounted for 67.71 per- Percentagewise, registrations oe AR oe | to be a change in selling empha- |Also, in not selling completely 
: | sis. Last year, the 5,000 or less |equipped trucks, their dealers are 


for the period showed the follow- | OST of the light-truck gains, 5 : 
— = all truck sales through ing order: 5,000 or less GVW, 49 M however, were at the expense| GVW class garnered only 42.08 failing to provide the ultimate 
uly. By comparison, light trucks | percent; 5,001-10,000 GVW, 18.71 | of the 14,001-16,000 GVW class (3.90| percent of the market as com- buyer with the type of transpor- 
scored only 61.07 percent for the | percent; 10,001-14,000 GVW, 4.87 | percentage points down) and the| pared to 49 percent this year. In tation units that will meet his haul- 
same period last year. | percent; 14,001-16,000 GVW, 16.45 | 10,001-14,000 GVW class (2.09 per-| the 5,001-10,000 GVW class, how- [ing needs most efficiently and 
When first - quarter sales figures| percent; 16,001-19,500 GVW, 3.98 | ever, last year’s mark was 18.99 |economically, and are also not 
were made available, the industry| percent; 19,501-26,000 GVW, 3.96 percent as compared to only 18.71 | building a customer following. 


was surprised to see that light| percent, and 26,001 or over GVW, New Products percent this year. They, more than anyone else, 















trucks had accounted for 68.77 per-| 2.98 percent. Within the first four weight] realize that the “cut price” sale 
cent of all truck sales. It is now| As compared with the same Page 40 classifications (5,000 or less up| of cab and chassis caly opens 
apparent that this trend, with only figures last year, significant differ- (Continued on Page 28, Col. 1) (Continued on Page 37, Col. 1) 
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Firms Caught in Cost Squeeze . . . 
Truck Leasing on Rise 


But Profits 


By George Barclay 
Staff Correspondent 
CHICAGO. The truck leasing 
industry is showing encouraging 
* inereases in business volume, but 
profits are not keeping pace due 
to steadily rising costs. 


That was the consensus ex- 
pressed by executives of leading 
truck leasing companies who at- 
tended the eighth annual meeting 
of the National Truck Leasing 
System last week at the Palmer 
House. 

Some operators reported 
business volume was up from 17 
to 19 percent compared with a 
year ago. But all agreed that 
cost economies are a must in 
order to maintain a _ high 
standard of service, forestall 
boosts in rates and permit a fair 
profit from the business handled. 

Howard L. Willett, Chicago, was 


re-elected president. Other officers | 


Decline 


elected were R. D. Sidel, New York 
City, vice-president; John W. Black 


jr., Birmingham, Ala.,-treasurer; J. 


A. Ryder, Miami, secretary. 


clude the foregoing officers, 
Ray Brundige, St. Louis; R. 
Barrett, San Francisco; Earl Bar- 
nett, Detroit; and Fred T. Baker, 
Denver. 

More than 75 truck leasing 
management men participating in 
the three-day meeting 
many aspects of the cost problem, 
exchanged ideas on _ operating 
methods and studied various 
suggested economies. 
| Martha Dunlap, NTLS executive 
secretary, reported that during the 
|past year the group has had the 
|largest increase in membership 
since its inception. 

“This growing demand on the 
part of truck users,” she said, 
“will in my opinion cause the 


1. When a customer shells out for a car today, 
he expects full value for his investment .. . 


3. But if you want to keep him happy asa 


pup... 


© 1953, Ethy! Corporation, New York 17, N.Y. 


explored | 


Egg Ranch Gets Chevrolet Fleet— 


the NTLS industry promotion 
program has helped truck leasing 

take hold. Truck leasing’s ad- 
vantages are becoming better 

understood by higher executive 

personnel of companies requiring 

truck transportation, it was re- 
| ported. 

Major problems facing the in- 
dustry, according to members of 
|the panel, are increasing overhead 
|costs and salaries. It was reported 
that the breakeven point is now 


Seven Chevrolet '%-ton canopy express trucks were delivered by McDonald &|$100 per month per truck, com- 


; ; | Q'Boyle (Oldsmobile-Chevrolet), Monrovia, Calif., to Nelson-Gordon Egg Ranch. Shown |Pared to $80 three years ago. 
The executive committee will in-| (from left) are Dick Burt, general manager of the dealership; Harold Nelson and 


” | Don Gordon, ranch partners, and Mason Maggard, salesman. 


establishment of many more 
truck leasing companies in com- 
munities not now served with 
such facilities. From these we 
will no doubt be drawing ad- 
ditional members in the months 
ahead.” 

Spot reports on business trends 


were presented by James A. Ryder, | 


Ryder Truck Rental System Miami; 
Ray H. Brundige, Columbia Ter- 
minals Co., St. Louis; John W. 
Black jr., Dixie Drive-It-Yourself 
System, Birmingham, Ala.; R. D. 
Sidel, Metropolitan Distributors, 
Inc., New York City; Sheldon B. 
Ackerman, Lima Storage & Truck 
Co., Lima, O.; and C. W. Pickens, 


|California Truck Rental Co., Los 
| Angeles. 

These management executives re- 
|ported that truck leasing is on an 
uptrend. New sources of business 
include newspaper and magazine 
distributors, beer distributors, and 
frozen food producers. 

Competition is getting keener, the 
| truck leasing men were told. Truck 
|dealers are still going into the 
leasing business and many of these, 
it was reported, have little basic 
understanding of the operation. 
Their shortlived careers have un- 


favorable effects on truck leasing | 


in general. 
The leasing men agreed that 


2. And if he doesn’t get top performance, he’s 
going to be roaring mad about it. 


— 


4. The wise thing to do 


a 


is tell him to use 
“Ethyl” gasoline and get all the power 

he paid for. (Of course, the timing 
should be set for ‘“‘Ethy!” gasoline.) 


Following a luncheon hosted by 
|General Motors’ GMC Truck and 
|Coach Division, the afternoon pro- 
gram was devoted to a panel on 
“Picking up the Slack.” Speakers 
|discussed ways and means of cut- 
ting costs. On Monday evening, the 
|truck leasing men were guests at 
|open house parties sponsored by 
the Gulf Oil Co., Pure Oil Co.,, 
|Texas Co., and Ford Motor Co. 


Scheduled for the same session 
|was a discussion, “What I Expect 
of My Truck Leasing Company,” by 
D. F. Wigren, Morgan Service, Inc., 
and A. C. Brunell, Woodlawn 
| Laundry. 

A report on ‘‘Depreciation 
|Schedules” was presented by 
Howard L. Willett, at the afternoon 
session, following a luncheon spon- 
sored by Trailmobile, Inc. 


Willett declared that after the 
| first year or two, from the stand- 
point of operating cost, it doesn’t 
| make much difference when 
trucks are replaced. The sooner 
a truck is turned in, the higher 
is the depreciation rate. The 
| longer it is used, the less it de- 
preciates per year, he declared. 
| Cost per mile of operating a 
truck driven 20,000 miles per year 
| is considerably less than for one 
| Operated 10,000 miles; that in- 
| cludes gasoline and oil, mainte- 
| mance parts and labor, garage 
servicing, washing and tire re- 
pairs. 

The truck leasing men _ were 
guests of the International Harves- 
ter Co., at a reception and a dinner 
Tuesday evening. 


The Wednesday morning pro- 
gram was devoted to question-and- 
answer periods on operating short- 
cuts, purchasing procedure, custom- 
er relations, sales, advertising and 
promotion, accounting practices and 
rate formulas. These sessions took 
the form of roundtable clinics in 
separate suites. On Wednesday 
NTLS held open house at its Chi- 
cago headquarters. Also on the 
program was a tour of the Willett 
Truck Leasing Co.’s operations. 


_ No Cry on Hues 
| Full Satisfaction Reported 


On Color Mixing 


WILMINGTON, Del.—Nearly 100 
percent satisfaction with color 
matches in response to the question, 
“What proportion of color mixes 
were acceptable to your trade?” has 
been recorded by duPont jobbers 
equipped with Dulux color blend- 
ing service for refinish shops. 


With a mixing machine and a 
line of 20 mixing enamels, the job- 
ber with Dulux can duplicate 93 
percent of the 1,200 car colors for 
| postwar autos, according to duPont. 


Factory control of mixing and 
thorough agitation equipment com- 
prise the secret of the system’s ac- 
curacy, duPont said. 








With Ford 25 Years— 


| Byron R. Lenhardt (right), manager of 
\the parts and accessories requirements 
| section of parts and service sales of the 
| Ford division, receives a 25-year pin from 
ry C. Burdette, department manager. 








TN ee owMw FY 


i i 


Tae SS = 


Twa aS we 


Ts, Ww * 


ww ss 

















—=Coming Events= 





| 


Dealer Conventions 


Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 


Oct. 7-9—National Used Car Dealer Assn. 
annual convention, Beuna Vista Hotel, 
Biloxi, Miss. 


det. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 


Oct. 11-13 — Mississippi Automobile 
Dealers Assn., Buena Vista Hotel, Biloxi, 
Miss. 


Oct. 13-16— Federation of 
Dealer Assns. of Canada, 
Hotel, Toronto, Ontario. 


Oct. 17-19-- Arizona Automobile Dealers 
Assn., Hotel Westward Ho. Phoenix. 


Oct. 18-20 — Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 


Automobile 
Royal York 


Oct. 22 — Connecticut Automotive Trades 
Assn., Inc., Hotel Bond, Hartford. 


Oct. 25-27 —- Automobile Dealers Assn. of 
—- Inc., Buena Vista Hotel, Biloxi, 
iss. 


Oct. 25-27 —- Florida Automobile Dealers 
7 Sheraton Beach Hotel, Daytona 
each. 


Nov. 8-10—Automotive Trade Assn. of Vir- 
ginia, John Marshall Hotel, Richmond. 


Nov. 9-1!—Ohio Automobile Dealers Assn., 
Hotel Commodore Perry, Toledo. 


Nov. 13-14—Montana Automobile Dealers 
Convention, Finlen Hotel, Butte, Mont. 


Nov. 18—Automobile Trade Association of 
Maryland annual meeting, Lord Balti- 
more Hotel, Baltimore, Md. 


Nov. 18-19—- Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 


Nov. 30- Dec. 2—Iidaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id. 


Dec. 3— Utsh Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 


McCaffrey to Talk 
At Harvester’s 


ATA Luncheon 


CHICAGO. — John L. McCaffrey, 
president of International Harvester 
Co., will be the 
featured speaker 
at the first official 
luncheon of the 


ing Assns. Oct. 26 
in Los Angeles. 

W. K. Perkins, 
manager of sales 
for Harvester’s 
motor-truck divi- 
sion, will serve as 
chairman and of- 
ficial host at the 
luncheon which is sponsored by the 
company. 

Approximately 1,100 truck oper- 
ators are expected to attend the 
luncheon in the Statler Hotel. 

Top Harvester officials and lead- 
ers in the trucking industry will be 
introduced from the speakers’ table. 
Members of the host party will in- 
clude Peter V. Moulder, executive 
vice-president; W. C. Schumacher, 
general manager, motor truck divi- 
sion; R. M. Buzard and L. W. Pier- 
son, assistant managers of sales, 


J. L. McCaffrey 


American Truck- 


motor truck division, and M. F.| 


Peckels, manager of the consumer 
relations department. 

The same day, Harvester will 
serve as host to the ATA women 
at a Hawaiian luncheon at the Bilt- 
more Bowl. Attendance at the lunch- 
eons is restricted to those who are 
registered at the convention. 


Up in the Air 
Plane’s Cost Per Mile Held 


Economical as Car 


BROOKLYN.—A corporation 
president who flies his company’s 
single-engine plane 500 hours per 
year has produced figures showing 
that flying is practically as eco- 
nomical per mile as driving an 
automobile—provided you travel 75,- 
000 air-miles a year. 

C. A. Benoit jr., head of Perma- 
tex Co., Inc., producer of automotive 
and aviation maintenance chemi- 
cals, flies his company’s Beechcraft 
Bonanza some 75,000 air-miles per 
year. 

Operating costs of the plane, in- 
cluding depreciation and full in- 
surance coverage for himself and 
three passengers, average $15 per 
hour, or about 10 cents per mile of 
flying, Benoit estimates. 

By contrast, according to figures 
recently released by the American 
Automobile Assn., it costs the aver- 
age owner of a car in the $2,000 


price class about 9.16 cents per mile | 
for 10,000 miles of driving annually, | 
insur- | 


including depreciation and 
ance. 








Dec. 4—Oregon Automobile Dealers Assn. 
Convention, Multnomah Hotel, Portland. 


Dealer Auto Shows 


Oct. 10-25—Southwestern Automobile Show, 
Dallas, Texas. 

Jan. 9-13, 1954—NADA convention, Miami 
Beach, Florida. 

Jan. 9-13, 1954—7th Annual NADA Shop 
Equipment Exposition, Portico Annex, 
Municipal Auditorium, Miami Beach, 
Fla. 

Jan. 9-13, 1954—NADA Truck Equipment 
Exposition, Miami Beach, Fla. ee 
in connection with NADA convention.) 

Jan. 30-Feb. 7, 1954—Greater St. Louis 
Automotive Assn., Inc., Exposition Hall, 
Kiel Auditorium, St. Louis. 

Feb. 20-28—4/st Detroit Auto Dealers As- 
sociation Auto Show, State Fair Grounds, 
Detroit. 

March 13-21, 1954— Chicago Auto Show, 
International Amphitheater. 

April 17-25, 1954 — Seattle Auto Show. Se- 
attle Civic Auditorium. 

* * * 


General 
Oct. I1-17—Oil Progress Week. 


Oct. 14— Automobile Old Timers, [4th 
Annual Meeting and Dinner, Hotel 
Astor, New York. 


Oct. 19-23—National Safety Council Annual 
Congress, Conrad Hilton, Congress, Mor- 
rison, Sheraton Hotel, Chicago. 


| 





Oct. 19-23—National Safety Council (An 
nual Congress), Chicago, Illinois. 


Oct. 21-31—38th International Motor Ex-- 
hibition, Earls Court, London, England. 


Oct. 26-28 — National Lubricating Grease 
Institute Annual Meeting, Edgewater 
Beach Hotel, Chicago. 


Oct. 28-30—The American Society of Bod 
Engineers, Seventh Annual Technica 
Convention, Rackham Memorial Build- 
ing, Detroit. 

Oct. 29-30—Society of Automotive Engi- 
neers (International Production Meeting), 
Royal York Hotel, Toronto. 


Nov. 1-2 — Texas Independent Automobile 
Dealers Assn., Ninth Annual Convention, 
Plaza Hotel, San Antonio, Tex. 

Nov. 2-4—Society of Automotive Engineers 
(National Transportation Meeting), Con- 
rad Hilton Hotel, Chicago. 

Nov. 4-6—Society of Automotive Engineers 
(National Fuels and Lubricants Meet- 
ing), Conrad Hilton Hotel, Chicago. 

Nov. 9-12— American Petroleum Institute 
(33rd Annual Meeting), Conrad Hilton 
Hotel and Palmer House, Chicago. 

Nov. 9-12— American Petroleum institute 
meeting, Conrad Hilton Hotel, Chicago. 

Nov. 16-18—American Finance Conference, 
20th Annual Convention, Palmer House, 


Chicago. 
1954 

Jan. 10-13—American Road Builders Assn. 
Annual Meeting, Chalfonte-Hadden Hall, 
Atlantic City, New Jersey. 

Jan. 11-13, 1984—Truck Trailer Mfgs. Assn. 
Annual Convention, Boca Raton Hotel, 
Boca Raton, Fla. 

Jan. 11-15 — Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 21-27—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 
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Jan. 23-30 — Baltimore Automobile Show, 
Inc., 5th Regiment Armory, Baltimore, 
Md. 


Feb. 8-11, 1954— Automotive Accessories 
Manufacturers of America Exposition, 
Navy Pier, Chicago. 

Feb. 20-28—Second Annual World Motor 
Sports Show, Madison Square Garden, 
New York City. 


March 2-4 — Society of Automotive oo 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 


March 4-7, 1954—Pacific Automotive Show, 
Seattle Civic Auditorium. 


April 5-7—American Society of Lubrication 
Engineers, Netherland-Plaza Hotel, Cin- 
cinnati, Ohio. 

June 6-11 — Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
- Ritz-Carlton Hotels, Atlantic City, 
N. J. 


August 16-18—Society of Automotive En- 
gineers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-16—Society of Automotive Engi- 
neers (National Tractor Meeting), 
Schroeder Hotel, Milwaukee. 

Sept. 15-17— National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Week of Oct. 18 — Society of Automotive 
Engineers, (National Transportation 
Meeting), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Nov. 4-5—Society of Automotive Engineers 
(National Fuels and Lubricants Meeting), 
Mayo Hotel, Tulsa, Okla. 

Dec. 7 and 10—Motor & Equipment 
Wholesalers Assn. Convention, Conrad 
Hilton Hotel, Chicago. 

Dec. 8-9— AS! executive Booth Confer- 
ence, Navy Pier, Chicago. 
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MIDLAND 
BREAK-AWAY 


Safety 


CONTROL... 


simplest way to get 





Silken Touch— 


Zachary Rudenko, 65, of Garden City, 
Mich., is able to check the smoothness of 
a die surface down to .0005 of an inch 
with the touch of his hand. He has been 
|a die worker at the DeSoto plant for 17 
years and will retire soon. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





SAFE, SURE PROTECTION IN CASE OF A BREAK-AWAY! 


iF TRAILER BREAKS AWAY from the tractor, 


Required by 1 € C — Required on all tractors 
built after June 30, 1953. 


Only Four Units—Fully-automatic Break-Away 
Valve, Instant-acting Reservoir Check Valve, 
Automatic Low Pressure Switch, dependable 
warning Buzzer and attaching tubing and fit- 
tings. All thoroughly proved in service. 


Fully Automatic — Break-away system is fully 
automatic and brake function is fully restored 
after vehicles have been reconnected. 


Nothing New To Learn— Driver has only to 
apply service brakes in usual manner. No addi- 


tional controls to operate. 
Available in Complete Kits. 


THE MIDLAND STEEL PRODUCTS COMPANY 


3641 E. MILWAUKEE AVE. « 
Export Department: 38 Pearl St., New York, N. Y. 


DETROIT 11, MICH. 


GO 


MIDLAND 






warning buzzer sounds . . . Midland instant- 
acting Reservoir Check Valve automatically 
seals air supply, providing tractor with suffi- 
cient reserve . . . Midland Break-Away Valve 
permits tractor brakes to be applied to bring 
tractor to a safe stop .. . trailer braking system 
automatically applies emergency feature to stop 


trailer. 
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PROVED POWER BRAKE 


PARTS BY MIDLAND 

Like all of Midland’s full line of Air 
and Vacuum Power Brake Equipment, 
these units have been fully tested and 
proved in service. They can be de- 
pended upon for safe, sure stops. 

Those who know Power Brakes 
CHOOSE MIDLAND 


See Your Local Midland Distributor 


AND STOP 


SAFELY! 
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Light Trucks Garner 
Bigger Market Share 


(Continued from Page 25) 


through 14,001-16,000 GVW class), 
Chevrolet led all other makers. In 
fact, in the lightest models, Chev- 


rolet dealers sold nearly as many | 
as the combined total of Ford, 


Dodge and International. 
* + * 


OLLOWING Chevrolet in the 
lightest truck class was Ford, 


Baker-Raulang Develops 
New Traveloader 


CLEVELAND. — Development of 
a new 30,000-pound capacity Trav- 
eloader has been announced by 
Baker-Raulang Co. 

The new unit has a combination 
side-loading fork truck and load 
carrier designed to stack or haul 
long, bulky loads. One man controls 
the entire operation from the driv- 
ing position. 


Dodge, International, GMC, Stude- 








baker, Willys and Pontiac in that | Cleveland Airport Uses IH Gas Trucks— 


order. 

In the next biggest model (5,- 
00-10,000 GVW class), Chevrolet 
| was again followed by Ford, 
| Dodge, International, GMC, 
Willys, Studebaker and Divco., 

The order for the lightest of the 
|medium weight trucks (10,001-14,000 
{GVW class), was Chevrolet, Ford, 
| Dodge, GMC, Studebaker, Interna- 


| tional and Divco. 

| * 

| THE second medium weight 

class 

Chevrolet was followed by Ford, 
International, GMC, Dodge, Stude- 
|baker, Reo, Diamond T, F.W.D. 
jand Federal. For the largest medi- 
}ums (16,001-19,500 GVW class), In- 
'ternational took over the lead, fol- 
lowed by Dodge, GMC, Ford, White, 


* + 


(14,001-16,000 GVW class), | 


be stepped up to 500 gallons a minute. 


way, F.W.D. and Mack. 

Ford surged out in front for 
the heavy class (19,501-26,000 
GVW weight), followed by Inter- 
national, White, GMC, Reo, Mack, 
Diamond T, Dodge, Federal, 
Brockway and F.W.D. 

With the heavy-heavies (those of 
| 26,001 or more GVW class), Inter- 


followed by GMC, Mack, White, 





| national stepped out in front again, | 
RODUCTION ratios by weight) 
Brockway, Autocar, Diamond T, |! 


Four International Model 1-212 trucks, each mounting 4,400-gallon gasoline tanks | 
and specially designed pumping apparatus, have been placed in service at the | 
Cleveland Airport by Standard Oil Co. of Ohio. Each truck pumps 225 gallons a 
minute. The tractors are powered by Super Red Diamond 450 engines. High-volume 
| output is attained by hydraulically driven centrifugal pumps, with power transmitted 
from tractor to semitrailer. In integrated two-hose operation, the refueling rate can 


| Reo, Peterbilt and F.W.D. 


| 


| In total sales, the order to mak- 
|ers at the seven-months point was 
| as follows: Chevrolet, Ford, Inter- 


| national, Dodge, GMC, Studebaker, | 


Willys, White, Mack, Reo, Diamond 
T, Diveo, Brockway, Autocar, Fed- 
eral, Kenworth, Pontiac, 
Peterbilt and Crosley. 

* + * 


| 


classes appear to be pretty well 


SCO eS Ae 
the most economical units 
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EATON AXLES — The load-carrying and moving 
components — are performance-proved by thou- 
sands of units and millions of miles of service. 
They are installed in the position for which de- 
signed and, therefore, are not subject to abnor- 
mal stresses or to unnatural lubricating problems. 
®@ The single drive line permits a natural angle 
and direct lead of the propeller shafts; elimi- 
nates excess parts; simplifies maintenance. 
® The power divider, of simple design, assures 
the transmission of power equally to both axles. 
® A third differential in the power divider assures 
equalized power transmission to the driving 


EATON 


© 








wheels even though wheel speed may be 
variable due to road irregularities or differ- 


ences in tire diameter. 


@ The differential lock between forward and rear 
axles (optional on some models) is positive in 


action. With unfavorable 
as mud, snow, and ice, 


road conditions such 
this feature makes 


maximum traction available when required. 


Eaton Tandem Drive Axles 


give trucks greater 


load capacity, and at the same time reduce tire 


maintenance and operating 


CLEVELAND, O 


AXLE DIVISION 
MANUFACTURING 


costs. 





COMPANY 
HIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 


Engine Parts *« Rotor Pumps « Motor Truck Axles « Permanent Mold Gray lron Castings e Heater Defroster Units .« Snap Rings 


Springtites * Spring Washers * Cold Drawn Steel « Stampings« Leaf and Coil Springs » Dynamatic Drives, Brakes, Dynamometers 


F.W.D., | 





| in line with sales by classes, except 
jin the light-truck area. As con- 


| trasted against the 67.71 percent of 


\light trucks sold during the first 
| seven months this year, production 
| totals show that only 64.58 percent 
|of production was devoted to light 
trucks. This may indicate that 
{stocks of heavier units are on a 
| slight increase. 
| In a breakdown of truck pro- 
| duction totals, the following ra- 
| tios are apparent for each class: 
| 5,000 or less GVW, 46.1 percent; 
5,001-10,000 GVW, 18.48 percent; 
10,0001-14,000 GVW, 3.96 percent; 
| 14,001-16,000 GVW, 15.2 percent; 
16,001-19,500 GVW, 4.39 percent; 
19,501-26,000 GVW, 7.96 percent, 
| and 26,001 and over, 3.89 percent. 


| From these figures, it is appar- 
ent that if a serious unbalance of 


|Diamond T, Federal, Reo, Brock-; Kenworth, Dodge, Ford, Federal,| production to sales exists, it is in 


the heavier trucks. Within the first 
four classifications, sales percent- 
ages are running higher than pro- 
duction percentages, but the re- 
verse is true in the bigger trucks. 

Comparison of the sales and pro- 
duction percentages for the first 
| seven months show that the produc- 
| tion ratio for the 16,001-19,500 GVW 
|class was 4.39 percent, while the 
sales ratio was 3.98 percent. In the 
| 19,501-26,000 GVW class, the produc- 
jtion pace was 7.96 percent of the 
| total, while sales lagged with 3.96 
| percent, 

And in the heavy-heavy class, 
| production was 3.89 percent, while 
sales scored only 2.98 percent. 


California Trucker 
Producing Own 


‘Plastic Bodies 


ANTIOCH, Calif.— Truck and 
|trailer bodies are now being con- 
|structed of glass fiber and Vibrin 
| polyester resin by Seaboard Trans- 
portation Co., of Antioch. 
| The largest plastic trailer bodies 
| built to date by Seaboard are 24 feet 
jlong by eight feet wide and eight 
|feet high. This particular size is 
| the one most commonly used by the 
company, which operates more than 
300 heavy-duty trucking units. 

The units are used in “trains,” 
consisting of a tractor and two 
semitrailer combinations, with a 
|gross overall weight of 76,800 
|pounds, maximum permissible in 
| coast states. 
| Construction of the plastic trailer 
| bodies is not complicated, Seaboard 
| Officials said. The material is mold- 
}ed in wood, steel and plastic molds 
by “laying up” the fiber glass cloth 
|and mat, cut to specifications, fol- 
lowing which it is saturated with 
| Vibrin polyester resin, a U. S. Rub- 
ber Co, product. 
| As the process proceeds, pre- 
| formed ribs—made of the same ma- 
|terial—are pressed into the wet 
|layup ultimately forming a com- 
| plete section, the parts of which, 
| when cured, become one integral 
| unit. 

The bodies are made in four sec- 
tions—two sides, the roof and front 
|section. The space at the rear is 
|used for doors. After each section 
iis cured, the four are assembled 
jens bonded together by resin and 
mechanical means on conventional 
| trailer chassis, Smaller truck van 
bodies have been made in one mold. 


Seaboard officials have organized 
Seaboard Plastic Development Co. 
to manufacture the product. 


Walter A. Junge, president of 
|Seaboard, says, “The use of Vibrin 
|polyester resin and glass fiber 
|makes possible the manufacture of 
jany type of trailer body more eco- 
|nomical to produce and maintain 
|than others, as well as considerably 
\lighter in weight than those built 
| with aluminum, 
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(Continued from Page 25) 


tributors are also green as 
chlorophyll on the subject of sell- 
ing truck equipment and bodies 
under an economy such as we 
‘re now in, They were not in 
husiness back in the days when 
both Ford and Chevrolet sold 
dump bodies mounted on their 
trucks as a factory item, nor 
when Chevrolet took over 
Martin Parry Body Co., so that 
they would get the truck body 
making facilities and men who 
had made that organization one 
of the largest in the business. 
Nor do these men pay too much 
attention to the fact that Dodge 
did bring out its own forward- 
control unit complete with factory 
built body, nor that most of the 
truck factories have added six- 
wheel trucks to their line, even 
though there were several lines of 
good and accepted dual-rear bodies 
available in the market and 
nationally distributed through ef- 
ficient and sound distributors, 
Truck factories are understand- 
ably interested in the profit po- 
tential available to their dealers. 
In the past 10 years or more, they 
have shown every indication of 
working with and aiding those 
makers and distributors who work 
in harmony with their dealers in 


the field. 
+. * 7 


Just as Soonas... 
As FRED Sage, special equipment 
engineer for Dodge, said in 
his talk to the TBEA (and you can 
count on this being present Dodge 
policy), “We must continually seek 
out new ways to improve and 
solidify relationships between our 
dealers, distributors and salesmen. | 
Here again the principal of mutual | 
benefit must be the ruling factor.” 
If the truck body and equipment 
industry should be so foolish as to 








Denver Considers 
Ton-Mile Tax for 
Trucks in City 


DENVER.—In an effort to find 
ways and means of increasing rev- 
enues, Denver city officials are 
studying a ton-mile tax for delivery | 
trucks operating within the city 
limits. 

The plan would assess a gradu-| 
ated fee on all carriers, with heav- | 
ier trucks paying higher fees. No 
estimate has been made yet on how | 
much revenue it would produce. 

Richard Tull, City Council attor- | 
ney, now is gathering data from 
other cities and states—notably the | 
states of Washington and Idaho— 
on how the ton-mile tax operates. 
He will draft an ordinance to pre-| 
sent later to City Council. 


Transport Book Issued 


In Revised Edition 


CHICAGO.—A revised edition of 
Automotive Transportation in In-| 
dustry, has been published by Lloyd 
R. Wolfe, 111 W. Washington St., 
Chicago 2. The book is authored by 
Samuel J. Lee, lecturer and con- 
sultant on fleet management. 

“Next to salesmen’s salaries, auto- 
motive expense is probably the 
largest single item of expenditure | 
incurred in sales activities,” says | 
Lee. “The efficiency of any sales de- 
partment is largely dependent upon 
the fleet manager who, if he has 
the understanding and support of 
top management, can effect large 
Savings in money, time and a 


greatly lowered accident rate.” 
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let their present “panic” lead them 
into merchandising paths that do 
not include franchised truck dealer | 
cooperation, past experience in- 
dicates that there won’t be any 


days of grace in which to revamp | 


their programs. 
Everyone in the truck industry 
has a tremendous training and 


educational job to do. It is | 


particularly tough right now 
when retail truck dealers have 
so few men who can sell trucks 
and when so many truck dealers 
have shown a tendency to throw 
away their profits to move vehi- 
cles, rather than salvage as much 
profit out of their deals as possi- 
ble. 





|junction with 
|vention at Miami, 


jship problem _ with 





ment emphatically tells them that 
if they are going to stay in business 
they will have to squeeze every 


penny of possible profit out of | 


|every deal, then they will be com- 
ing back to the truck body and 
| equipment distributors for help. 
And in my book, then is the 
time when the body and equipment | 
idistributors merchandising) 


problems will be considerably re-| 
| lieved. 


* * * 


Who Got What? 
ADA is now all set in its en- 
deavor to help out 

distributor-truck dealer 


the annual con- 
Jan. 9-13. 


Here topline dealers, who have 








| 
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| Adams Mofor Sells Five Oil Trucks— 
in this | 
relation- | 
its truck 
equipment show to be held in con- 


|had little interest to date in their | 


| 


truck business, will 


|noses rubbed 


But time, the great healer, will|tential of the “plus sales” end of 


take care of this 


situation (the business. It would be asking 


eventually as it always has in the | too much to feel that all will come 
past. And I do not look for the| away with a determination to get 


cure to be so very far away. 


Just as soon as truck dealers | and equipment 


|into the active selling of bodies 
immediately, but 


realize that if they are going to| | Tl bet a goodly number of big} 
continue to sell the line they will| dealers will have a change of heart. 


still have trucks to sell and just as| And when the 
soon as their profit and loss state- | getting active, 


the 


have their | 
into the profit po-| 


These five trucks were delivered to Blue Seal Petroleum Co., DeWitt, Ark., by Adams 


Motor Co. (Studebaker), DeWitt. 


Shown (from left) are Richard Watkins, Lester L. 


Reidhar, J. lL. Murphy, James Brown jr, and C. P. Gordon, company manager. 


again be well on its way to a 
partnership deal at the retail level. 

If a broadcast from WLW one 
day during the TBEA convention 
in Cincinnati had originated in 
York or Lancaster, Pa, there 
would have been some excuse for 
the complete “ball up” that oc- 
curred. 

Mrs. Paul Hafer, wife of the 
“top man” at the Boyertown Auto 
Body Works, won a deluxe gas 
range on a WLW quiz program. 
She has a complete electric kitchen 


“bell cows” start| and there is no gas in Boyertown, | 


industry will | | so She decided to give the stove to | the stove and who will get it? 





a young couple in Plymouth, Mich. 
The boy is a GI just getting back 
from his two years on the Korean 
front. 

The WLW broadcast went some- 
thing like this: “The lady, who won 


|that wonderful gas range on this 


show last Monday, is Mrs. Paul 


| Schaeffer, who is president of the 
| Schaeffer Pen Co. Not having any 


gas in their home town of Boyer- 
ville, they are sending this magni- 
ficent range to a GI who lives in 


|Plymouth, Mass.” 


Now the question is, who won 





RIGHT UNDER HIS NOSE 
... but does he see it? 


Scores of training centers coast-to-coast—plus a staff of 





Pad Socony-Vacuum will help train your °°. 
* lubrication men to find extra business 
*., for your other service departments! |. 


7 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


@ America’s Favorites—Mobilgas and Mobiloil. 
@ World’s Greatest Lubrication Experience. 


@ Exclusive “On-The-Job” Training. 


experienced instructors and salesmen to train your men 


on the job—make Socony-Vacuum’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 


emphasis on the make of car you sell... teaches them to 
P ; 


point out the need for parts and services to your custom- 


ers. Result: your service departments get extra business, 


your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 


Mobilgas 


SOCONY-VACUUM 






SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 














Truck Can Hoist 5 Tons— 


This Studebaker two-ton truck with a special high lift is a familiar sight in Turlock, 
Calif., where the vehicle is used by Bergman Roofing Co. The truck has a five-ton 
capacity hoist and was sold by J & B Motors (Studebaker), Turlock. Shown (from left) | 
are Carl Bergman, owner of the truck; H. Emory Bonander, partner in J & B Motors; | 
Don Mayer, Studebaker district manager, and Einar F. Johnson, J & B partner. 


Wondering how new-car and truck production and sales are 


Sales of Packards in the Mon- 


rovia (Calif.) area exceeded the 
national average by 9 percent in 
July. This fact brought special 
commendation to L. E. Gustafson, 
Monrovia district manager, and 
Clifford T, Nutt, Monrovia dealer, 
from James J. Nance, president of 
Packard. 

Gustafson received his award in 
Detroit at a two-day conference 
with executives of the engineering, 
service, marketing and product 
planning boards. 

* * * 


Hayes Brothers Acquire 


Murray Buick Sales 


Murray Buick Sales & Service 
Co., of Murray, Utah, has been 
bought by H. Norman and Jerry 
Hayes, of Salt Lake City, sons of 
Briant E. Hayes, Studebaker 
dealer, 

The new firm will be known as 
Hayes Brothers Buick. The 
Hayeses bought the franchise 
from Robert A. Sherart and Percy 
Skinner. 


making out? AUTOMO- 








ator of Norman Motor Co. (Stu- 
debaker), Murray. He announced 
that his business would be closed 
immediately. Jerry Hayes has 
been associated with his father’s 
firm for the past eight years. 


Globe-Traveling Orr 
Speaks to Clubs 


Verne Orr sr., head of Verne Orr 
|Motors (Chrysler-Plymouth), Pasa- 
idena, Calif., addressed a joint 
luncheon of the Pasadena Chamber 
|of Commerce and Rotary Club. | 
Orr recently returned from a 37,- | 
000-mile world tour. 
* = * | 


Fields Heads Auto Division | 


Of Portland UF Drive 
| Philip L. Fields, Fields Chev- 
| rolet Co., has accepted chairman- 
| ship of the automomtive division 
of the annual United Fund cam- 
paign in Portland, Ore. Vice- 
| chairman will be George P. Eas- 

| ton, Reo Truck Sales Co. 
Dave Logan, Logan Oldsmobile 


of new-car dealers; Vernon E. 
Hansen, Wentworth & Irwin 
(GMC), head of the truck group; 
Clark Graham, Braley & Graham 
(Buick), auto parts and suppliers 
group, and Franz Ridgeway, 
U. 8. National Bank, used-car 
dealer group. 


Packard Distributor Names 


Southern California Chief 


Appointment of A. William Oster 
as southern California zone man- 
ager of Earle C. 
Anthony, Inc., 
statewide Pack- 
ard  distributor- 
ship, has been 
announced by 
George A. Wag- 
ner, general sales 
manager. 

Oster has a 
background of al- 
most 20 years’ ex- 

: perience in auto- 
a, Wan, Cuter motive sales and 
service, He was with Chevrolet’s 
field staff from 1936 until 1950, 
when he became an auto dealer in 
California. In 1952, he disposed of 


% 





|his holdings to join the Anthony 








TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | 
automotive industry, every week throughout the year. 
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H. Norman Hayes is the oper- 


Wegner Air | 


WadégnerElectric @rporation 
6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S. A. 
(Branches in Principal Cities in U.S. and in Canada) 
LOCKHEED HYDRAULIC BRAKE PARTS and FLUID... NoRol ... CoMaX BRAKE LINING .. . AIR 
BRAKES .. . TACHOGRAPHS ... ELECTRIC MOTORS ... TRANSFORMERS . . . INDUSTRIAL BRAKES 





Co., has been appointed chairman 






Like B. G. Maggenti, men who are re- 
sponsible for fleet maintenance must 
make it a policy to keep repair and re- 
placement expenditures at an absolute 
minimum. That’s why so many of these 
men rely on the proven dependability of 
Wagner Air Brakes and Wagner Rotary 
Air Compressors. They’ve seen their 
tractor units equipped with Wagner Air 
Brakes perform efficiently mile after mile 
in heavy-duty hauling service... with 
complete assurance that Wagner Air 
Brake Systems give the greatest degree 
of safety on the road. 


Regardless of the type of fleet you 
operate, Wagner Air Brakes and Wagner 
Rotary Air Compressors will provide 
trouble-free operation at lowest mainte- 
nance costs. You're assured of safety- 
tested engineered perfection. Wagner 
Air Brake Systems are backed by more 
than twenty-five years’ experience in the 
manufacture of brakes and complete 
brake systems. Next time you order new 
units, make sure you specify Wagner Air 
Brakes with the exclusive Wagner Rotary 
Air Compressors . .. you can get full in- 
formation by sending for your free copy 
of Wagner Bulletin KU-201A. 





K53-9A 


| organization. 
* * * 


Burglars Drive Away 


'Cars from Warehouse 


Burglars drove away three 1953 
|autos after breaking into the Holt- 
;singer Motor Co. warehouse in 
| Tampa, Fla. 

| Robert Diaz, shop foreman, told 
|police he found a warehouse door 
|open when he went there to move 
| some new cars. 

* * * 


McDonald-Scott Adds Lot 


| McDonald -Scott Chevrolet Co., 
|has opened a_ used-car lot at 
| Twenty-Eighth and Walker, Capitol 
Hill, Okla. Paul Trumbly is man- 
ager of the lot. 
* * x 


Robertson, Camp Site Donor, 


Receives Thanks of 100 Boys 


Ellis Robertson, Keene (N. H.) 
dealer, has been presented a sil- 
ver plate made by the more than 
100 boys at the YMCA camp on 
Arch St. 

Robertson, who donated the lo- 
cation, also received a scrapbook 
containing camp pictures and 
notes from each camper. 

a * * 


| Pittsburgh Dealer Opens 


Covered U. C. Building 


A. D. Motor Co. (Studebaker), 
Pittsburgh, now has a three-sided, 
covered used-car building which 
can house 60 cars. 

The open-front concrete struc- 
ture is 100-feet wide by 40-feet long. 
It is topped by a 20 by 100-foot 
floodlighted sign. The back row of 
the building is used for new-car 
storage. 

Sales Manager T. D. Salsgiver 
says the structure will be especially 
valuable in winter since it will keep 
snow and rain off the cars, re- 
sulting in less maintenance work. 

* x * 


Hamilton (Ont.) Outlet 

Hit by $10,000 Fire 
Firemen worked for almost 
three hours to quench a blaze at 

City Chevrolet Oldsmobile, Ltd., 

44 Catharine St. North, Hamilton, 

Ont. Only one car was damaged. 

An official of the firm estimated 

equipment damage at about $5,000. 

Damage to the building also was 

set at about $5,000. 

7” od * 
Gore Stays Open Longer 
For ‘Family Affairs’ 
| Gore Motor Co. (DeSoto-Plym- 
|}outh), Twin Falls, Id., has estab- 
\lished a new policy of remaining 
open Friday evenings and Satur- 
day afternoons. 

Officials of the firm said business 
hours were extended because the 
purchase of a car has become a 
“family affair.” 

+ - * 


Irwin-Jones’ Softball Team 


| Again Cops Northwest Title 
A top softball team in the Pacific 
| northwest for the second successive 
year is the Irwin-Jones Dodgers, 
sponsored by Irwin-Jones Motor 
|Co. (Dodge-Plymouth), Tacoma, 
Wash. 

The Dodgers won the regional 
crown over teams “rom Washing- 

(Continued on Page 31, Col. 1) 
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Doings 


(Continued from Page 30) 


ton, Oregon and Idaho in playoffs 
at Pendleton, Ore., going through 
the double-elimination tournament 
undefeated. 

+ + * 
Floyd’s Formally Opens 
In New Headquarters 

Formal opening of Floyd’s Sales 
& Service (DeSoto-Plymouth), Win- 
field, Kans., was held in the firm’s 
new home, 

Floyd Davis, owner-manager, has 
been in the auto business in Win- 
field since 1921. He has been a De- 
Soto-Plymouth dealer since 1929. 

* * * 


N.C. Association 
Names 5 Members 


To Safety Group 


T. A. Williams, of North State 
Chevrolet Co., Greensboro, N. C., 
has announced the names of 
members of the safety committee 
for the North Carolina Automobile 
Dealers Assn. Earlier, Williams was 
reappointed chairman of this com- 
mittee by T. L. Black, of Pine- 
hurst, NCADA president. 

Serving with Williams will be W. 


F. Yarborough, of Yarborough| 


Motor Co., Fayetteville; N. C. Brax- 
ton, of Braxton Motor Sales, Inc., 
Whiteville; Walter Deal, of Thomas 
Buick, Inc., Asheville, and W. P. 


McDowell jr., of McDowell Motor | 


Co., Elizabeth City. 

Representing the new-car and 
truck dealers in their areas, the 
five committeemen have been dele- 
gated to formulate and promote an 
expanded safety program. 

Already 
sociation-sponsored driver-training 


program. Officials in the State De- | 


partment of Public Instruction 


are lending, free of charge, ap- 


proximately 200 new cars for use| 


by 280 high schools. 
~ * 


* 
Boston Appointed Chairman 


Of Okla. Highway Group 


Fred Boston, a delegate from 
the Oklahoma Automobile Deal- 
ers Assn., has been elected chair- 
man of the Oklahoma Highway 
Users Conference. He succeeds 
Ralph Dobbs, Yukon, Okla. 

Boston, an Enid dealer, said the 
group will ready its program for 
improvements to state roads be- 
fore the next legislative session 
in January. A “Project Adequate 
Roads” committee, headed by H. 
Mead Norton, Oklahoma City 
auto dealer, is presently conduct- 
ing a survey of road conditions. 


Rose Cited 
Church Honors Detroiter 


For Racial Work 


Saul Rose, president of the Chev- 
rolet Dealers Assn. of Greater De- 
troit, has been cited by St. Cyprian’s 
Episcopal Church for outstanding 
contributions to improving com- 
munity human relations. 

Rose, head of Grand River Chev- 
rolet Co., was honored “in recogni- 


in effect is the as-| 





eral sales manager, Edward T. 
Kelly; fleet sales manager, J. R. 
Kelly, and used-car manager, Jo- 
seph Kelly. 


* * * 


30 Years with Buick 


Buick Co., it is announced by R. K.| Celebrated by Taylor 


Kendall, San Francisco zone man- 
ager for Buick. 


Houghton has taken over the fa- | 


cilities and personnel intact and is 


continuing the Buick location at) 
Street. Most recently} 
Houghton was general sales man- | 


139 “G” 
ager for the Nicholson Chevrolet 


Co. at Davis. 
* * * 


Lindburg Adds Lot 


Lindburg Cadillac Co., St. Louis, 
has purchased property at 4024 Lin- 
dell Blvd. for use as a used-car lot. 
|The present buildings will be torn 


| said. 
| * * * 


Kelly Acquires Yobt 


Yobt Chevrolet, Oakmont, Pa., 
has become Kelly Chevrolet, The 
new owner, George J. Kelly, was 
for eight years sales promotion 
manager of Chevrolet. Secretary- 
treasurer is Clair F. Stewart; gen- 


|down and the area paved, officials | 





James H, Taylor, president of 
Community Buick, Inc., 57 West 
38th St., Indianapolis, has cele- 
brated his 30th anniversary with 
Buick. He served as a factory 
representative for 18 years and 
for 11 of those years covered the 
Indianapolis district. 

He left the factory to enter re- 
tail sales 17 years ago and organ- 
ized Community Buick and has 
served as president since. 

* oJ * 


Murphy Installs Tower 


Bill Murphy Buick, Culver City, 
Calif., has just installed a new 25- 
foot tower on his plant. It will 


| house the new Flash-a-Call service 


production control. 
» * * 


Foreign-Car Dealership 
Opened in Wilmington 
Automotive Importers Corp., a 


dealership for foreign cars in Wil- 
mington, Del., has been organized 
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U. S. Rubber Cited— 


C. L. Moody, factory manager of United | 
States Rubber Co.'s Detroit plant, accepts | 
a certificate of appreciation from Col. J. G. | 
Colson, chief of the Michigan Military | 
District in recognition of the company’s 
“faithful and cooperative spirit in the 
release of employes for performance of 
military duty.” 
with E. Paul duPont jr. as presi- 
dent and Stanley M. Hoffstein as 
secretary and general manager. 

The firm sells the British Ford, 
Jaguar, MG, Morris Minor, Mer- 
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cedes- Benz, Porsche and Volks- 
wagen. 

Standard Motors, which carried 
similar lines, closed earlier in the 
summer and its showroom and 
garage were taken over by Sterling 
Auto Sales (Dodge-Plymouth). 

oe * * 


Idaho Elects Ashworth, 


Wills to NADA Groups 


Two Twin Falls automobile 
dealers have been chosen to serve 
on advisory committees of NADA. 

E. J. Wills, president of Wills 
Motor Co., will be Idaho repre- 
sentative on the Nash committee. 
J. C. Ashworth will represent 
Idaho on the Chrysler group. 

* * x 


Allegheny Opens Lot 
Allegheny Motor Sales Corp. 
(Plymouth), Pittsburgh, has opened 
a used-car lot. F. Benz, president, 


j}and Carl Eisenbeis, vice-president, 


handle all sales. 
+ + + 


Cruz*Joins 100-Car Club 

For Ninth Year in Row 
Gilbert Cruz, a salesman for 

Ormsby Chevrolet Co., San An- 

tonio, has become a member of 


the Chevrolet 100-Car Club for 
the ninth consecutive year. 


NEW PLAN BOOSTS BODY SHOP 
PROFITS UP TO 40% OR MORE! 


Also helps sales of both 
new and used cars 
| Blackhawk’s new plan for body 


estimate that more than 200 dealers | 





tion of the nondiscriminatory hiring ' 


and upgrading policy which his firm 
has practiced over the years.” 
x * * 


Garner-Randall Erecting 


New Building in Amarillo 
With the completion of its new 
building expected in about two 
months, Garner-Randall Co. (Lin- 
coln-Mercury), Amarillo, Tex., will 
move to Sixth and Jefferson. 


shops is proving attractive to both 
dealers and independents. This 
plan, along with new “Porto-Pow- 
er” developments, skyrockets la- 
bor profits. To the — 
this means ability to make more 
attractive bids and higher net 
profit. However, to the dealer it 
also means more overhead absorp- 
tion which, along with lower re- 
conditioning costs, permits better 
offers on used cars, yet more prof- 
its on trade-ins. 





Merchandising aids 
for body shop 
included in plan 





“ 
— 





“ONE HOUR SAVED 
PER DAY, per man pays 
for each Bench-Rack 

Te eae 


Bench-Rock creates a work 
center for every body man 


Heart of the revolutionary Blackhawk Plan for body shops is the ““Bench- 
Rack” system. Combining a work bench and a holding rack, each “Bench- 
Rack” includes all Bantam and 10-ton general-purpose “Porto-Power” equip- 
ment necessary for rough-out work, on or off the car. Many dramatic new 
“Porto-Power” time-saving attachments are introduced to help produce 
up to 40% more labor dollars per man. Your Blackhawk jobber has a special 
presentation for you on “Bench-Rack” and the big Blackhawk “Dollars-from- 
Damage’ Plan. Ask him for it TODAY or write us. 


FOR THE FIRST TIME, a sign is available (for 
nation-wide public recognition) to let cus- 
tomers know you have a body department. 
This attractive three-color metal sign can be 
mounted inside or outdoors. 


Witt Motor Co. (Nash), has 
leased the location at 201 Polk St., 
now occupied by Garner-Randall, 
and will operate from offices and 
parts room at 813 W. Sixth until 
Garner-Randall vacates. 


” * * 


Cook Chevrolet Renovates 
Cook Chevrolet Co., 2424 E. Car- | 
son St., Pittsburgh, has renovated 
its parts department, installing a 
new bin system. 
* 





ELIMINATES NEEDLESS WALKING, BORROWING, WAITING — THIS PLAN, with ‘‘Bench-Rack’’ equip- 
And that means cost savings that make your selling job ment, offers Blackhawk ‘'Porto-Pow- 


ewe oe “wee “* ” ® se 
| td en easy! ‘‘Bench-Rack’’ organizes the shop — each man er’’ set-ups absolutely essential to 





McDonald Buick in Calif. 


Bought by Houghton 

Houghton Buick Co., headed by | 
Lowell Houghton, has been ap-| 
pointed Buick dealer at Davis,| 
Calif. succeeding the McDonald | 


DIRECT MAIL AND NEWSPAPER MATS — these 
are part of the big Blackhawk package for 
body shop owners to use in getting more 
“Dollars from Damage.’’ Also available: 
new shop manual and colorful shop posters 
illustrating basic ‘‘Porto-Power’’ set-ups and 
money-making applications. 


has everything needed for work in his own stall. Body 
shops know this helps maintain schedules. 


profitably handle all 20 major body 
sections. 


A Product of Blackhawk Mfg. Company, Dept. P-40103, Milwaukee 1, Wis. 


ony BLACK HAWK «es Porto Power 





gain 
Nash steals 
the Show! 








* The farm lad’s whistle . . . and the verdict of 
distinguished European styling judges .. . both prove 
that Nash beauty speaks a language the whole world 
understands and appreciates. 


Again this was demonstrated in one of Europe’s foremost 
automotive styling competitions, the ‘“Grande Concours 
d’Elegance’’, held recently in Antwerp, Belgium, when 
America’s own Nash Airflytes captured highest honors 
against the best of international designs. 


Winner of the First Grand Prize, the Nash Ambassador 
topped the show . . . with two other Nash models also 
winning awards. Here is another great tribute to the 
inimitable “touch” of Pinin Farina... to Nash 
leadership in continental styling! 


This month’s Nash poster on more than 5,000 billboards 
across the country dramatically calls attention to the 
universal appeal of Nash design. 


Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 





A This is another poster idea which received an 
award in the 1953 Nash Outdoor Poster Contest. 


x Gn Beauty, foo— 
You'll Find None So New As 





nn aloo— 


AMBASSADOR ° STATESMAN 
RAMBLER 
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Highways & Safety... 


Traffic Fatalities Beat 
Korea Casualty Lists 


By Gerhardt Neumann The traffic toll, therefore, was 30 
Staff Writer | cemes greater than battle casualties 
m PPARENTLY it’s safer to fight |in Korea. 
in a war than to drive a car 
in the U. S. 

During the 37 months of fighting 
in Korea—which is considered by 
the War Department the fourth 
bloodiest conflict in American 

history — total 





* * * 


Summer Record Better 
ECENT statistics of the 
National Safety Council, how- 

ever, are not quite so pessimistic 

but emphasize that the traffic toll 





28 Training Cars from Poteau Motor— 
In the last four years, Poteau Motor Co. (Mercury-Ford), Poteau, Okla., has given 


casualty figures DE Degree sy aia tees the area's seven high schools 28 training cars. The firm reports that it receives ex- 
real “$5 5 008 was one percent lower than a year | cellent cooperation from the State Safety Department in this program. 

cluding 25, oe = a ae Meee Re ae, ae 

killed. before. per 100 million miles this year 


For the first seven months of against 6.7 last year. 
the year, the increase in traffic! ‘The greatest increase in fatalities 
deaths was two percent, compared | was observed in the north Atlantic | Jacksonville, Fla. 
with the period. F ee j and north central regions, where ae 
this year totaled 20,420 against 19,-| geaths were up four and 15 percent, . 
950 last year. respectively. P P They Walk in Darkness 
It is pointed out, however, that The mountain region also showed | 
travel was about 6 percent higher (a small increase, while other areas | 
than last year, so that on a mile- | registered lower fatality rates. 
age rate there were 6.5 deaths | 


During the same 
period, there were 
an estimated 4,- 
200,000 car casu- 
alties on the home 
front, including 115,000 dead, it is 
pointed out by H. G. Kemper, presi- 
dent of Lumberman’s Mutual Casu- 
alty Co. and American Motorists 
Insurance Co. 








There are many more cars equipped with Delco 





auto radio than with any other make. That's because 
car manufacturers and car dealers know that 

You can measure pleasu re buyers want the auto radio that brings greater 

listening pleasure. Notable electronic advancements 

at Delco Radio over the years have created this 

popularity. Among these developments is the 


by the mile... with 


Deleo Auilo Rail 


famous and exclusive Delco SignalSeeking Tuner —a 
device that automatically selects and receives all available 
stations, one after another, at the touch of a finger. 
Customers looking for the best in automotive radio will 
be satisfied by the superb tone and the long-range 

ability of any one of four unusual models in the 


Delco Radio line . . . ask your car manufacturer. 


GENERAL MOTORS CORPORATION 
KOKOMO, INDIANA 





Delco Signal-Seeking Radio 
Completely automatic tuning! Press 
the Selector Bar and the Signal- 
Seeking Tuner travels across the 
dial until it encounters a station 
signal. Another touch of the finger 
and the next station is tuned in 
. selection virtually unlimited! 





Delco “Favorite Station" Radio 

Highest development of the auto 
radio science . . . combines push- 
button tuning of any five predeter- 
mined stations with Delco Radio's 
famous Signal-Seeking Tuner. Push- 
button stations easily arranged by 
sliding tabs . . . easily readjusted. 
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Delco Push-Button Radio 


Push-button setting to any five 
predetermined stations, without 
tools . . . re-setting is equally easy. 
Manual control also provided. Dual- 
purpose tubes afford extra long- 
range performance . . . automatic 
volume control prevents fading. 


Delco Manual-Control Radio 
High in quality . . . low in cost! 
Comparable to the push-button 
radio in performance and tone 
quality, this model Delco provides 
crystal-clear, long-range reception 

. tone control and automatic 
volume control are both included. 


NOTHER statistic of the 
National Safety Council shows 
|that darkness is a contributing) has been accomplished. 
A total of 323 cities, according ‘factor to auto accidents. Of 38,000 | 
“~~ | rection for a highway safety 





traffic deaths in 1952, about 20,800 
occurred at night. 

On a national basis, there were 
last year five traffic deaths by day 
per 100 million vehicle miles, and 
13 at night. 

This ratio changes markedly 
when broken down into urban 
and rural areas, In urban regions, 
day fatalities totaled three, and 
night fatalities nine. In_ rural 
areas there were seven by day 
and 17 at night, 

It is also noted that, while both 
the pedestrian and nonpedestrian 
deaths rise during the hours of 
darkness, the change is propor- 
tionately greater in pedestrian 
deaths. 


4. Cardinal Sins 


E insurance official, Paul H. 
Blaisdell, of the Assn. of Casu- 
alty & Surety Companies, puts the 


to council statistics, had a perfect|pjlame for accidents on four “car- 
record in July, among them three | qinal sins of highway safety pro- 
large cities, Cincinnati, Omaha and | motion.” They are listed as follows: 


| 1. Traffic law enforcement as a 
|goal rather than a reality. 
| 2, The tendency to hide from the 
}true facts of the traffic record. 
8. Reliance upon traffic fatali- 
ties for the evaluation of what 


4, Neglect of a clear, concise di- 


| program. 
“There is no thrill, no inspiration 
and no motivating force when 15 to 
|50 goals are held to be equally im- 
portant,” Blaisdell feels. 
x = ” 


‘Canadian Meeting 
Slates Panel on 


Road Financing 


“Who Shall Pay for the Roads 
We Need?” will be the main topic 
of discussion at the 34th annual 
convention of the Canadian Good 
Roads Assn. in Victoria, B. C., Oct. 
14-17. 

Leaders from business and 
government will get together in an 
attempt to find a solution to this 
and other questions. 

Dr. R. W. McColough, executive 
assistant of the Highways Minister 
of Nova Scotia, will present the 
official viewpoint. F. C. Cronkite, 
dean of law of the University of 
Saskatchewan and chairman of the 
Saskatchewan Municipal Advisory 
Commission, will represent the 
municipal interests. 

Others participating in the dis- 
cussion will be R. W. MacDonald, 
director of the Canadian Automo- 
tive Transportation Assn.; W. G. 
Scott, transport economist of the 
Railway Assn. of Canada, and J. H. 
Perry, of the Canadian Tax 
Foundation. 


Wash. ices Group 


Holds Convention 


The Washington State Good 
Roads Assn. concluded its three- 
day convention in Aberdeen with 
the adoption of several resolutions 
with respect to the handling of 
motor vehicle funds and future 
highway construction. 

One resolution recommended that 
the State Toll Bridge Authority 
give consideration to modern ferry 
and ship designs, short routes, rate 
structures and fast shuttle service, 
further recommending that such 
ferry routes be integrated with any 
future location of cross - sound 
bridges. 

Diversion of motor vehicle fund 
money for non-highway uses was 
severely criticized in a resolution. 
The association urged a study of 
new methods of financing the State 
Highway Patrol and State License 
Department. 

Louis Bovee, of Cashmere, was 
elected as the new president. 
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a 91 years ago Aug. 28, that 
New Haven railroad conductor, 
Edwin L. Drake, arrived at Titus- 


ville, Pa. accompanied by his 
“drillman,” Uncle Billy Smith, and 
started to dig a hole in the ground 
to look for oil, the “crackerbarrel” 
philosophers around the village 
store knew he was crazy. 

They chuckled and called it 
“Drake’s Folly.” They had no 
time for these new-fangled, radi- 
eal, dangerous innovations. 
In fact, they might have called 
it un-American. 
Drake had no 

things the stuff could be used for. 
Pioneers, pushing west, used to dig 
pits near Titusville to secure their 
supply of brine. But it had a dis- 


agreeable odor. In 1791 it had been | 


advertised as “Seneca Oil,” a 


natural remedy to ease the rheu- | 


matic pains of the weary soldiers 
of the Revolution. Then a druggist | 
tried selling it as lamp oil, but im- | 
purities made it burn badly and | 


idea of all the! 
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regains control and the financial 
burdens of Iran are eased, the 
Iranian supply might be chan- 
neled into the world market with- 
out serious disturbance. 

Since World War II, Middle East 
oil has become an important factor. 
The output averaged last year 2,- 
129,000 barrels daily, outranking 
South America and the caribbean 
area by 50,000 barrels daily. 

Now Russian salesmen are bid- 
|ding for a share of the western oil 
market. Russian agents have made 
|a deal with France for 400,000 tons 
of Russian and Roumanian oil with 
proposed deals with Argentina, Ice- 
|}land and Greece, Finland expects 
to buy 650,000 tons from Russia, 
while 300,000 tons were exported 
westward in the first six months of 


this year. 
* * * 





| Russia Sallies Forth 

HE Iron Curtain countries do 
| not begin to rank with the big 
oil exporters like Saudi Arabia, 


which shipped about 42,000,000 tons | 


in 1952. 

The Kremlin’s tight-fisted con- 
trol of her satellites’ crude - oil 
production has given Russia 
enough leeway to sally forth into 
the export markets. Under the 
terms of the recently completed 





with a loathsome stench. 


Two New York lawyers, im- 
pressed with the growing popular- 
ity of distilled coal oil, started a 
company to get a cheaper illumi- 
nant by distilling Pennsylvania oil. 
It was the first oil company in the 
United States. They made Drake 
president and gave him the title of 
“colonel” for publicity reasons. 
Drake couldn’t find workmen, nor 
could he keep the sand from filling 
up his digging. Finally he hit upon 
the idea of first driving down an 
iron pipe and running his boring 
tools through it. He truck oil at 70 
feet and the first commercial oil 


well was in business. 
* oe ad 


Scoffers Move In 


— the old story was repeated. 
Sneerers, scoffers and know-it- 
alls moved in in the wake of 
Drake’s success, It was the Gold 
Rush all over again. Everyone was 
going to get rich right now. Tall 
derricks, crude engine houses and 
board shanties replaced the green 
fields and quiet pastures of the 
humble backwoods valley around 
Oil Creek. 

In 1861 a well was drilled to 
500 feet. Suddenly the tools shot 
up on a geyser of oil that could 
not be controlled for days. This 
first “gusher” yielded several 
hundred barrels of oil per day. 
Then the oil boom was really on. 
Everyone, including Drake, ‘who 
had no patent on his ideas) went 
busted. A press account describes 
one company as “The Munchausen 
Philosophers Stone & Gull Creek 
Consolidated Oil Co., which yielded 
also cooking butter ... XXX ale 
... turtle soup and bounty money.” 
Inevitably the bubble burst—carry- 
ing thousands to ruin. 

That was the beginning of the 
Petroleum Age. 

~ -” oS 


World Moves on Oil 


Now the world literally moves on 
~% the inherent power that lies in 
petroleum, Everything from the 
giant diesel locomotive, pulling the 
transcontinental express, to motor 
cars, trucks, airplanes and lawn 
mowers, depends on oil. 

Oil men are a trifle concerned. 
Iranian oil has been out of the 
market for more than two years 
—amounting to 700,000 barrels a 
day. If the Anglo-Iranian Oil Co. 
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lwo Lips 
make 


the difference 


| Russo-Swedish trade agreement, 
the Kremlin has undertaken to 
deliver 80,000 tons of gas oil and 
20,000 tons of tractor kerosene 
with 50,000 tons of fuel oil all 
coming from Poland. Increasing 
| shipments of Russian oil are go- 
| ing to Italy, Belgium, Norway 

and Denmark, 

Russia claims to have produced 


47,000,000 tons last year—5,000 tons | 
more than in 1951, She has set 70,-| 
000,000 tons as her goal for 1955. | 


This compares with United States 
production of 308,978,000 tons in 
1952. Russia is second only to the 
United States as a consumer of oil, 
but per capita consumption is much 
smaller because of the depressed 
| standard of living. 


| 


P.S. However, when our grand- | 


children read this, they will recall 
that I told you on this date that, 
|in spite of the fears of the poli- 
|ticians who are thinking of the 
| next election, the Russians don’t 
|want to fight anyone. They sent 
| Vishinsky over here to keep talking 
while we forget to keep the eye on 
the cash drawer and neglect to 


watch our business—which has to) 
do with the sale of what we can| 
manufacture produce or take out | 
of the ground—until they can make} 


|}up for those lost generations of 
Stalin, the Czars and ignorance. 


all 
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M.I.C. Honors Leahy— 


At a dinner in Los Angeles, Motors In- 


| surance Corp. honored M. J. Leahy (left), 


branch manager, on his 25th service an- 
niversary with the GM division. R. W. 
Schacht, regional manager, presented him 
with a watch. 


Stringer Heads Service 


Forest Stringer has been ap- 
pointed service manager of Walk- 
er-Durant Motor Co., Augusta, Ga. 


BOWER STRAIGHT ROLLER BEARINGS HAVE 
DOUBLE-LIP CONSTRUCTION ...FOR STRENGTH! 


Unless the flute-tootler keeps a stiff 
upper (and lower) lip, the cobra has 
lunch-- on the swami! 


Lips are 


important in bearings, too. 


The double-lip construction of 
Bower straight roller bearings pro- 
vides superior strength and excellent 
alignment of rollers, with conse- 
quently increased bearing life. Close 
tolerances mean easy installation. 
Ask your Federal-Mogul jobber! 
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BOWER 


Straight Roller Bearings 


Federal-Mogul Service 


(Division of Federal-Mogu! Corporation) 
DETROIT 13, MICHIGAN 


For service applications: Bower double- 


lip straight roller bearings ¢ Spher-O- 
Honed tapered roller bearings e 
Journal roller assemblies. 


Rubber Use Dips; 
Synthetic Types 
Lose Ground 


NEW YORK. — New-rubber con- 
| sumption during August amounted 
}to 102,694 long tons, 2.57 percent 
|below July consumption of 105,405 
| long tons, according to the Rubber 
Manufacturers Assn. 

Natural-rubber consumption in 
August amounted to 43,508 tons, 
117 percent under July con- 
sumption of 44,023 tons. 

As a percentage of the total new 
rubber used, natural rubber in- 
creased its share to 42.37 percent 
from 41.77 percent the month be- 
fore. During the first eight months, 
40.09 percent of total new rubber 
consumed was natural, as against 
34.87 percent during the comparable 
period of 1952. 

Synthetic rubber use was down 
3.58 percent in August to 59,186 
tons, compared with 61,382 tons of 
all types of synthetic rubber con- 
sumed during July. 

Consumption of reclaimed rubber 
was estimated at 22,418 tons, 4.03 
percent lower than July’s con- 
sumption of 23,358 tons. 
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Truck Equipment Council Urged 


(Continued from Page 25) |the Industrial Fasteners Institute; 
iC. L. Harvey, of Lamson & 
Sessions; Robert Looker, of Huch 
Mfg. Co.; D. H. Samuelson, of 
National Screw & Mfg. Co., and E. 
G. Werthheimer, of Sterling Bolt 
Co. 
The panel on “Insulated, 
Refrigerated and Low-Tempera- 


balancing our cash outgo with our 
cash income.” 

Davis went on to outline how 
the revamped Department of 
Commerce was getting set up to 
be of more aid to business, both 
large and small, and how his di- 
vision could be helpful to truck 
and truck body and equipment 
makers. 


This year’s convention was the | Ohio Company Offers 
iati had | ° ° 
largest that the association ha New Hydraulic Line 


ever held, with more than 500 | 

registrations, and Fearson S. MOUNT GILEAD, O.—A com- 
Meeks, secretary-treasurer was able plete line of hydraulic cylinders, 
to announce to the members that | valves, pumps, motors, power units 
now they had a very comfortable | and accessories has been announced 


bank balance and that membership | by the hydraulic power division of 





ture Truck Bodies” was moder- 
ated by D, N. Rupert, of Schnabel 
Co., and included Harry E. Lewis, 
Industrial Mineral Fiber Insti- 
tute; Rollin F. Allyne, Hunter 
Mfg. Co.; M. B. Green, U. S. 


| Thermo Control Co.; H. P. Han- 
| sen, Dole Refrigerating Co.; H. | 


D. Johnson, U. S. Department of 
Agriculture; E. M, Myers, Gus- 
tin-Bacon Mfg. Co. and F. W. 


| Segerstrom, Libbey - Owens -Ford 


fiber glass division. 


The third panel, on “Materials 


| Used in Truck Body Construction,” | 


had as its moderator Paul R. Hafer, 
Boyertown Auto Body Works, Inc. 
Taking part were E. P. White, 








Fay 





| Cedar Rapids Increases Garbage Truck Fleet— 


The purchase of two Heil Colecto-Pak garbage refuse units has brought the fleet 
of Cedar Rapids, la., to a total of 11 trucks. They carry the City’s slogan, ‘Clean 
| Homes Make a Parlor City."’ Pictured here are (from left) L. D. Burgus, finance com- 
missioner; Carl Smith, sanitation commissioner; Milo Sedlacek, mayor, and lL. |. 
Shoemaker, of New Method Equipment Co., Heil body and hoist distributor. 


W. F. Lacey jr., W. F. Lacey & 
Sons, Medford, Mass.; D. N. Ru- 


dent; Paul R. Hafer, Boyertown 
Auto Body Works, Boyertown, Pa., 
vice-president; D, V. Walker, Eber-| pert, Schnabel Co., Pittsburgh; E. 
hard Mfg. Co., Cleveland, supplier| S, Grumbache, Mid West Body 
vice-president, and Fearson S. “& Mfg. Co., Paris, DL, and F. 


was constantly increasing. | 
ok * + 


HE business sessions were held | 

on a panel discussion basis. | 
Moderator for the subject, “The | 
Impact of Fasteners in Truck Body 
Construction,” was G. W. Way, of 
Hughes Keenan Corp., and the 
panel included W. C. Stewart, of 
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Hydraulic Press Mfg. Co. 

John C. Cotner, company presi- 
dent, said that HPM offers the 
trade the most extensive and com- 
plete line of hydraulic components 


|in the industry. He said engineers 


can now lay out almost any hy- 
draulic circuit from one set of 


|catalogs and from one source. 
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aS i: } 


| Aluminum Co. of America; Charles 
|M. Parker, American Iron & Steel 
| Institute, and G. Keith Glaza, Dow 
| Chemical Co. 

| +. * * 


FFICERS of the association for 
the coming year are Henry 
|S. Maday, Maday Body & 
| Equipment Corp., Buffalo, presi- 


| Meeks, S. J. Meeks Son, Washing- 
ton, secretary-treasurer. 
Directors to serve one year are 
G. E. Herr, Marion Metal 
Products Co., Marion, O.; Paul 
Freedman, Hyman Freedman Co., 
Chicago; J. H. Rohan, McCabe- 
Powers Auto Body Co., St. Louis; 


WE CAN HELP YOU 


Flat ie 


INCREASE 


YOUR BRAKE SERVICE 


SALES 

ee 

TIMES J 
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If you are not getting 7 to 14 times as much 
brake service work as you did without 


proper equipment—you are not doing as 
much merchandising as you could! 


Now that car factories are recommending 
and promoting periodical brake inspection 
and adjustment at 5- to 6-thousand mile 
intervals, brake service is MORE 
IMPORTANT THAN EVER FOR YOUR 
PROFIT POSITION. Equip your shop to 
handle a greater share of this work—and 
then go after it. The well-equipped shop does 


7 to 14 times as 
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much business as one 
not so equipped! 


We'll show you how to get started without 
much investment—how to sell a brake job 
—how to handle the work easily and 
quickly with your regular mechanics— 
and how to make more money from 
brake work than you ever 


thought possible! 


Write For Booklet 


“AN EYE OPENER 
About Brake Service” 


21ST AND CASS 
ST. LOUIS 6, MO. 


Brake Service IS Becoming A Regular Motoring Habit... 
And Somebody Is Making Profits On The Brake Work You Miss! 


Vernon H. Smith, Twin States 
Equipment Corp. 

Directors to serve two years are 
Ralph F. Kiner, K & K_ Body 
Works, Los Angeles; E. H. Koenig, 
Koenig Iron Works, Houston; R. 
L. Shoecraft, Moline Body Works, 
Moline, Ill, and D. M. (Cap) 
Smith, Leland Equipment Co., 
Tulsa, Okla. 

Arthur H. Nuesse continues as 
executive manager. 





Poll of Truckers 
Provides Data for 
February Talks 


NEW YORK.—A 20-state poll of 
trucking executives has provided 
the planning committee of the 
Automotive Transport Trades 
Council with data for the round 
|table discussions and seminars to 
|be conducted here Feb. 17-19 in 
conjunction with the National 
Transport Vehicle Show & Fleet 
Maintenance Exposition. 

These semitechnical sessions will 
cross-section multiple-vehicle oper- 
ations and will make use of in- 
formation derived from various as- 
sociations and technical societies. 
|The result is that previously un- 
| Shared records, practices and find- 
}ings will be passed back and forth. 

The sponsors of these annual con- 
ferences feel that a needed facility 
has been provided by which those 
who direct the maintenance and 
operation of large fleets may parti- 
cipate with common carrier person- 
nel in meetings and seminars de- 
signed to fill specific current needs. 

Copies of the program and en- 
rollment information may be ob- 
tained by writing to Planning 
Committee, Room 401, 5 Columbus 
|Circle, New York 19, N. Y. 


Triple-Size 
New Plastic Truck Tank 


Called Biggest 


WALTHAM, Mass. — A 3,400- 
gallon plastic transport tank has 
| been put in operation by P. B. Mut- 
|rie Transportation, of Waltham. It 
is said to have three times the 
capacity of any previous plastic 
| tank. 
| The new tank, mounted on a 
|Fruehauf Trailer special chassis, is 
;made of American Cyanamid’s 
|Laminac polyester resin with 
|Owens-Corning fiber glass rein- 
|\forcement. The tank is described 
las one of the largest one-piece 
;molded structures ever made, 
|measuring 21 feet nine inches long; 
|six feet 2 inches wide, and four 
|feet 4 inches high, unmounted. 
| The tank weighs only _ 7,025 
pounds, 3,600 pounds less than the 
steel tank it replaces. 

John A. Roberts, general traffic 
manager of Mutrie, stated that “the 
|tank will increase our payload 
$32.28 per run without exceeding 
ithe 50,000- pound over - the - road 
limit. Based on two loads per week 
between Springfield, Mass., and 
Montreal, for instance, the increase 
in earning for the unit amounts to 
| $3,357.12.” 

The new tank _ requires no 
special lining. This is expected to 
save $1,000 per unit in construction 
land, it is believed, could lead to 
mass-produced plastic tanks cost- 
ing one-third as much as the stain- 
less-steel type. Should a leak de- 
velop, the plastic model can be 
patched with resin and glass. 
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Bodies and Equipment to Be Shown .. . 


NADA Assigns Space 
For Truck Show 


(Continued from Page 25) 


the door for additional allowance 
or cut-price haggling. 

They know that dealers who are | 
sound in their truck merchandis- | 
ing are those who go all out to pro- | 
vide completely equipped trucks | 
for their customers in as far as| 
possible. 

They and the directors of NADA | 
hope and feel quite certain that a| 
representative exhibition of truck | 
bodies and equipment at the annual 
convention, where the dealer him- 
self can see where he is missing 
the boat, cannot help but aid those | 
dealers who have come into the 
retail picture since the end of 
World War II see the profit po-| 
tential of having their truck men | 
endeavor to sell completely 
equipped trucks. 

* 


* * | 
= spaces are laid out in 20-by- 

20 foot squares with three-foot | 

aisleways between each exhibit | 
space so that the exhibitor with 
but one space will be assured that | 
people will have room to get all | 
around his exhibit. If an exhibitor | 
takes two spaces, he will of course | 
take over this extra three feet and | 
inherit what might be termed a} 
discount on his space. 

All of the spaces are on a 
permanently paved piece of 
ground, The first 28 spaces are in 
landscaped section near the shop- | 
equipment show tent. 

While the convention proper does | 
not open until Monday morning, | 
this show, like the shop equipment 
exposition, will open 9 a.m. Satur- 
day and every endeavor will be 
made by the NADA to get as much | 
play from early dealer arrivals and | 
fleet buyers as possible for the 
exhibitors on these two days. 

It is expected that factory sales 
departments will also utilize these | 
two days to steer those of their 


New COE Model 
Is Introduced 
By Freightliner 


PORTLAND, Ore. — Freightliner 
Corp., manufacturer of lightweight | 
cab-over-engine heavy-duty trucks 
for 10 years, has taken the wraps| 
off its newest model, the Space- | 
maker. 

According to Thomas D. Taylor, 
president and general manager, the 
pilot model had been a “top se-| 
cret” project at the plant for sev-| 
eral months. 

The White-Freightliner model | 
was inspired by the new Cummins | 
NHHB-600 horizontal pancake en-| 
gine, which is installed under the 
frame and behind the cab. The new 
design makes it possible to use a| 
24-foot body on a truck instead of 
the 22-foot size used on most COE! 
models. 


The truck tows a 28-foot trailer. 
This provides a total of 52 feet of 
body space in the combination 
which is 60 feet overall. 


The Spacemaker also incorpor- 
ates new weight-saving features. 
Actual scale weight of the model- 
chassis is 13,094 pounds. The cab is 
48 inches deep and has a virtually 
flush deck due to the type and 
placement of the engine. 


Lee & Easter, national trucking 
firm, is using the first model. 





Nash Preparing 


Dallas Surprise 


DETROIT. — Nash plans a “sur- | 
prise” exhibit for the 37th South-| 
western Automobile Show at the | 
Texas State Fair in Dallas Oct. | 
10-25. | 

H. C. Doss, sales vice-president, | 
said the complete Nash line, styled 
by Pinin Farina, European de- 
signer, will be featured in a setting 
having a unique central panel, de- 
signed to attract and entertain fair 
vistors. Details of the attraction 
were kept secret. 


dealer body, whom 
exhibition, into the grounds. 


The importance to the truck 
sales managers at the factories 


can be judged by the fact that 


they have offered to provide at 
least 150 chassis to the exhibitors 
for mounting their bodies and 


equipment, They have stated that | 


they would provide more than 
that if they were needed. 

Exhibitors 
ceived show brochures and space 
information can obtain this data 
from NADA at 1026 17th St. N. W., 
Washington 6, D. C. 


Not only will 
fence surround the exhibition area 


but the show management will pro- | 
|vide guards to prevent any theft} 


or damage to exhibits. 





No chrome piston ring set can really give com- 
plete wear protection in the “‘heart of the engine”’ 
unless it provides a chrome-plated TOP ring, as 
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they are 
particularly anxious to see this 


who have not re-| 


a high cyclone’! 


| MOTIVE NEWS every week! 


|Dynaflow Ousts — 
Heater as Top 
Buick Option 


| FLINT.—Dynafiow, Buick’s auto- 
|matic transmission, has replaced 
the heater as the most popular 
|}option on Buick’s Super series, 
|Ivan L. Wiles, general manager of 
| Buick, disclosed last week. 
| Wiles said that 99.3 per cent of 
|the 156,438 Super models built up 
ito Sept. 1 were equipped with 
|Dynaflow while the number 
|equipped with heaters was 99.2 per- 
| cent, 


| 
| 
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- pose ' | Wiles also disclosed that power 
It's Anti-Freeze Time— brakes had climbed into third 


Oct. 12-17 has been set as anti-freeze | Place as the most popular option 
week for duPont's Zerone and Zerex|On the Roadmaster, outranked by 


dealers to encourage motorists to have|the heater and radio only. 

their cars winterized early in order to More than 80 per cent of all 
avoid congestion in service stations. Roadmasters built in August were 
E pala ae i. equipped with power brakes, Wiles | 
said. 





More than 100,000 persons read AUTO- 


offers you 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken, Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this paspese alone, oe 
the highest known standar: 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories, Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 








well as a chrome-plated oil ring. For the top ring 


operates where heat is highest, pressure is great- 
est, and lubrication is poorest! 


That’s why Perfect Circle’s 2-in-1 chrome piston 
ring set has established new standards of ring 
performance ... why it seals compression and con- 
trols oil for over twice as long as old style sets! And 
only 2-in-1 furnishes an alternate HiPressure 
spring with each oil ring to assure positive oil 
control even in badly worn engines! 


Perfect Circle Corporation, Hagerstown, Indiana; 
The Perfect Circle Co., Ltd., Toronto, Ontario. 


Periect Cirele 


PISTON RINGS ® The Standard of Comparison 
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against wear where 


n the 2-in- 
chrome plating on 
both the top and bot- 
tom rings resists wear 
over entire area of ring 
travel, Cylinders, pis- 
tons and rings are 
assured double life. 


f 


Yes, the heart of any engine 

is the piston and rod assembly... 
and Perfect Circle’s 2-in-1 

chrome piston ring set 

gives complete protection 


the power is produced! 





1 set, solid 
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100% to 200% Absorption 


SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-65, Chicago 5, Illinois 
























































Appointment of L. M. Gary as 
director of forge sales for the de- 
fense division of Willys has been 
announced by Raymond R. Rausch, 
general manager. Gary will direct 
sales of both steel and aluminum 
forgings, Rausch said. 

Gary is a former civilian ad- 
visor to the Munitions Board on 
metals and to the National Pro- 
duction Authority advisory com- 
mittee for light metals. For the 
last two years he had served as a 
consultant to the forging industry, 
and recently was associated with 
Consolidated Industries, Cheshire, 


Ford Graduates Pick Officers in Southwest— _ Conn. : 2s 


At their annual meeting in Gulfport, Miss., Ford Merchandising School graduates of Reed Given Triple Duties 
the Ford division's southwest region elected new officers for the coming year. From F 
left are George P. Montagnet, car sales department manager of the division; Paul R. | At United Metal Craft 
Beauchamp, vice-president; Wallace Williams, president; Kenneth W. Olive, treasurer, Clair S. Reed has been elected 
and Walker A. Williams, sales and advertising vice-president of Ford Motor Co. vice-president, director and a mem- 
J 5 ber of the executive committee of 


United Metal Craft Co., Ypsilanti, 
Mich., a subsidiary of Gar Wood 
Industries, Inc., according to an an- 
nouncement by E. R. Leeder, presi- 





Walter F. Perkins, general manager 
of the division, announced. Pen- 
nington joined Koppers in 1950 as 
chief engineer of the division’s| 
piston ring department. 


Koppers Ups Pennington 

John W. Pennington has been 
named manager of the new techni- 
cal department of the metal prod- 
ucts division of Koppers Co., Inc., 


MEASURE THE SOUTH DAKOTA MARKET 





Sell cars? 
in South 


Only the SIX S.D.DAILIES deliver 85% of 
HOMES at combined milline that is one-third 


Let’s measure the South Dakota automotive market... 












HERE’S HOW TO CAPTURE THAT MARKET! 


where sales are made when you use the Six S.D. Dailies. 





Aberdeen (American News) 
Mitchell (Daily Republic) 
Sioux Falls (Daily Argus-Leader) 
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dent of United Metal Craft and ex- 





ecutive vice-president of Gar Wood 
| Industries. 

Reed joined Gar Wood a year 
|ago as assistant to Leeder. He will 
;continue in that capacity in addi- 
|tion to his new duties, Leeder said. 

+ * + 


Greenley to Head Sales 


At Airway Products 

H. R..Greenley has been ap- 
pointed general sales manager of 
Airway Products, Inc., Pontiac, 
Mich., manufacturer of power 
steering cutoff valves. 

Greenley had been associated 
| with Vicker’s, Inc, Prior to that 
| he had been assistant general 
| sales manager of Morse Chain Co. 

ad * + 


| Littlefuse Promotes Hughes 


And Appoints Shean 
Jack D. Hughes has been pro- 
moted to vice-president and oper- 
ations general manager of Little- 
fuse Co., Inc., Des Plaines, Ill. He 
had been sales vice-president. 
The company also named David 


Cars SELL 
Dakota! 
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all SOUTH DAKOTA 


less! 


. clear back to 1949 when 
South Dakota was First in the nation in increased registration of motor vehicles. 
Then, for three straight years South Dakota has remained in the top 25 per cent 
in automotive sales per family. Cars, trucks, tractors; parts, accessories, petro- 
leum products . . . South Dakota offers a top-drawer automotive market. 


Schedule the South Dakota Dailies! These six locally edited, locally managed 
newspapers deliver 85 per cent of all South Dakota homes, both rural and urban. 
And, they do it at one-third of the milline of any other paper claiming South 
Dakota coverage. You get local sales impact, local merchandising . . . you advertise 


DAILIES 





Huron(Daily Plainsman) 
Rapid City(Daily Journal) 
Watertown (Public Opinion) 





H. Shean purchasing agent. Shean 
had been assistant purchasing 
agent for Redmond Co., Inc., Owos- 
so, Mich. 


* * * 


Whitford Heads Board 


A. J. Whitford, president of the 
First National Bank, Marinette, 
Wis., has been elected chairman of 
the board of Ansul Chemical Co., 
Marinette. 

* a + 


| Gags to Assist Lansing 


In Bendix Administration 


Rudolph F. Gagg has joined the 
administrative staff of Raymond P. 
Lansing, vice-president and group 
executive of Ben- 
dix Aviation 
Corp., Teterboro, 
N. J. 

Gagg, recently 
president of Air 
Associates, Inc., 
Teterboro, and 
previously as- 
sistant to the 
general manager 
of Wright Aero- 
nautical Corp., 
Wood-Ridge, N. J., 





| 





R. F. Gage 
will assist Lansing in the ad- 
|ministration of seven Bendix di- 


| 
|visions manufacturing aircraft in- 
struments, control and navigation 
equipment, starters, generators, 
|special-purpose electron tubes, ig- 
nition systems, meteorological in- 
struments, precision electrical units 
and many other products. 
* * a” 


3M Promotes Gavin 


Roy J. Gavin has been elected a 
vice-president of the Irvington 
Varnish & Insulator division of 
Minnesota Mining & Mfg. Co. at 
St. Paul. For the past five years, 
he has been sales manager of the 
sound recording tape division. 

K * * 


Van Kampen Upped 
Kenneth Van Kampen has been 
named general superintendent of 
Warner Electric Brake & Clutch 
Co., Beloit, Wis. He was formerly 
magneto division supervisor in the 
Beloit plant of Fairbanks-Morse Co. 

and joined Warner last June. 

* x * 


‘Heck Named Regional Aide 
By Maritz Sales Builders 


Ken Heck, prize merchandise in- 

centive counselor, has been ap- 
|pointed central 
|regional manager 

for Maritz Sales 
Builders, St. 
Louis. 

During the past 
23 years, Heck 
has developed in- 
centive programs 
for firms in Mich- 
igan, Ohio and 
Indiana. 

New Maritz 
Sales Builders re- 
gional offices have been established 
in Detroit at 726 Lothrop St. 

* * 


* 





Ken Heck 


Gardner Gets Promotion 


Owen B. Gardner has been ap- 
pointed manager of accounting ma- 
chine sales for National Cash Reg- 
ister Co., Dayton, O., succeeding the 
late C. B. Tompkins. He formerly 
was in Los Angeles. 

* * * 


Schreiber in New Post 

Townsend Co., New Brighton, Pa., 
has announced the appointment of 
Fred J. Schreiber jr., as director of 
commercial research. Schreiber was 
formerly manager of commercial 
| research at the National Tube divi- 
|sion of United States Steel Corp., 
Pittsburgh. 

* oe * 
Edwards Gets Promotion 


Harnischfeger Corp. has an- 
nounced the appointment of Frank 
C. Edwards as general manager of 
the P&H diesel engine division in 
Crystal Lake, Wis. Edwards joined 
the company in 1925. 

+ * * 


|Ex-Army Scientist Joins 


| 
| Ford in Laboratory 

Dr. Michael Ference jr., physicist, 
has been appointed chief scientist 
of Ford Engineering Staff’s Scien- 
tific Laboratory at Dearborn, it is 
announced by Andrew A. Kucher. 
| laboratory director. 

Dr. Ference goes to Ford from 
the U. S. Army Signal Corps En- 
|gineering Laboratories, where he 
served as chief scientist and tech- 
(Continued on Page 39, Col. 1) 
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(Continued from Page 38) 





nical director of the Evans Labora- 
tory in Belmar, N. J. He will super- 
vise research in the fields of 
physics, electronics, fluid dynamics 
and radiation. 

* + * 


Ewell Is Elected 


Director of Mack 


Announcement of the election of 
Elliott G. Ewell to the board of 
directors of Mack Mfg. Corp. and 
also to the office 
of vice-president, 
Mack Trucks, 
Inc. has been 
made by E. D. 
Bransome, presi- 
dent and board 
chairman, Ewell 
is a vice-president 
of Mack Mfg. 
Corp. and also of 





Truck Corp., 
which latter ca- 
pacity he serves as general sales 
manager for all of the Mack do- 


E. G. Ewell 


mestic and export sales divisions. | 


* * * 


Howell Heads Fisher’s 
Yard Goods Buying 

J. B. Hildebrand, general direc- 
tor of purchases for the Fisher 
Body, announces the appointment 
of E. S. Howell as buyer in 
charge of all trim yard goods, 

Howell replaces Fred J. Walker, 
who retired Sept. 1 after 36 years 
of service in Fisher Body pur- 
chasing activities. Howell first 
joined Fisher Body in 1931 as a 
messenger boy. When Fisher re- 
activated its tank plant in 1951 
to build the Patton 48, Howell 
was placed in charge of all buy- 
ing for the tank program. 

* * * 


Auto-Lite Names McCaffrey 


General Purchasing Agent 


George L. McCaffrey has been 
promoted to general purchasing 
agent of Electric Auto-Lite Co. 

McCaffrey, who has spent 19 of | 
his 25 years with Auto-Lite as its | 
purchasing agent in Syracuse, will | 


headquarter in Todelo. 
* * * 


Midland Appoints McNitt | 


Chief Frame Engineer 

Lewis F. McNitt has joined the | 
executive staff of Midland Steel 
Products Co, as 
chief engineer. 

MeNitt will be 
in charge of pro- 
duction line plan- 
ning, engineering 
research and 
product testing at 
Midland’s frame 
divisions in Cleve- 
land and Detroit. 
Long associated 
with the automo- 
bile industry in L, F. MeNitt 
the field of design and testing, he 
received his degree in aero engi- 
neering at the University of Michi- 
gan in 1937. 





D’Angelo Quits as Manager 
Of Harry Ferguson, Inc. 


Horace D’Angelo, executive vice- 
president and general manager of | 
Harry Ferguson, Inc., Detroit, has | 
announced his resignation effective 
Oct. 15 in a letter to Harry Fer- 
guson, chairman of Harry Ferguson 
Co. 

In making known his intention | 
to leave the company after 13 years | 
of service, D'Angelo expressed his | 
confidence in the future of mech- 
anized agriculture under the re- 


LOT atk 


BATTERIES 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Country 


ie Y.T. a 


el ha we ha ait ial: | 
Where Automotive Ownership 


ls Greatest 





the Mack Motor | 
in | 


See NEWS, 


cently announced amalgamation of 
the Ferguson and Massey-Harris 
Co. 


* * * 


Leonard Appoints Elliott 
L. R. Kamperman, vice-president | 
and general sales manager of Leon- 
ard Refineries, Inc., Alma, Mich., | 
has announced the appointment of | 
A. Paul Elliott as manager of | 





market development for Leonard| 
Refineries, 
* * * 


White Motor Picks Collins 


As Portland (Ore.) Manager 
H. David Collins has been named 
branch manager for White Motor 
Co., at Portland, Ore., it was an- 
nounced by W. D. Patterson, re- 
gional manager. Collins has been 
wholesale manager in Kansas City. | 
Joseph C. Knapp, a veteran of 31| 
years with White, who had been | 
Portland branch manager, has been 
|named assistant to the Pacific coast 


| regional manager in San Francisco. | 
Named regional wholesale man- 
ager with headquarters in Salt 
Lake City was Fred H, Ragan, who 
has been with White since 1936. 
+ + + 


Dodge-Plymouth Appoints 
Nielson and Holdahl 


Paul Nielson has been named) 
Dodge-Plymouth manager for the} 
Mankato (Minn.) district. 

Erving Holdahl has been named | 
truck representative out of the | 


Minneapolis zone office. 
Eo * + 


| 
| 
| 
| 


Jacobs Appoints Kondur 


To Head Detroit Division 

F. L. Jacobs Co. has announced 
the appointment of Nicholas Kon- 
dur as manager of its Detroit 
division. 

Kondur, 38, formerly was asso- 
ciated with Douglas Engineering 
Co., Detroit; General Electric Co., 
Pittsfield, Mass.; and Valor Tool 


& Machine Co., Dearborn. 
+ a: 


| 
| 
| 
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International B. F. Goodrich 


Names Shaffer Treasurer 


Myron T. Shaffer has been 
named treasurer of the Interna- 
tional o. 2 Goodrich Co., it has | 
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Fast Computation— 


An electronic brain which solves re- 


search problems 50 times faster than or- | 


dinary mathematical methods is used by 
Ford Motor Co.'s engineering staff. In- 
structing members in its use is Robert 
Roggenbuck, Ford research engineer. 








been announced by W. C. Gulick, 
division president. 








39 


in 1919 as a clerk after attending 
the University of Akron. He had 
been general credit manager of 
International BFG for the past 
year. 


* * 


| Operating Manager Named 
|For Firestone Trade Sales 


E. H. Eaton has been named 
operating manager of the trade 
sales department of Firestone 
Tire & Rubber Co., according to 
H. D. Tompkins, vice-president 
for trade sales. 


Eaton, who had been in charge 


| of retail store operations, started 


with Firestone in 1926, 

* * * 
Seiberling Ups Tingler, Hager 
To Special Sales Reps 


Frank G. Hager and C. J. Tingler 
have been named special sales rep- 


|resentatives for Seiberling Rubber 


|Co., L. M. Seiberling, vice-president 


in charge of sales, announced. 
Hager will handle special assign- 
ments in truck tire sales and Ting- 
ler will have similar duties in pas- 
senger tire sales. Tingler joined 
Seiberling as a salesman in the 


Shaffer joined B. F. Goodrich Philadelphia district in 1948, 





NOW! SIX-WHEELERS 


FACTORY-ASSEMBLED BY TRUCKSTELL! 





NEW TRUCKSTELL DRIVEAWAY 
PROGRAM GIVES YOU LOWER 
PRICES, BIGGER MARGINS! 


Now you can quote your trucks as complete six- 
wheelers . . . at prices that will get you the orders . 
and earn full profits on trucks and tandems combined. 
For Truckstell now assembles your trucks into 
six-wheelers in special plants in Detroit, Chicago and 
Townsend, Mass. Driveaway from the one nearest 


you assures prompt, 


low-cost delivery. 


Two assembly options are available, and in each 


case your Truckstell 


Distributor will handle all order 





Truc 


kstell 





TRUCKSTELL MANUFACTURING COMPANY 


Union Commerce Building * 


Cleveland 14, Ohio 


details: (1) you can instruct your factory to deliver 
a chassis to the nearest Truckstell assembly plant, 
(2) your Truckstell Distributor can assemble six- 
wheelers locally on trucks you may have on hand. 

Get into this EXTRA truck sales market now. 


Phone or write for your 
six-wheeler specifications, 
suggested prices, complete 
sales information, and 
the name of your nearby 
Truckstell Distributor 
today. 


Truckstell Manufacturing Company 













To help you sell 
MORE TRUCKS 


Union Commerce Building, Cleveland 14, Ohio 


Send me my Truckstell Factory-Driveaway Sales Plan and the 


Name 
PN as 


Make of Truck___ _ 
Address 


| 
| 
| 
| 
| 
| 
| 
| name of my nearest Truckstell Distributor. 
| 
| 
| 
| 
| 
| 
| 















TIRE SPREADER—Permits tire inspection | 


in less than one minute, it is claimed. The 
tire rotates over two rollers 
mounted bracket of tire spreader. The in- 
side is illuminated by a built-in light. 


Length is 15 inches when closed, 26 inches | 


open. Accurate Tool & Gage Co., 6545 
Cedar Ave., Minneapolis, Minn. 
= 





VULCANIZER DISPLAY—Claimed to give 
dealers, service stations and fleet oper- 
ators an opportunity to examine and select 
the vulcanizer equipment best suited to 
their needs. Clamps assembled and at- 
tached to the unit are one streamliner 
vulcanizer, one M-Special vulcanizer clamp, 
one A-1 fleet vulcanizer clamp and one 
M-50 motorist vulcanizer clamp. Shaler 


Co., Waupun, Wis. 
i a 


ad 








PRESS ACCESSORIES — New accessory | 


equipment for the portable bench-type 10- 
ton Arbor press is now offered 


using the press for bushing removal and 
replacement or other pressing and forcing 
operations. Manzel Division, Frontier In- 


dustries, Inc., 315 Babcock St., Buffalo 10, 


N. Y. 


HEADLAMP VISOR—Made of highly pol- 
ished stainless steel, it goes over the rim 
and is said to be installed in a few sec- 
onds. Groboski Industries, 6055 S. Ashland 
Ave., Chicago 36, i. 


Body Primer Smooths Nicks, 
Says Standard Coating 


A new auto body primer-surfacer 
called Nitro-Stan Hy-Qual is said 
to fill body scratches and irregulari- 


on wall- | 


in the 
form of six extension inserts which permit 


| Standard Coating Corp., 461 Broad 
Ave., Ridgefield, N. J. 


| 


| 


| 
| 
| 
| 
| 


| 
















| transmission for 


| manufactured, according to Standard-Thom- 
son Corp., 216 S. Main St., Dayton, O. 


ja heavy - service truck exhaust 
|system featuring extra - silencing 





AUTOMOTIVE NEWS, OCTOBER 5, 1953 


NEW PRODUCTS 


other end is a plastic ice scraper 
which can be removed from the 
handle for close work or left in 
place for longer reaches. The brush 
is marketed by National Brush Co., 
Porter & Thomas Sts., Aurora, IIl. 


ties while providing a durable 
primer. 


Information is available from 


* * * 





* * * 


MUFFLER UNIT—The Multi-Pack muffler 
| features a welded steel core frame which 
separates the packing of steel shavings or 
Fiberglas into four equal compartments. 
The frame keeps the pack in place perma- 
nently, allowing the heat to dissipate even- 
ly. It is claimed that Multi-Pack increases 
horsepower 9 percent, measured at the 
rear wheels. National Engineering Corp. 
of America, 122 W. Venice Bivd., Los 
Angeles 15, Calif. 





SMALL - TRUCK TRANSMISSION — The 
Brownie Junior is a two-speed auxiliary 
light-duty and pickup 
trucks. It is available either as overdrive 
or underdrive. H. S. Watson Co., Emery- 
ville, Calif. 





SERVICE CABINET — The Anco all-car 
service cabinet is offered to Anco dealers 
| without cost. Indexed shelves organize 
stock of windshield wiper blades 

‘ |arms for fastest service. Also available 
ee jis the Anco Serviseller display stand. 
Se | Anderson Co., 1075 Grant, 


ere * * * 








Gary 40, Ind. 





| 
CAR THERMOSTAT—Designed for pres- | ‘ ‘ —_, 
surized cooling systems, this aeiameeens| COUNTER OR AY Tels ne 
thermostat is said to decrease the warmup | sige card eee ge ate remap mart 
time required, providing better engine and | ‘"* On@ |S included wi aster stop Lig 
hot-water heater performance. The valve is | Switch Assortment SW-50. The card -) 
controlled by a thermal unit containing a | plays all 12 switches in the assortment. An “Se 
gelatinous mineral which expands with | application chart is mounted on the back. | . 


heat. Models for ol cor makes wil be Airtex Products, Inc., Master Parts Division, | 
Fairfield, Ill. | 
| * . «@ 









* * * 
Truck Exhaust System 


Announced by Goerlich’s 
Goerlich’s, Toledo, has announced 


| MONOGRAMS—Self-adhering Autogram 
| Circlette monograms are available in gold 
|or chrome frame for three initials, and 
|in a round frame for two initials. Signa- 
| Craft, Inc., 292 Fifth Ave., New York, N. Y. 
* * * 


construction. 
Details are available from Goer- 
lich’s, 619 Smith St., Toledo, O. 


* *x * 





STARTER RELAY—Advantage of the K-W| 
automatic starter relay is said to be its| 
automatic restart feature. Should the en- | 
gine stall at any time, the delay immedi- | 
ately starts it up again. The unit is also} 
designed to provide automatic starter ac- | 
tion upon turning the key to an “on” | 
position, thus eliminating use of a starter | 
button. Stan-Test Corp., 6430 W. Harrison | 
St., Chicago 44, Ill. 

* * * | 








SIT-OR-STAND PEN—Features, a hinged 
seat which can be lowered out of the way 
when baby prefers to ride standing up. | 
A safety strap provides additional pro- 
tection for the child. The pen comes with | 
steering wheel, movable gearshift lever 
and a horn that beeps. Dennis Mitchell 
Industries, 4426 Paul St., Philadelphia, Pa. 


OIL ADDITIVE CAN—A new package 
|has been introduced for the oil additive 
|Casite. The can is of the regular pint 
| size, lithographed in blue, red and yellow. 
| It also introduces “‘Casey Casite,” a trade 
| figure featured in radio, television and 
| newspaper advertising. Hastings Mfg. Co., 
Hastings, Mich. 


















| CHECKUP POSTER—Now being distribu- 
| |ted by NAPA jobbers to help their cus- 
| tomers sell checkups before winter sets in. 


LUBRICATOR—Supplies lubrication under & may be obisined trom jobbers or the 


and | 








25-TON PRESS—Model No. 521 is de- 
signed for work on universal joint pins, 
axle bearings, bushings, timing gears and 
ring gear riveting. It features two-speed 


| ram travel and ram pressure release valve. 
| Lempco Products, Inc., Dunham Rd., Bed- 
| ford, O. 





PAINT REMOVER — Liquisan removes 
paint by means of a disintegrating pro- 
| cess, thus eliminating sanding and rubbing, 
its makers says. The product is “flowed 
on" the surface of the car and dissolves 
all paint within five minutes, without 
damaging the metal, it is claimed. J. F. 
Kerns Co., 350 W. Ontario St., Chicago, Ill. 
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INSPECTION STREAMER—"Ask for Your 
Free 30-Second Exhaust System Inspection’ 
the slogan of a new streamer for 
Maremont dealers. Also available 
booklet, ‘“‘Line with the Right Design,” 
discussing different designs of Maremont 
mufflers. Maremont Automotive Products, 
Inc., 1600 S. Ashland St., Chicago, Ill. 


* * * 


Flex-Line Hose Added 


Red Flex-Line straight flexible 
hose has been added to the line of 
automotive hose handled by Dur- 
kee-Atwood Co., Minneapolis. The 
hose is said to sandwich strong 
fabric between tube and cover, and 
is wrapped in nylon. 


is 
is a 











load at low vacuum, it is claimed, and 
permits uniform distribution of Rislon, 
an oil alloy, to all cylinders. The lubri- 
cator is said to free sticking valves and 
rings, reduce maintenance costs and lu- 
bricate valves and pistons instantly. Shaler | 
Co., Waupun, Wis. 


National Automotive Parts Assn., 705 Fox | 


Bidg., Detroit 1, Mich. 
» * * 
ANTI-SPREAD CHAINS —To overcome spreading difficulties in trailers and farm 


Versatile Brush | trucks, this kit has been introduced as an adjustable load bearing support. The forged 

Sno-Chaser is a brush whose one | eye bolts are secured to the sides of the trailer, then chain slack is taken up at middle, 

end may be used to remove snow /and locked by means of 12-inch lever-type load binder. Canton Mfg. Co., 2408 
fsom the car exterior, and whose | Thirteenth St., N.E., Canton 7, O. 
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to pay two dollars and ne) 
. ‘ may fix one price for cash and| — 
Lawsuits Affecting Dealers... another and highly disproportion- 
; 









ate, even exorbitant, price for sale 


Court Decisions on time or credit.” ; r 


Responsibility for Tools 


By Leo T. Parker Mathis v. Holland Furnace Co., RECENTLY a higher court ren-| i Lp 1, 7 oe 


ee 


Attorney at Law 166 Pac. (2d) 518) and the Minne- dered an unusual decision to 
2 to a late higher| sota statute (see Seebold v. Eus- | the effect that a dealer is not liable 
*% court decision a dealer is not| termann, 216 Minn. 566). for loss of tools and equipment 
guilty of violating the usury laws) Generally speaking, a dealer and|owned by his mechanics when the| Grissom Opens New Quarters in Detroif— 
when he sells an auto for a high|a prospective purchaser have full| garage burns. 
credit contract price and charges| rights to negotiate and to con-| For example, in Earll v. McCoy,| 
the buyer full interest on it. | tract. Each is entitled to deal with | 253 Pac. (2d) 86, it was shown that | 

This is so although the testimony| his own interest in mind. Absent|several mechanics were employed 
shows that the dealer would have! some disabling factor, it is a mat-|by a dealer in the operation of a}. ‘ baad : 
sold the auto for much less on a|ter of no concern to the court what | garage and dealership. Se ee ee eee ee ‘sienbgiiaicdled 
cash basis. Also, according to a late| sum a purchaser may agree to pay Each of the mechanics received 
higher court decision, a finance|or how the parties arrive at that| a weekly guaranteed salary, plus The higher court refused to hold|take them away at any time. Un- 
company is not generally guilty of| price which the seller is willing to| 50 percent of money collected for | the dealer liable for the loss, say-|der such circumstances, we cannot 
violating the usury laws, when it|take and the buyer is willing to| his labor and each furnished his ing. hold that the defendant (employer) 
merely finances a deal made by the} pay. The court said: tools which were left in the ga- “Plaintiff (mechanics) were not| was insurer of the private property 
dealer and purchaser. “The automobile dealer may pre-| rage overnight. The garage | required to keep their tools in the| of plaintiffs and responsible for the 
For illustration, in Bell v. Idaho | fet @ dollar in hand to a promise! burned and destroyed the tools. | garage at night and were free to| losses incurred.” 


Finance Co., 255 Pac, (2d) 715, | 
the testimony showed facts, as 
follows: 

A dealer sold an auto for $3,000, 
and the purchaser paid $1,000 down. 

The conditional contract between 
the dealer and the buyer showed 
that there was a balance due of 
$2,000 plus $194.50 for insurance 
thereon, aggregating $2,194.50. Also, 
the payments as arranged in the 
conditional sales contract aggregate 
the sum of $2,535.50 and include in- 
terest in the sum of $341 on the 
contract. The contract was financed 
by Idaho Finance Co. 


* x * 





Opening of new retail headquarters at 19000 Joy Rd., Detroit, has been announced 
by T. A. Grissom Chevrolet, Inc. The showroom, customer service department, parts 
department and offices are in the main building. Directly across the street is the 
used-car lot, with shops for reconditioning eight cars at a time. On a third corner } 














Sale on Contract No Loan 

| Fippssieni the buyer sued Idaho Fi- 
nance Co., alleging that it was 

liable for a penalty because the 

interest charge of $341 was illegal 

and usurious. 

The higher court refused to hold 
that the contract was usurious, say- 
ing: 

“A sale of property on contract 
is in no sense a loan, and usury 
statutes have no application to 
such sales. The complaint does 
not disclose that the defendant 
(Idaho Finance) had anything to 
do with the transaction until after 
the buyer and the seller had 
agreed upon the terms of the sale. 
The complaint does not disclose 
that the defendant loaned, sup- 
plied or provided finances, money 
: or capital to the plaintiff (buyer) 

in order that he might purchase 

| or pay any part of the purchase 
price of the automobile.” 

This court also explained that in 
many “instances” the requirements 
of the purchaser and his financial 
condition may induce him to agree 
to pay the higher price for credit, 
although the difference may exceed 
the maximum interest on the cash 
price. 

In such case the buyer may not) 
complain of his bargain. In other 
words, a seller may lawfully de-| 


mand and receive a greater amount ew 
for credit than he is willing to ac-| ..- thanks to Borg-Warner PQ W E R B Bi Aj K E Ss 
cept on a cash sale. See Milo Corp. 
v. Nationa! Supply, 233 Pac. (2d) 


425. See also 55 Am. Jur. 338, 339, 
66 C. J. 183. 





Just a light touch, an e-a-s-y pedal pressure, and Borg-Warner 
power brakes take hold. Instantly. Smoothly. Firmly. Braking 
power is stepped up—for quicker, surer, safer stops, with a 
fraction of the effort. This means more efficient braking— 
plus greater driver comfort, less strain, less fatigue. 
What’s more, Borg-Warner power brakes have a minimum 
of wearing parts, require no lubrication, and are not affected 
by climatic conditions. That means longer life, lower main- 
= S cal aa Gar anon tenance costs, greater dependability. Unusually compact, 
a ataarrmraeratiaemmnetememeen units are easily installed in existing brake systems. 


* * = 


Usury Statutes Extended 


FFOWEVER, the legislatures of 
some states have extended the 
coverage of the usury statute by 
fixing a limitation of the charge 
which may legally be made not only 
on loan or forbearance of money 
but also on contracts for the pur-| 
chase of chattels. 


Of this type are the Utah stat- 





) Sakhnoffsky Designing Available for passenger cars, trucks, tractors and trailers, 
Upholstery for General BW engineer ing makes it work Borg-Warner power brakes are designed, engineered and pro- 
AKRON. — Regard f : a 
utes tan a auaeee, BW production makes it available duced by B-W’s Marvel-Schebler Products Division. Another 
Alexis de Sakhnofisky is now example of how Borg-Warner “designs it better—makes it 
creating a new series of plastic Almost every American benefits every ca : 
upholstery designs for General Tire day from the 185 products made by better.” One more way Borg-Warner serves the automotive 


& Rubber Co. He will do the new 


a a vinyl film 8 OR G-lV/ARNER 


industry—and the public—every day. 


Truck for Future Farmers Coo, THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: ATKINS SAW +* BORG & BECK + BORG-WARNER INTERNATIONAL 


Turkey Creek chapter of Future " e e > . 
viceunel ok auunetie Sanat temene BORG-WARNER SERVICE PARTS CALUMET STEEL CLEVELAND COMMUTATOR DETROIT GEAR FRANKLIN STEEL 


Fia., is the owner of a new pickup’ | INGERSOLL PRODUCTS + INGERSOLL STEEL * LONG MANUFACTURING + LONG MANUFACTURING CO., LTD. * MARBON 
truck presented by Phipps Chevro- MARVEL-SCHEBLER PRODUCTS + MECHANICS UNIVERSAL JOINT + MORSECHAIN + MORSE CHAIN CO., LTD. * NORGE 
let Co., Plant City. The presenta- : | NORGE HEAT » PESCO PRODUCTS «+ REFLECTAL * ROCKFORD CLUTCH + SPRING DIVISION *« WARNER AUTOMOTIVE PARTS 
tion was made by L. C. Harrell, 7 WARNER GEAR + WARNER GEAR CO., LTD. + WOOSTER DIVISION 


sales manager. 








— ve P AUTOMOTIVE NEWS, OCTOBER 


Mr. Auto Auction Owner: 


Losses Crash! 
Volume Climbs! 


Thanks to Fidelity Title Insurance! 


! fashioned as the Flying Fortress 

: . . . thanks to Fidelity Title 
Insurance. ANY customer at a 
Fidelity insured auction who 
accidentally gets his hands on some- 
thing hot is treated with Fidelity 
green .. . guaranteed to prevent painful 
financial blisters. 


And volume climbs like a homesick 
angel when word gets around that you 


title invalidity are now as old- 
| insulate your customers from hot titles. 


So it pays you well to learn all there 
is to know about this modern low-cost 
plan. Write, wire, or call today. You'll 


Losses at Auto Auctions due to 
i 
get a complete picture . . . and promptly. 





TITLE INSURED AUCTIONS | 
Cofield Auto Auction a ‘ 
























Boaz, Ala. 


Columbus Auto Auction 
2603 Cusseta Road, Columbus, Ga. Thur. 


Concord Auto Auction, Inc. 
29 Sudbury Road, Concord, Mass. Mon. & Fri. 


Dixie Auto Auction Sales 
217 Gadsden Road, Birmingham, Ala. Mon. 


Dixie Motors Auto Auction 
718 Angier Ave., Atlanta, Ga. Tues. & Fri. 


Red Farmer's Auto Auction, Inc. 
+ 1010 S. State Street, Jackson, Miss. Wed. 


Montgomery Auto Auction 
729 N. Court St., Montgomery, Ala. Wed. 


Southern Auto Sales 
Rt. 5, Bx. 163, Warehouse Point, Conn. Wed. 


Middle Georgia Auto Auction 


Eastside Highway, Macon, Ga. Wed. 
Tinnin Auto Auction 
Key Field, Meridian, Miss. Tues. 






Baker Auto Auction 
Gulfport Airport, Gulfport, Miss. Thurs. 








INSURANCE COMPANY 


OF TENNESSEE 
204 Stahliman Building, Nashville, Tennessee 
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This Cortificate of 
Honorary Membership 


Truck Body and Equipment Association, Inc. 
is gratefully presented to 
Automotive News 


As a Token of Appreciation and Recognition for Continuing Cooperative Public 
Interest Services Rendered in Furthering the Welfare and Progress of the Industry 
Represented by This Association. 


Authorized and Issmed by the Officers and Directors of the Truck Body and Equipment Association, Inc 
Wasdingtom, D.C. Presented thts 22nd day of September, 195 


df é few ay lll bl tautarae” 


Award to Automotive News— 


An honorary membership in the Truck Body & Equipment Assn. was presented to 
Automotive News during the last annual convention of this group ‘as a token of 
appreciation and recognition for continuing cooperative interest services rendered in 
furthering the welfare and progress of the truck body manufacturing and equipment 
distributing industry.” Automotive News is the only “non-user” publication to 
receive this award. All other publications so honored were strictly truck publications 





edited for the benefit of the truck and fleet user. 





Dealer Business Counsel 


Poor Preparation Work on New Cars Labeled 
Easiest Way to Lose Customers 






By J. B. Van Tassel 


Business Consultant 


—_ is no easier way for a 
dealer to lose the plus business 
|that goes with delivery of a new 
car than to start the new owner 
off with a poor preparation job. 
| There is no more effective and 
| cheaper advertising than a satisfied 
|owner’s word-of-mouth advertising, 
|which you can 
get only by giv- 
jing the new-car 
owner a fair deal 
jright from the 
| start. 
Although it may 
|ecost you a few 
|dollars more to 
do a top delivery 
| job on a new car, 
\it will pay you 
big dividends in 
the long run. 

” * = 





J. B. Van Tassel 


Complete Report 


C= way to assure yourself that 
your new-car preparation de- 
partment is doing a top job is to 
set up a uniform schedule of oper- 
ations to be performed on every 
car to be prepared for customer 
delivery. Then, as each car is 


30 Youths Win 
Ford Awards for 





prepared for delivery, the mechanic 
has a guide to follow as to just 
what work is to be done to the car. 


As the mechanic completes 
each operation, as specified in the 
schedule report, he should initial 
same, In this way, when the car 
is ready for delivery the manage- 
ment has a complete report on 
exactly what work was done on 
the new car and by whom. 


Where a dealer does not have a 
separate department for the prepa- 
ration of new cars for delivery, and 
this work has to be done in the 
shop together with customer labor 
work and used-car reconditioning, 
a special problem must be solved. 
It is important that a careful plan 
be laid out for both new-car prepa- 
ration and used-car conditioning 
so as not to have either interfere 
with customer labor work, which is 
the full cash profit labor that you 
use to pay your expenses and make 


a profit. 
* = . 


Good Dividends 


pownvan, both the quality and 
promptness on new-car prepa- 
ration and used-car conditioning 
are important investments that in- 
directly pay a dealer good divi- 
dends over the long pull. 
Sound new-car preparation helps 
to build customer loyalty, repeat 
car business, repeat service, parts 


C rat tsman shi P |and accessory business and greatly 


| DETROIT.—Thirty teenagers 
|collected top national awards here 
| last week in the final event of Ford 
Motor Co.’s annual industrial arts 
competition. 


The students, representing 26 
cities, were recognized as the out- 
standing school-age craftsmen 
competing in a program which at- 


helps in making the kind of satis- 
fied customer that goes a long way 
in helping to influence the owners’ 
friends as to not only what car 
they buy, but where they buy it. 
(Any questions you may have 
concerning dealer business man- 
agement will be answered gladly 
by J. B. Van Tassel, care of 
AvuTOMOTIVE News.) 





tracted more than 13,000 entries. 


Honors were handed to the 
|winners at a banquet audience of 
approximately 400, including De- 
|troit educators, Ford officials and 
89 Detroit-area students who won 
lesser awards in the competition. 
Also present were the 30 teachers 
who guided the winners as they 
worked on their projects. 
Principal speaker was Dr. Roy K. 
Marshall, television lecturer. J. R. 


|toastmaster, and Dewey F. Barich, 
|manager of the company’s school 
and college projects department, 
presented outstanding-achievement 
awards to the winners. 

In addition to the achievement 
awards and a $100 cash prize, the 
winners also were brought to De- 
troit for a three-day visit. Their 
program included tours of the 
Rouge plant, Greenfield Village, 
| Henry Ford Museum, the Uni- 
|versity of Michigan campus in Ann 
Arbor. They also saw the Uni- 
versity of Michigan - Washington 
University football game. 





Davis, Ford vice-president, was) 


Willys Realigns 
Purchasing Staff 


TOLEDO. — Willys Motors, Inc., 
announced several new appoint- 
ments last week in the purchasing 
department, resulting from con- 
solidation of the automotive di- 
visions of Kaiser Motors and Willys 
Motors. 


L. K. Pollard, former chassis 
purchasing agent, is now general 
purchasing agent, replacing Gordon 
S. Yost, who resigned. 

M. P. Williams, formerly purchas- 
ing agent of bodies, frames and 
front end suspension parts, suc- 
ceeds Pollard in the chassis section. 

George L. Dible was named 
purchasing agent in charge of 
standard and screw machine parts. 

I. A. Degner has been appointed 
purchasing agent for machinery, 
plant equipment and perishable 
tools, and manager of by-products 
plus all nonproductive purchases. 
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On the Financial Front... 


Sales Drop 


Predicted 


For Parts Industry 


2. auto parts industry faces a 
sales decline in 1954, although 
the earnings of many companies 
will hold up well, principally be- 
cause of the anticipated lapse of 
the excess profits tax, Standard & 
Poor’s Corp. predicted last week. 

Standard & Poor’s attributed 
the expected sales decline partly 
to a reduction in car production, 
which, it said, possibly would be 
down 20 percent to some 4,600,000 
units, 

Another factor would be a drop 
in military vehicle output, barring 
a worsening of the international 
situation, the report said, although 
this would be substantially offset 
by a probable improvement in com- 
mercial truck business. 

Brightest spot in the auto parts 
industry for 1954, Standard & Poor’s 
said, is the replacement parts busi- 
ness, which will benefit from the 
record number of vehicles now on 
the road. 

- + x 

At*° predicted are higher labor 

costs and pressure for price 
concessions from motor vehicle 
manufacturers, only partly offset 
by benefits from plant programs 
and from lower average material 
costs. 

For the first time in the last 
four years, Standard & Poor’s | 
said, expenditures for plants and | 
equipment are expected to be less 
in the fourth quarter of this year | 
than they were in the third 
quarter. 
This estimate was based on a} 

joint survey of the Department of | 
Commerce and the Securities & 
Exchange Commission, which indi- | 
cated a $7 billion expenditure in| 


Sales of Rover 75s | 
In U.S. Hiked 35% | 
During Past Year | 


NEW YORK.—Sales of the Rover 
75 automobile in the U. S. have) 
increased 35 to 40 percent the past | 
year with a similar gain expected | 
for 1953, according to H. Gordon | 
Monro, North American representa- 
tive for the Rover Co., Ltd., Birm- 
ingham, England. 

The cars have been sold in this 
country for the past three years 
through Rootes Motors, Inc. 


“The annual sales increase during 
this period,” Monro stated, “has| 
been extremely gratifying and con- 
firms the opinion that they have a 
definite and permanent place on 
the American market.” 

Features of the sedan are com- 
plete rubber insulation cushioning 
the chassis and suspension system 
and a sealed chassis lubrication 
system which is said to eliminate 
the necessity of having the car 
greased periodically. 

Currently the Rover Co. each 
month turns out 250 Rover 75s and 
about 450 Land Rovers, a four- 
wheel drive, Jeep-type vehicle. 

For the American market, body | 
design has been streamlined and 
increased luggage space provided. 
The bucket type seats so widely 
used in England have been re- 
placed by the full bench type. 








More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


CZ 
POWR-STEER 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Countr 


GENTLEMANY 


Pei ait iial: | 


OTe Te (Te Cell thao 


Where Automotive Ownership 


Is Greatest 


the final quarter, compared to $7.4 
billion the previous quarter. 

For 1953 as a whole, all industries 
except railroads and other trans- 
portation will have stepped up their 
spending for plants and equipment. 
The turning point has been pre- 
dicted for months, with the slowing 
of the mobilization buildup. The 
drop was smaller and came later 


than many expected. 
* * + 


FWD Annual Sales Decline; 
Profit Falls to $308,337 
Four Wheel Drive Auto Co. has 
announced a profit of $308,337 for 
the past year, a drop of $180,602 
from the year ended June 30, 1952. 
The actual profit for 1952 was $1.03 
per share, as compared with $1.63 
for the previous year, Officials said. 
Sales during 1952 totaled $24,507,- 






CURTIS FULL HYDRAULIC, 
TWO-POST SHOP LIFT 


—for Passenger Cars and 


Light Trucks 


ALSO, Single post rotating lifts for 
passenger cars and light trucks. 











Gatchett Motor Switches to Packard— 


An open house both in the showroom and on the used-car lot was staged by 
Gatchett Motor Co., Cincinnati, former Dodge-Plymouth dealership which recently 


became a Packard firm, to celebrate the opening of its new activities. 


987, approximately 16 percent low- 
er than the previous year. Officials 
said the lower figure was due to 
decreases in Government and for- 
eign sales. As of June 30, unfilled 


which 65 percent were for non-mil- 
itary purposes, officials said. 
a * * 
Continental Aviation 
Continental Aviation & Engineer- 


orders amounted to $6,800,000, of ing Corp., Detroit, had net earnings 





HYDRAULIC CAR WASHER 


(300 Pounds Pressure) 


—for better and faster car washing. 
More cars washed each day 
mean more profit for you. 





CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 Kienlen Avenue @ 


St. Lovis 20, Mo. 


HE I RD SS Pe ae ae eee 1 
| CURTIS PNEUMATIC MACHINERY DIVISION cm-727 | 
| of Curtis Manufacturing Company | 
| 1976 Kienlen Avenue, St. Louis 20, Missouri 
| 1! am interested in items checked: | 
| (-] AIR COMPRESSORS [] AUTO LIFTS (Single Post) [_] Two Post | 
[] POWER CAR WASHERS ; 
! PEGE ccc cccccccccscsccceseeesesecencccecesenoncosecesoce 
| FE. Kc wiaccceneccceneseerieses Adeeesrectesesceodeebecnns ! 
Be | 
DEN ee edi adasng ea dann ene ee deat | 
! I 
Jo City... cc ecccccccccccccccccccevccces Zone State. cccccece | 
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of $208,021 in the nine months 
ended July 31, according to C, J. 
Reese, president. This was equal to 
39 cents per share on the 530,000 
shares of $1 par common stock out- 


standing. 
* * * 


Continental Motors 


Continental Motors Corp. and 
subsidiaries had net earnings of 
$4,697,107, or $1.42 per share, in the 
nine months ended July 31, accord- 
ing to C. J. Reese, president. 

* * * 


Lee Rubber & Tire 


Lee Rubber & Tire Corp., Con- 
shohocken, Pa., announces a net 
profit of $436,907.32 and net sales 
of $11,644,183.77 for the three months 
ended July 31. Profit was $352,364.62 
and sales were $11,152,996.66 for the 


same period last year, Lee said. 
* * * 


Gerity-Michigan 

Record sales were attained by 
Gerity - Michigan Corp., Adrian, 
Mich., during the fiscal year ended 
June 30, according to James Gerity 
jr., president. Sales totaled $19,019,- 
720, compared with $15,540,258 dur- 
ing the: preceding fiscal year, an 
increase of 22 percent. Net income 
amounted to $303,440, compared 
with $41,534 the previous year. 


@PLENTY OF AIR 


@LOTS OF PRESSURE 


@ AUTOMATIC! 


78 Cubic Feet Capacity 


Delivered to You Ready to Run! 


Just: @ Oil motor bearing 
@ Put oil in crank case 
@ Connect to your current 


QUEENS 15 1? ue compressor 


TWO-STAGE, AIR-COOLED 


Delivers more air per horsepower, assuring saving in power bill. 


INTERCOOLER 
Four section, finned, providing unusually effective cooling between stages; located in 
cyclone of air from flywheel. 


SELF-OILING 
Simple, positive centro ring method; provides pressure lubrication of connecting rod 
and piston pin bearings. 

TIMKEN MAIN BEARINGS 


Tapered rollers; easy external adjustment without dismantling compressor. 


VALVES 
Readily removable as assembled units without removing cylinder head or breaking 
pipe connections or gasket joint. 


AUTOMATIC START AND STOP CONTROL 


Motor protected by dependable vacuum type starting unloader. 


AIR TANK 
120-gallon, 200-pound pressure, built to ASME standards; automatic electric weld. 


PRECISION WORKMANSHIP 


Backed by almost a century of manufacturing experience — to assure you 
dependable, trouble-free service. 
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New Commercial Car Registrations, 28 States for August, 1953-1952 


















Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 












Autocar 


Brockway 


Chevrolet 







Diamond-T 









International 





Kenworth 





Mack 


Peterbilt 


Studebaker 








Willys- 
Overland 





265 





Miscellaneous 





Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 







































































14 States Previous! 53 3 2 4029) 49 2's 4923 2 3697 4) 1(27 1345 9; 68 | 4; 31! 264) ~—«:120) 15 11983|'53 14 States Previously 
tle wet tor Acoust ‘S2 6 2, 2841; I 45 30-1584} 9: 2407 it} 7 1713 18) 62| 7| 1 30, 378} ~—t0,— 336) = 35, 10598) '52 Reported for August 
Cc ticut oa 53; it] (i SC208 13) ot)sCSYSs«dNYSséCT7S | gt ny 26) ] l 5; 20; 33; 13, 692/'53 Connecticut 

ee +52! 3. 105; 6 S| 3] | 83 3) 0 21| 3{ ta} ti] 5] 10,503) '52 foe: 
Florida mee: ae | siti 2}. 136) ——S—«|«~Sts«SS U7 156, ‘121 14) 6) 58) 32; 46) 2) 1619) °53 Florida 
‘52 \| 316) ' 7 13; 370 295; ti 127} 126 _3t | 19 81 24) 94) 19} 1526) '52 
Kansas  —_ , or | 306 381) 108! 124 62S}. 3 | 1192)"53 Kansas 
‘52! 323 2| 1; 207 __ ai 2; 165; 292} | 3; —=sSI 14] 30! 2) 1364) "52 
Maryland “63, +0) +12) 240). 1 4 9; #2 «wi 6 57) 82 7| 2; —«8}~Ssé1] 7; 785 | ‘53 Maryland 
‘52! 2\ 3; 130, 1 2) 144} 4, 164; _ 54) 115) 10 4 4) 19} 13 S| 681|'52 7 
Michigan (nip a 1177) 1) 19) (347) 2; 1403) 246 163} 9) 2; | 55} }CCéS 3544) '53 Michigan 
52. ! 546 \ . 7; 548; 15,790, 202) 169 : it} | 27| 52] 4] 6| — 2458|'52 
Montana onl s;0CtC«<a ‘#SN LYS ss PV 5; | 228 «118 10 3| 1 a 3} 32) |  803)"53 Montana 
"52 218) 3) 1; 7S ; 166) = Ba ai} 133 = 2 6) 1] 2) 3} 31} 5| 53) | 777\'52 
Nebraska _ - 53 o;)0C<‘(cgY:C*té‘<iéi “;*‘CS(aS‘]Lé‘C 351) 1 79 136 I 2) 2; 25 10 18) 5} 985) '53 Nebraska 
52) 221} 1| 5| TS 1 Sa | 34 17; 34! 2; Bt} "52 ; 
New Jersey — a 53, «10,2; sti“ (teststi(iéi i SSCStCéY CT 6 687 | 176; 181 41) 3)COAYi C20] 1| — 2003)°53 New Jersey 
‘52! 10, 17) ~— 200 i} 71S} 240 8} 237, —t}_—86]_—126| 22| 1 6 34) 34) 8} 2} 1064|'52, ae. 
New York — "53 51; 52; 1218; | 25; 8 434 14) 1087 333|  440| 125) 1) 34) 9%) 79) 9} 4097)'53 New York 
"52 17; 78} ~=596] ~—s2|_ 34! at] 692] 15] S22] t 269) 360) 105} | st] S53] 8 74] 64) tt] 2974)52 ae 
Ohio 3 9; +6; 104s) =| Ss} SCN) 237, —-378) 30) l 5} 22) 65; 70) 56} 3541 |'53 Ohio 
_'S2i 2| 1] 399 1| 6} 10} +538) = 3) 478) tet; 340 14 | 4; 20] 84) 39) 83 14) 2197|'52 so a oe 
Rhode Islana 53] 3 . a a a 78 i 16 5| l 2| 2 i 3| 5| 1) 224)°53 Rhode Island 
‘52 4| 30) 2) 2; 37 16, 10; 28 ; 2 5| 5 | 146 '52 oe O° ne 
South Carolina "53 531) on | 85) 291 110! 52 6) 1| | 2 it} 3| | 1118, °53 South Carolina 
‘52° 330/ i} 159 _ 180} 82; 74 20| | 28 10} 8} _—3|_—«a8977\'s2 oa ec 
Virginia ‘53 | 467) 2) 6; 16 496 | 88 % 20! 44 39) #1 25 1} 1380, '53 Virginia 
‘52 1} 355) 3) 2) 249 i) 313 2) 149) ~—212 8) | 12] 50 18} 40) 1415) "52 > 4 
Wisconsin "53 2| | 671} 5 10; 157) 4 507 5| 167, 242 12 2) 8; 30 14,21] 1857 |'53 ~ Wisconsin 
‘52 478, | 14 6| 283 328) b}_—s130)—S 244 a 4} 10} 55) 19) 7; (1618) 52 
28 States Reported "53 B7,«98|:1 1784) } 148] 93) 2970; 51 11434) 12) «3044'S 3565, 20,368) 1} 20, (146) 798 473) 674) 34) -35820)'53 28 States Reported 
To Date for August ‘S2|_ 44 105; 7088) | 142] 106, 5359) 56} 6419} = 25) 2591 4139 23) 333) 8| 10} 192 979; 442; 843 116} 29029 | ‘52 To Date for August 
Year "53, 1131) 1328/213158) 28-2152) 1534) 56101) —646/ 147056) 224) 55417| 64418; 503 4430) 95| 304) 2356) 16227) 8124) 11728) 505| 587465|'53 Year 
To Date 52-968 + (1039/ 164202) 216 2212} 1836| 62876} 5561113289] 331) 48783/ 57800; 424) 4565) 147) 335|_:1996| 17987) 7122/ 11933) 1478) 500095 ‘52 To Date 


The following advertised-delivered prices 
include the retail list price suggested by 
the factory, for Federel taxes, 
and suggested delivery and handling 

do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 


ALLSTATE — Four—2-dr. sed., 
Six—2-dr. sed., $1,561.18. 
Sears, Roebuck & Co. stores 
areas.) 


AUSTIN—A-30 sed., 


$1,945; A-40 sports conv., 
dealey 100 sports conv., 
at U. 8S. ports.) 
BUICK — Special—4-dr. sed., 
2-dr. sed., $2,149.32; 4-dr. 
$2,255.32; 2-dr. Deluxe sed., 
Riviera cpe., $2,295.43; conv., 
Super — 4-dr. Riviera, $2,696.17; 
epe., $2,610.56; conv., $3,001.59; 


era, $3,254.36; Riviera cpe., 
conv., $3,505.56; stat. wag., 
Skylark sports car, $5,000. 
standard on Roadmaster models, 
at $192.50 on all others.) 


(Dynafi 


CADILLAC — Series 62—4-dr. sed., $3,- 
coupe deVille, 
$4,143.72. Series 60 Spe- 
$4,304.88. Series 75 — 8 
lim., $5,817.73. Eldo- 
(Hydra-Matie stand- 


666.26; cl. 
$3,994.57; conv., 
elal—4-dr. sed., 
pass. sed., $5,604.34; 
rado—conv., $7,750. 
ard on all models. ) 
CHEVROLET — One-Fifty — 4-dr. 
$1,670; 2-dr. sed., $1,613; cl. 


epe., $3,571.33; 


010. Two-Ten — 4-dr. sed., $1,761; 
sed., $1,707; cl. cpe., $1,726; spt. 
$1,967; conv., $2,093; 6-pass. stat. 
$2,1 


$2,051; $2,175. 


cpe., conv., 


models only.) 


CHRYSLER — Windsor-4-dr. sed.. 


$1,399. 
(Sold only by 
in certain 


$1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; conv., 
$2,295. Austin- 
$2,985. (Delivered 


$2,208.76; 
Deluxe sed., 
$2,196.88; 
$2,553.17. 
Riviera 

stat. 
wag., $3,429.73. Roadmaster — 4-dr. Rivi- 
$3,358.05; 
$4.030.73; 
jow 
optional 


sed... 
cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. eae. >" 
-dr. 
epe., 
wag.. 
23; 8-pass stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; spt. 
(Powerglide 
optional at $178.35 on Two-Ten and Bel Air 


$2.- 


stat. wag., 


el. 


conv., 
$4,259.50; 





Newport, 
New Yorker 


cpe., 


$3,522; 


lim., $7,043.75. 


$3,558.75) ; 


$130.10 on Windsor, 
models. Fluid-Torque standard on Custom 
Imperial and Crown Imperial; 
$139.75 on other eight-cylinder models, 
$106.40 on Windsor Deluxe and at $236.50 
on Windsor. ) 


DeSOTO—Powermaster 6—4-dr. sed., $2,- 
385.75 (8-pass., 
Sportsman, $2,634.25; stat. wag., $3,107.75. 
Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
epe., $2,651.50; Sportsman, 


el. 


| $2,922.50; conv., 


50; 


381. 


024. 
201.25. Coronet 6—4-dr. 
cpe., $2,109. Coronet V-8—4-dr. sed., 
$2,223; Diplomat, $2,385.- 
$2,527.50. 
(Fluid Coupling optional at $20.40 on all 
six-cylinder models except the Meadow- 
brook station wagon. 
at $130.10 on all models except the Mea- 
dowbrook station wagon. Gyro-Torque op- 
tional at $233.50 on V-8s only.) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., 


stat. $2,018.99. Customline 6—4-dr. 


75; ¢ 


1. cpe., 


244.50; cl. cpe., 
conv., 


$2,519; 


stat. 


$3,281); cl. 


$3,144.25; stat. wag., $3,- 
(Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 


DODGE—Meadowbrook 6—4-dr. sed., §2,- 
stat. wag., 
$2,136; 


$1,983; 


stat. 


wag., 


sed., 


sed., 


wag., 


Current 


492.25 (8-pass., $3,433) ; 


cpe., 


sed., 


cl. cpe., $2,471.75; 
$3,288.75. Windsor Deluxe—4- 
dr. sed., $2,721; Newport, $3,025.25; conv., 
$3,246.75. New Yorker — 4-dr. 
184.50 (8-pass., $4,369); cl. cpe., $3,155.50; 
$3,932.75. 
Deluxe—4-dr. sed., $3,327.50; 
$3,298.50; Newport, $3,687.75; 
$3,980. Custom Imperial—4-dr. sed., 
lim., $4,797; Newport, $4,560.25. 
Crown Imperial — 8-pass. $6,921.50; 
(Fluid - Matic optional at 
standard on other 


optional at 


$2,364; 


Gyro-Matic optional 


$1,537.33; 


$3,- 


$2,- 
el. 
$2,- 


sed. 


cpe., 


$1,782.69; 2-dr. 


$1,743.29. Mainline 
$1,766.09; 2-dr. sed., 


sed., 


$1,733. 
8 — 4-dr. 
$1,717.20; bus. cpe., 


79; cl. 
sed., 


$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 


$2,266.76. Crestline 8—Victoria, $2,120.23; 


conv., 


$2,229.92; 


stat. 


wag., 


$2,403.24; 


(Fordomatic optional at $184 on ail mod- 


els.) 


FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; 


Consul 
$2,075 


Six 


$2,425. 


4-d. 


entry.) 
HENRY J — Corsair Four — 2-dr. sed., 


$1,399. Corsair Deluxe Six — 2-dr 


$1,561.18. 


KAISER — Carolina — 4-dr. 
372.69; 2-dr. sed., 


sed., $2,512.79; 


4-d. 


Anglia 2-dr. 
sed., 


$1, 


695; 


sed., 

Consul 
(power top, $150 extra); 
sed., 


$1, 


179.07; 
conv., 
Zephyr 


$1,890; Zephyr Six conv., 


club 


Traveler, $2,618.55. M 
$2,649.63; 
$3,923.91. 
on, optional at $178.55 on other models.) 


LINCOLN — Cos 
$3,522; spt. cpe., $3.625. Capri—4-dr. sed., 


$3.766; 


club sed., . 
(Hydra-Matic standard on Drag- 


sed., 


itan — 4-dr. 
‘“*hardtop’’ $3,869; conv., 


sed., 
$2,312.56. Deluxe—4-dr. 
$2,459; 


(Delivered at New York port of 


sed., 


$2,- 
4-dr. 


sed., 


$4,030.50. 


(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. 
$2.193.50; 
sed., 


250.50; 
$2,315. Monterey — 4-dr. 


hardtop, 
pass. stat. wag., $2,825.50. 
optional at $189.81 on all models.) 


MORRIS and MG — Morris Minor—4-dr. 


sed., $1,535; 2-dr. sed., $1,435; conv., 
465. Morris Oxford — saloon. $2,150: 


2-dr. 


$2,451.50; 


sed., 


conv., 


se 
sp 


d., $2,- 
t. cpe., 


$2,332.50; 
$2,609.50; 
(Mere-O0-Matic 


8- 


$1,- 
stat 


wag., 
$2,115; Mark II conv., 


Prices on New Cars 





$2,385. MG/TD — standard conv., 


in New York City.) 
NASH—Rambler Super — Suburban, §2,- 


125; 


conv., 


Statesman 


$2,150; 


stat. 
Super — 4-dr. 


$2, 


sed., 


360. 


(Delivered 


002.60. Rambler Custom — Hardtop, §$2,- 
wag., $2,118.90. 
$2,178.35; 


2-dr. sed., $2,143.55. Statesman Custom— 
sed., $2,309.50; 


2-dr. 





car, 


Fiesta, 


hardtop, 


Classic 
$3,021.75; 
$5,715. 
optional 


4-dr. sed., $2,331.70; 2-dr. 
$2,433.20. 


Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassado' 


er Custom—4-dr. sed., $2,716.45; 
hardtop, 


sed., 


models. ) 


PACKARD—Clipper—4-dr. 
2-dr. sed., $2,544; Sportster hardtop, $2,- 
805. Clipper Deluxe — 4-dr. 


sed., 


$2,695; 


$2,461.71; 
$2,673.39; conv., $2,852.59. 
$2,785.82; hardtop, 
Fiesta sports 
(Hydra-Matic standard on 
at $178.35 on all 


$3, 


228.84; 


sed 


4- 
$2,261.62. Super 88 


2-dr. sed., 


sed., 


$2,828.60: 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador. ) 


OLDSMOBILE—Deluxe 838 — 
$2,327.09; 2-dr. sed., 
— 4-dr. 
395.25; hardtop, 
98—4-dr. sed., 
conv., 


dr. sed., 


$2,598 ; 


$2,745; 


2-dr. sed., $2,691. Packard—Cavalier 4-dr. 


sed., 


conv., 
Caribbean conv., 


531; 


$3,244; 


executive sed., 
lim., $7,100. 
trician and formal sed., 


on all other models.) 


PLYMOUTH — Cambridge — 4-dr. 
$1,765; 
617.50; 


4-dr. 


el. 


sed., 


Belvedere, 


wag., 


stat. 
$1,872.50; 


$2,207.25. 


sed., 
wag., 


$2,064; 


Mayfair 


$6,900; 


$2,064. 


el. 
conv., 


$145.80 on all models.) 


hardtop, 
$3,486; Patrician 4-dr. sed., $3,740; 
$5,210; formal sed., $6,- 
corporation 
(Ultramatic standard on Pa- 
optional at 


cpe., 


$2,220; 
(Hy - Drive optional 


$3,278; 


$2,- 


other 


$199 


sed., 
$1,727.25; bus. cpe., $1,- 
Cranbrook— 
$1,842.50; 
stat. 
at 





PONTIAC — Ohieftain 6 Special — 4-dr 
sed., $2,014.64; 2-dr. sed., $1,956.36. Chief- 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr. 
sed., $2,060.28; conv., $2,444.21. Chieftain 
8 Special—4-dr. sed., $2,089.62; 2-dr. sed., 
$2,031.45. Chieftain 8 Deluxe—4-dr. sed.. 
$2,193.51; 2-dr. sed., $2,136.32; conv. §$2,- 
517.66. Catalinas— Deluxe 6, $2,304.30; 
Custom 6, $2,370.43; Deluxe 8, $2,379.99; 
Custom 8, $2,446. Station wagons—Two- 
seat Special 6, $2,449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, §2,- 
589.61; two-seat Special 8, $2,524.61; three- 
seat Special 8, $2,580.15; two-seat Deluxe 
8, $2,663.61. Grain finish on all station 
wagons, $80 extra. (Hydra-Matiec optional! 
on all models at $178.35.) 


ROOTES—Hiliman Minx—4-dr. sed., §1,- 
699; California hardtop, $1,899; conv. 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim.. 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim., $3,595; Pullman lim. 
$5,110. Sunbeam - Talbot — Sed., $2,699; 
conv., $2,899; Sunbeam Alpine _ sports 
conv., $2,999. Rover—sed., $2,899. (Deliv- 
ered at U. S. coastal ports.) 

STUDEBAKER—Champion Custom — 4- 
dr. sed., $1,767.40; 2-dr. sed., $1,735.12 

Deluxe — 4-dr. sed., $1,862.83: 

sed., $1,830.58; 5-pass. cpe., $1,- 

868.21. C Regal—4-dr. sed., §$1,- 

949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
eae ee: hardtop, $2,115.80. 


2-dr. 


Commander 
juxe — 4-dr. sed., $2,121.15; 2-dr. sed., 


$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander — 4-dr. sed., $2,207.54; 5- 
pass. cpe., $2,212.91; hardtop, $2,374.16; 


Land Cruiser 4-dr. sed., $2,315.64. (Auto 
matic Drive optional at $231.24 on Cham- 
pion, $243.08 on Commander. ) 
WILLYS — Aero Lark — 4-dr. sed., $1, 
727.15; 2-dr. sed., $1,640.99. Aero Falcon— 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed. 


$2, 
$1, 862.70 
6-cyl., $1, 


— 4-cyl., 
$2,304.55) ; 


(four-wheel drive, 
| 949.23. 
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ceived top prize in the passenger- 
car sales and service division and 
GMC Truck & Coach placed first 


4 


latest barrel bearing in four-color 
ads in various automotive and 
allied publications. 





Affecting Factories and Dealers. . . 


Auto Advertising. 


By Marty Whitmyer 
Staff Writer 

With personal selling rapidly dis- 
appearing from the retail field, the 
day is coming when advertising will 
have to take on the burden of 
bridging the gap between industry’s 
ability to produce and the people’s 
ability to consume, Norman H. 
Strouse, vice-president of J. Walter 
Thompson Co., told members of 
the International Assn. of Electro- 
typers & Stereotypers at their 56th 
convention in Detroit last week. 

Lashing out at the “prophets 
of doom who have been talking 

depression,” Strouse declared that 
America has learned how to pro- 
duce but has neglected the art of 
selling. 

“The retail grocery clerk who | 
used to recommend a food product 

and exercise some sales initiative 
has now become an expert in add- 
ing up the costs of the items you 
wheel up to the counter and fitting 
them into a minimum number of 
bags,” Strouse said. 

In the automotive field, the most 
competitive field of all, the quality 
of retail selling “has not ap- 
proached the level of prewar, and 
may never again represent as im- 
portant a factor in the movement 
of passenger cars,” Strouse said. | 

Today’s automobile salesmen, he 
said, are trained in the techniques 
of “closing the deal” and seldom 
venture beyond the group of pros- 
pects which come into the show- 
room as a result of desires built up 
through mass advertising. 

Strouse said a survey revealed 
that 86.6 percent of new-car buy- 
ers had never been contacted by 
a salesman before going into the 
dealership to buy, and that 61.2 
percent purchased the car with- 
out a demonstration ride. 

“In bridging the gap, then, be- 
tween ability to produce and ability | 
to consume,” he said, “advertising 
must carry an increasingly greater 
share of the burden of selling, if 
we are to realize the fullest value 
of the expanding market ahead. | 

“The power of advertising,” | 
Strouse said, “is one of the great | 
persuasive forces not only in edu-| 
eating men and women to a higher 
standard of living, but also in pro- 
viding industry with its necessary 
sales volume and workers with 
their wages and purchasing 
power.” 


| 
| 





* 


* * 
Esquire Marks 20th Year 

Esquire magazine marks a mile- 
stone with issuance of its Oct. is- 
sue—the end of its 20th year of 
publication. 

The experts in 1933 predicted 
a circulation of 25,000 for the mag- 
azine, optimistic for a 50-cent 
periodical in the depths of the | 
depression. Today, the circula- 
tion totals more than 800,000, ac- 
cording to Arnold Gingrich, first 
editor and now publisher of the 


magazine. 


* *~ * 


Schipper-Webb Appointed 

Upholstery Leather Group, Inc., | 
of the Tanner’s Council of America, | 
has announced the appointment of | 
Schipper-Webb Associates, Detroit, | 
as public relations counsel. The} 
appointment, effective Sept. 1, was 
announced by R. E. Markusen, 
automotive director of the group) 
which has recently expanded ac- 
tivities within the furniture, auto- 
motive, aircraft, motor boat and 
allied industries. 

According to Markusen, the auto- 
mobile industry alone accounts for 
85 percent of annual upholstery 
leather sales, with an upward de- 
mand trend on the part of car 


buyers. 
* * 


Dinah Back with Chevrolet 


Chevrolet returns Dinah Shore to 
the air, Oct. 6, over the NBC tele- 
vision and radio networks. | 

The quarter-hour radio series is| 
now scheduled at 8:15 p.m. (EST) | 
Tuesdays and Fridays. The televi- 
sion show, also semi-weekly, again 
is listed Tuesdays and Thursdays at 
7:30 p.m. (EST). 

A first-show novelty on Tuesday, 
Oct. 6, will be a “compatible” tele- 
cast in color. The Chevrolet-Shore 
program is the first musical selected 
by NBC for this network experi- 


* 


| 





ment out of New York City, officials 
said. 
* 


Farm Journal Sets Record 


For the fifth time since Febru- 
ary, Farm Journal has surpassed 
the $1 million mark for advertis- 
ing revenue for one issue. Total 
revenue for the month was $1,- 
116,181. 

Company officials claim the 
magazine is the only farm publi- 
cation ever to accomplish the | 
feat. 

* * * 


Direct-Mail Awards 


Three automotive firms were 
among 60 recipients of awards in 
the Direct Mail Advertising Assn.’s 
annual direct - mail campaign. The 
winners were announced in Detroit 
last week at the association’s 36th | 
convention. 

W. E. Lahr Co., Minneapolis, 
won first prize in the automotive | 
accessories, parts and service | 


* * 


in the truck sales and service di- 
vision. 

In addition to 55 winners in the 
industrial classifications, five com- 
panies were selected as winners in 
the “special low-cost campaign” 
category. The grand award for 
“best of all industry” went to Union 
Bag & Paper Co. for its campaign 
on corrugated boxes. 

+ * 


Darling Joins ANA 


Harry L. Darling, formerly devel- 
opmental sales engineer of plastic 
products, United States Rubber Co., 
Chicago, has joined the staff of the 
Assn. of National Advertisers as 
assistant to the vice-president. 

Darling succeeds John Kirk Lee, 
who now is with Permacel Tape 
Co., as manager of merchandising | 
services. 


Olds Sponsors Grid Show 


A new football television show, 
“Press Box Preview,” starring Red 
Grange and Bud Palmer, is being 
presented by Oldsmobile every 
Saturday this fall just before the 
General Motors’ TV football “Game | 
of the Week.” The program is! 





field, while Lincoln-Mercury re- 


ERLE LEE OPED 





Here at last is an accounting machine so swift, so 
efficient, so simple to operate, that it brings bigger savings 
to every job—does ail jobs with unerring accuracy! 


The Sensimatic’s amazing effort-free speed comes from its — 
exclusive sensing panel or “mechanical brain” that automatically 
directs it through every accounting operation. Its superior 


«design makes the o 


to do—less to learn. Automatic controls, continuous visibility 


carried on 63 stations over the 


REREAD IETS 8 


perator’s work easy. There is less 


of work in progress, and complete keyboard control, 
reduce operations and chance of error—provide 
peak production on every accounting job. 


Get the facts today 
record of low-cost, 


about Sensimatic’s astonishing 
high-speed operation! Call 


the Burroughs office nearest you. It’s listed in the 
yellow pages of your telephone book. Burroughs 
Corporation, Detroit 32, Michigan. 


CHANGE JOBS INSTANTLY .. . at a turn of the job 


selector knob. Any four 
ations controlled by one 
of panels can be used, 


number of jobs a Sensimatic will do. 


different accounting oper- 
sensing panel. Any number 
so there’s no limit to the 









1H Truck Reporter— 


Alex Dreier, NBC reporter, is being 
sponsored by International truck dealers 
on a program entitled “Man on the Go.” 
The daily radio program started Sept. 7, 
the weekly television program Sept. 22. 


coast-to-coast facilities of National | 
Broadcasting Co. 


“Press-Box Preview” is designed 
to give the television fan a better 
understanding of the game. Grange 
and Palmer introduce players to 
the audience with a series of action 
closeups, and then present high- 
lights of the previous games of 


both teams. 


* * 


Hyatt Goes for Color 


* 


| 





| Detroit 


D. P. Brother & Co., Detroit, is 
servicing the account. 
* * * 


Chevrolet Dealers on TV 


The Local Chevrolet Dealers 
Assn., Inc., of New York has 
signed a contract to sponsor “The 
Chevrolet Showroom,’ starring 
Caesar Romero, stage and screen 
actor. The television show had 
its premiere performance over 
WABC-TV on Sept. 25. It will be 
given from 10 to 11 p.m. each 
Friday for 26 weeks. 

J * e 


Business Review Editions 

Two special sections devoted en- 
tirely to U. S. and foreign trade 
and economic conditions will be 
published with the regular issues 
of the New York Times on Monday 
and Tuesday, Jan. 4-5. 


Names 

William A, Brown has joined the 
staff of Brooke, Smith, 
French & Dorrance, Inc.,. ad 


The Hyatt Bearing division of,;agency. Brown formerly was art 
General Motors is illustrating its| director for Packard. 


IT DOES THESE JOBS 
—AND MORE! 


Accounts Receivable Ledgers 
and Statements « New-Car Deposits 
Monthly Financial Statement 
General Ledger « Payroll 


Accounts Payable « Age Analysis 
Revenue Distribution 


Now there are ive ! 


Sensimatic 500 with 19 totals 


Sensimatic 400 with 9 totals 


Sensimatic 300 with 11 totals 


Sensimatic 200 with 5 totals 


Sensimatic 100 with 2 totals 





WHEREVER THERE'S BUSINESS THERE’S | Burroughs 
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Used-Car Auction Prices 


$1,300*; conv., $1,365*. ‘50 (88) coupe, 


dive foo Sar, "9108, "48 (oe). 408 Average Used-Car Prices 


| $1,500, '51 (88) °4-dr., $1,400*, $1,370*, 





$700, $450. 
varoek Ga. 8107S", 81 480°, $1,580, 81, (Compiled by Automotive News) 
210, ’51 $1,000, $950; Cambrid ; 
Market Trend ‘-dr., $815, $900" "50 Deluxe 4-dr., $540. ateeet "ces tk 
For the 13th consecutive week, wholesale used-car prices declined, | “49 Deluxe 4-dr., $545. k 1953... _ $2,091 $2,098 : 
Seoeins to a new postwar low of $882, according to Automotive Mgz828 eaatee e200" "62 Catalina 1968. 1404 1476 
ews ex. (8), $1,750°, a , 1 
As in the previous week, hardest-hit model was 1951, down $12. Other 1950... 833 849 
losses were ’50s, down $9; ’48s, down $8; 49s, down $7; ’47s and ’52s, DYER, IND. 1949.......... 632 653 
down $3, and ’46s and ’53s, down $1. Thus, the recent trend continued— (Dyer Auto Auction, Sale every Friday. 1948............. 445 443 


steadiest models pricewise were newest and oldest postwar cars. Prices are for sale of Sept. 18.) 1947... 
It was the first week since March 16 that all models showed price 


338 a 
274 5 





(Sold 135 cars out of 237 offerings.) 
BUICK—’53 Super Riviera $2,655*, $2,- 








declines. 300°, '52 Super sedan, $1,700*, ’51 Super ' 
Activity, however, increased a bit, according to the index. The sales sedan, $1,450*; RM Riviera sedan, $1,- 
At 10 i 400*, '50 Super 4-dr., $1,050*%, $890; Su- (Th b d- ti . lu F 
ratio was 63 percent, up from 60 percent a week earlier. repre per 2-dr., $895, $890, $830, $745, $695. e above figures are averages of used-car auction prices, all makes s 
sentative auctions, there were 2,065 offerings and 1,301 sales, A week ‘49 Super sedan, $610. '47 RM sedan, and models, carried regularly in Automotive News.) ; 
earlier, 1,157 cars were sold out of 1,905 offerings at 10 auctions. $435, $350. $ 
; * d with t tic CADILLAC—’53 (62) conv., 2 at $4,500*. ; ‘ 
Prices marked with an * indicate a unit equippe th an = oma 52 (62) coupe, $3,365*, °51 (62) sedan. | FORD—'53 Custom (8) Victoria, $2,160*. ; OLDSMOBILE—'53 Holiday (88) $2,700*; 
nsm r erdrive, and (ps) indicates power ste E 2,205°; deVille, $2,785*. '50 (62 "52 Custom (8) sedan, $1,350*. '51 Cus- (98) sedan, $3,000*. '52 (98) sedan, $2,- C 
ae oF OF - P ~ Fano OSes. "47 (GO) nedan, $765. | tom (8) sedan, $1,050*, '$1,035*, $955,| 005%. 51 (98)' sedan, $1,545°. '50 ‘Holi- 
ALBANY pce lg cy CHEVROLET—'53 Bel Air sedan, $1,830*,| Delixe (8), sedan, $695; (6) sedan, $550. | (98) sedan’ $625, on™ $1,025. "49 
HUDSON—’53 Hornet 4-dr., $1,950*, $1,-| $1,600*. '52 SL Deluxe sedan, $1,150*;| +49 conv. $640: Custom (8) sedan’ $500. ; : 
(Tim Anspach Auto Auction, Sale every| 900%, '51 club coupe, $670; Pacemaker| SL Special sedan, $1,070; Bel Air $1,-] g549 °'48’ Super Deluxe (8) sedan’ $325, | PLXMOUTH — ’53 Cranbrook club coupe, 
Monday. Prices are for sale of Sept. 21.)| 4-dr., $450. '48 Super 4-dr., $420. 440, $1,190. ’51 %-ton panel, 2 at $495. ons = : , $1,430*, '52 Cranbrook sedan, $1,555, $1,- 
Today’s market slid into one of the | MERCURY—’51 4-dr., $1,225*, $930; coupe, SL Deluxe sedan, $1,015, $990, $910, | HUDSON—’51 Pacemaker club coupe, $800. 150; Cranbrook club coupe, $1,005. °51 
woiet ‘tweaks of the year. °53 models $1,060, $1,000; ane ar 000, $980. yO $770. '50 Bel Air, $1,000. ’46 Super (6) sedan, $110. Cranbrook sedan, $880, $870. '49 Special c 
dropped below cost on most makes, Used 4-dr., $900. '49 coupe, $670, $650, $550. | CHRYSLER—’50 Windsor sedan, $900. ‘49 | KAISER—’51 Special sedan, $785. Deluxe sedan, $535, $490, $435, $350. 
units dropped accordingly on neg NASH—’51 Statesman 4-dr., $800; Ram-| Windsor sedan, $560. MERCURY—’53 Monterey, $2,345*. ’51 se- | PONTIAO — ’52 Chieftain Deluxe station D 
ee ee bler suburban, $750, $700. '46 (600) 4-|DeSOTO—’50 Custom sedan, $875. dan, 2 at $1,205*, $1,165*, $1,110, $1,-| wagon, $1,790; Chieftain Deluxe (8) se- 
Re en eee poe dr., $100. DODGE—'51 Coronet sedan, $905, $865,| 05%. '50 sedan, $820, $790. ‘49 sedan,| dan, $1,730, $1,675. '51 Chieftain Deluxe D 


BUICK—'53 Special sedan, $2,040. ’51 Su- 
per sedan, $1,280*. '50 Special sedan, 
$890; RM sedan, $825*. ‘49 RM sedan, 
$700*, $630*. '46 Super sedan, $200. 

CHEVROLET—’53 Bel Air sedan, $1,770, 
$1,500; (210) sedan, $1,800; Handyman, 
$1,875; SL Special sedan, $1,700; Bel 
Air conv., $1,900. '52 SL Deluxe sedan, 
$1,100. 51 SL Special sedan, $720, $700, 
$690; SL Deluxe sedan, $1,050, $1,100*, 
$1,000, $950; Deluxe club, $800. ’50 FL 
Deluxe sedan, $780, $740; SL Deluxe se- 
dan, $740. °49 FL Deluxe sedan, $630, 
$590, $550; SL Special conv., $600. ‘48 
FM sedan, $400; station wagon, $535. '47 
Aerosedan, $410; FM sedan, $430, $370. 

CHRYSLER — ’'48 sedan, $420*. ‘46 NY 

club, $150*. 

DeSOTO—’'47 Custom club, $360. 

DODGE—’'53 Coronet (6) sedan, $1,400*. 
’52 Coronet sedan, $1,275*. '51 Meadow- 
brook sedan, $760. ‘47 Deluxe sedan, 
$270. 


FORD—’53 Custom (8) club, $1,685*; Cus- | 


tom (8) sedan, $1,800. ’52 Main (8) se- 
dan, $1,130. '51 station wagon, $1,100. 
Custom (8) sedan, $1,000*, $820; Cus- 
tom (6) club, $715; Deluxe (6) sedan, 
$635. °50 Deluxe (6) sedan, $680; Cus- 
tom (8) sedan, $685. '49 Custom (8) se- 
dan, $630*, $590; Custom (6) sedan, 
$500. °48 Deluxe (6) sedan, $350, $330; 
Super Deluxe (8) club, $450. ‘47 Super 
Deluxe (8) sedan, $370. 


HUDSON—’51 Pacemaker sedan, $910. ‘49 





Commodore (6) sedan, $410. '48 Com- | 


modore (6) sedan, $340. °46 Super (6) 
sedan, $160. 

LINCOLN — '51 Cosmopolitan sedan, §1,- 
440*. 47 sedan, $130". 

MERCURY—’52 sedan, $1,400. ‘51 sedan, 
$1,010*, $1,025*. '50 club, $850, '49 se- 
dan, $620. 

NASH—'53 Super Statesman sedan, §1,- 
810*.’51 Rambler, $850*. ’50 Statesman 
sedan, $475, $430. 

OLDSMOBILE — '51 Super (88) Holiday, 
$1,400*; (98) conv., $1,250*. '50 (98) se- 
dan, $1,020*. '49 (98) sedan, $875*; (88) 
sedan, $760*. "47 (76) sedan, $170. '46 
(76) sedan, $300. 

PACKARD — '49 sedan, $490. ‘48 sedan, 
$310; conv., $240. 

PLYMOUTH—’53 Cranbrook sedan, $1,540. 
"51 Cranbrook sedan, $700. '50 Special 
Deluxe club, $650. 


PONTIAC—’53 Chieftain (8) sedan, §$2,- | 


260*; Chieftain Custom (8) Catalina, §2,- 
650°, $2,590*, $2,570*. '52 Super (8) Cat- 
alina, $1,935*. ‘51 Chieftain (8) sedan, 
$1,010. °50 Chieftain (8) Super Catalina, 
$1,120*. °49 SL (8) sedan, $710; Chief- 


tain (8) sedan, $490. '47 Torpedo conv., | 


$300. '46 SL sedan, $250. 

STUDEBAKER — '53 Regal Champion se- 
dan, $1,675. '51 Deluxe Champion sedan, 
$770. 


VALDOSTA, GA. 
(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Sept. 18.) 
(Sold 179 cars out of 223 offerings.) 
BUICK—’53 RM Riviera 4-dr., $2,880*, §2,- 
500°, $2,450°. °52 Special Deluxe 2-dr., 
$1,305*. °51 RM Riviera coupe, $1,450*; 
Super 2-dr., $1,375*; Special 2-dr., $1,- 
225°, $1,000. ‘SO Super 4-dr., $1,100*; 
Riviera coupe, $1,040; RM 4-dr., $975, 


$935. 

CADILLAC—’53 (62) coupe deVille, $4,- 
185*, $4,050*. "52 (62) 4-dr., $3,350*. '50 
(62) 4-dr., $2,075*, $2,000*. °49 (62) 4- 
dr., $1,300*; (61) 4-dr., $1,200*. '48 (60) 
4-dr., $850. 

CHEVROLET—’'53 Bel Air conv., $1,975*, 
2 at $1,825*, $1,600; 2-dr., $1,775; (210) 
2-dr., $1,640*, $1,625*; 4-dr., $1,750*; 
(150) club coupe, $1,450*. ’52 SL Deluxe 
2-dr., $1,050*; FL Deluxe 2-dr., $800. 
‘51 FL Deluxe 4-dr., $1,000; SL Special 
4-dr., $900; SL Deluxe 2-dr., $840; %- 
ton pickup, $680. '48 %-ton pickup, $425. 
"47 — $450, $410. °42 club 
coupe, $170. 

CHRYSLER—'53 Windsor 4-dr., 2 at $2,- 
200°, $2,125*. ‘51 Windsor 4-dr., $1,200. 
oo 4-dr., $660. ‘48 Windsor 4-dr., 


$410. 

DeSOTO—'49 Deluxe 4-dr., $590. ‘48 De- 
luxe 4-dr., $110. 

DODGE—’53 (8) station wagon, $1,850; 4- 
dr., $1,650; Diplomat, $1,500, ‘52 Mea- 
dowbrook 4-dr., $1,000; Coronet conv., 
$930; Wayfarer 2-dr., $860. '51 %-ton 
pickup, $650. ‘50 club coupe, $535. '49 
Meadowbrook 4-dr., $510. 

FORD—’53 Victoria (8) $2,000*, $1,950*; 
Ranch Wagon, $1,975*; Custom (8) 4- 
dr., $1,850*; 2-dr., $1,715*, $1,610*, $1,- 
460; conv., $1,650*, 2 at $1,625*; Main 
(8) 2-dr., $1,450*. '52 Custom (8) 2-dr., 
$1,400*, $1,225; 4-dr., 2 at $1,380; club 
coupe, $1,230; Crestline conv., $1,370*; 
Main (6) 2-dr., $1,000. '51 Victoria, $1,- 
150*, $1,125*; Custom (8) 2-dr., $1,010*, 
$980°, $905, $900, $800; Deluxe (6) 2- 
dr., $750. '50 Custom (8) 2-dr., $800; 4- 
dr., 2 at $790, $775; Custom (6) 2-dr., 
$655, $650, $625; Deluxe (6) 2-dr., $455. 
"48 Deluxe 2-dr., $450, $125. ‘47 4-dr., 
$420. °46 Deluxe 2-dr., $290, $250. 


Catalina, $1,525; Chieftain Deluxe (8) 
sedan, $1,275, $1,100. '50 Chieftain De- 


(Continued on Page 47, Col. 1) 


OLDSMOBILE — '53 (88) 4-dr., $2,650* $775. '50 Coronet sedan, $710, $695, $690. $550, $380. 
(ps), $1,950*%; 2-dr., $2,250* (ps). °52 ’49 Wayfarer sedan, $500. ’48 Custom se- | NASH—’49 Ambassador sedan, $380, $350. | 
Super (88) 4-dr., $1,650*%; (98) 4-dr., dan, $275. ’39 sedan, $145. "48 (600) sedan, $255. 
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“You won’t find his name on your payroll but he can be a 
mighty important part of your truck selling team. He’s your 


local Gar Wood Distributor—and he’s a good man to know 
.-. better! 














Your Gar Wood Distributor is an “Equipment Engineer” 

—a specialist in dump truck application and operation . . . 
And his specialized knowledge will help you boost sales and ; 
profits. As your application engineer he'll work with your 
salesmen to recommend the right Gar Wood Hoist and Body 
for your customers’ requirements. As your salesman he’ll 
point out the dozens of advanced features of Gar Wood 
equipment which give you extra selling points to clinch the 
sale. And, if you don’t already sell Gar Wood equipment, he'll 
show you how you can boost your profits on every dump truck 
‘ " <>) sale by delivering your trucks Gar Wood-equipped and ready 
i a p a | vs for work. 


—— 
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Gar Wood Arm Type Hoist for medium service. Yes, you get an extra salesman without cost when you work 

DALLAS—Ashteo-Richards Co.—Lakeside 5574 KANSAS CITY—National Truck Equip. Co.—Benton 7038 ® 
GAR WOOD DISTRIBUTORS: DENVER—Liberty Truck & Parts Co.—Phone: 3241 KEESEVILLE—A. Brolia—Phone: 4-2685 p 
ABILENE—Contan Tractor Co.—Phone: 8183-4 DES MOINES—Brewn Body & Equip. Co.—Phone: 3-5814 KINGSTON—Ashley Welding Mach. & tren Co.—Phone: 1652 . 

ALBUQUERQUE—Harry Cornelies Co.—Phone: 3-1776 DODGE CITY—Southwest Equip. Co., inc.—Phone: 1662 KNOXVILLE—Post & Co., inc.—Phone: 3-2103 
Ce.—Phone: 4-421 DULUTH—Arrowhead Equip. Co.—Phone: 4-5743 LANCASTER—Lancaster Auto Spring Ca.—Phone: 4-2647 : 

C. Miller & Co.—Wainat 1991 EAST PEORIA—Frushaut Traller Co.—Phone: $178 LODI, N. J.—Dianem Ce.—Prescott $-2547 

AUGUSTA—Broome Equipment Ce.—Phone: 2-3578 EATONTOWN, N. J.—Chas. P. Irwin Truck Body Co.—Phone: 3-0665 LOWISVILLE—Shipley, inc.—Clay 7724 a 
BANGOR—Bangor Auto Body Shop—Phone: 4584 EL PASO—Lone Star Equip. Co.—Phone: 3-1481 MANKATO, Minn —L. L. Dewey—Phone: 4969 ® 
BAKERSFIELD—Cal. Truck & ind. Equip. Co.—Phone: 5-5914 EVANSVILLE—Hallenberger, inc.— Phone: 5-3339 MEMPHIS—Carey Equipment Co.—Phone: 36-3032 ® 
BATON ROUGE—Sabella Brothers—Phone: 3-4059 FARGO—Sweeney Bros. Tractor Co.—Phone: 2-3306 MIAMI—Tom Wood Truck Equip., tnc.—Phone: 3-8702 ® 
BAY CITY—0. F. & Sons—Phone: 2-3744 FLINT—Gwyn Body Co.—Phone: 3-5818 MILWAUKEE—Fruchaut Trailer Co.—Breadway 2-7080 m 
‘BILLINGS—Seltz Co.—Phone: 4-4065 FORT WAYNE—Peeriess Mig. Co.—Harrison 4107 MOLINE—Mutual Wheel Co.—Phone: 2-3626 a 
BINGHAMTON—Ai's Welding Shop—Phone: 2-8254 FRESNO—Fresne Traller Co.—Phone: 2-6168 MONTPELIER, Vi—Vermont Read Equip. Ce., inc.—Phone: 1398 u 
BIRMINGHAM—Robert P. Stapp, inc.—Phone: 4-551! GRAND JUNCTION, Col.—S & M Supply Co.—Phone: 2968 NASHVILLE—W. T. Stringisllow & Co.—Phone: 5-8533 ss 
BRIDGEPORT—Spring Replacement Co.—Phone: 5-2138 GRAND RAPIDS—Hoskstra Truck Equip. Co.—Giendale 6-5415 NEWBURGH, M. Y.—A & C Truck Equip. Co.—Phone: 5348 4. 
BURLINGTON—Fitzpatrick s Garage—Vermont 4-5754 HARTFORD—E. L. Beorwort, inc.—Phone: 2-5207 NEW HAVEN—Conn, Highway Equip, Co.—Hobart 7-6321 : w 
CHARLESTON—Baker Equip. Eng's. Co.—Phone: 2-0178 HERKIMER, N. Y.—Randall Body & Welding Supply—Phone: 340-W NEW ORLEANS—City Auto Body Co.—Magnelia 5768 . w 
CHARLOTTE—Baker Equip. Eng’g. Co.—Phone: 3-5473 HARRISBURG—Harvisburg Truck Body Ce.— Phone: 2-656 NORTH ADAMS, Mass.—L. H, Sherman & See—Phone: 3447-3 a. 
Guevteneech a tenia tee teme Oe INDIANAPOLIS—Promier Mig. Ca.—Sreadway 5475 OGDEN—Withamsen Body & Equip. Co.—Phone: 2-7503 . 
CHICAGO—Contral Body & Heist Serv. Co.—Bishop 7-3688 JACKSON, Mich,—Lutter Body Co.—Phone: 9806 OKLAHOMA CITY—J & R Equipment Co.—Forest 5-408 —— 
CINCINNATI—Bode Finn Co.—Mutberry 2200 JACKSON, Miss.—Standard Auto Service, tne.—Phone: 2-523 OMAHA—Omaha Body & Equip. Co.—Webster 1255 _ & 
CLARKSBURG—Baker Equip. Eng’g. Co.—Phone: 4-6368 JACKSONVILLE—Gaynen tren Works— Phone: 3-9603 ONEONTA—Monser Brothers—Phene: 1000 se 
CLEVELAND— Truck Engineering Corp.—Metrese 18000 KALAMAZOO—Nell’s Automotive Serv.— Phone: 2-8855 PHOENIX—Allison Steel Wig. Co.—Alpine 6-731 a 
COLUMBUS—Schodert Track Body & Equip. Co.—Main 1988 KANSAS CITY—Ashton-Richards Co.. Inc.—Lakeside 5574 PITTSBURGH—Auto Truck Equip. Co.—Churchill 1-1000 3 
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. "47 Jeep 4x4, $365. 
MISCELLANEOUS—'53 GMC 1-ton pickup, 
‘49 GMC 1-ton pickup, $400. 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday. 
sale of Sept. 17 and 22.) 

(Market slightly weaker, Demand still 
good for exceptionally clean units, Sold 
337 cars out of 658 offerings.) 
BUICK—’52 RM Riviera 2-dr., e 
‘51 Super Riviera 2-dr., 
RM Estate 
‘ ; Special 2-dr., 
"50 RM Riviera 2-dr., 
Super Riviera 2-dr., 


Used-Car Auction Prices 


(Continued from Page 46) 








luxe (8) sedan, $910, $890. '49 Chieftain | FORD—'53 (8) station wagon, §$2,270*; 
Deiuxe (8) sedan, $690, $515. (6) Ranch Wagon, $2,000*; (8) Ranch 
STU) EBAKER—’'50 Commander club coupe, Wagon, $1,975*; Victoria, $1,875*; 
$820; Champion sedan, $630, $590, $415.| tom (8) 2-dr., $1,810*; 4- dr., $1,670*, 
‘49 Commander sedan, $560; Champion $1,040, $870; Custom (6) 2-dr. $1,750*. 


sedan, $430. | °'51 Custom (8) 2-dr., $1,040, $870. 
| (6) 2-dr., $575. 
DENVER | FRAZER—'51 4-dr., $570. 
(Denver Auto Auction. Sale every Tues- | "46 Super ‘e) am —_ sedan, $505. 
Prices are for sale of Sept. 22.) KAISER—’49 4-dr. "$225 : 


(Market steady on new cars. Sold 118 LINCOLN—’52 Cosmopolitan coupe, 


cars out of 145 offerings.) 210* 
BUICK—’53 RM conv., $2,935*; Riviera | MERCURY—’53 Monterey sport coupe, §2,- 
2-dr., $2,600*; Super 4-dr., $2,285*, 51 505°; 4-dr., $2,470*. ’51 4-dr., $1,200*; 
Special 4-dr., $1,045. 2-dr., $1,155*. '50 4-dr., $915, $815. 
CADILLAC — '52 coupe deVille, $3,750*; club coupe, $755. 
conv., $3,200"; (62) 4-dr,, 2 at $3,020*; | OLDSMOBILE—’53 (88) 4-dr., $2,585*; 


(61) 2-dr., $2,200*. °50 (61) coupe, $2,- Super (88) 4-dr., $2,570*. '52 (98) 4-dr., 
155°; (62) 4-dr., $1,990*. 48 (62) 4-dr., $2,045*; (88) 2-dr., $1,680*. "50 (88) 4- 
$970. dr. $810. '49 (88) 4-dr., $530. 


CHEVROLET — ’'53 Bel Air sport coupe, | PACKARD—’52 (300) 4-dr., $1,465. 


$1,920*, $1,880*; (210) re $1,915", (200) 4-dr., $805. °50 Deluxe 4-dr., 
$1,500*, $1,480*, $1,475*; 2-dr., $1,490* $440. 


$1,460*; %- ton’ pickup, $1, 325 $1, 150. PLYMOUTH—’53 Cranbrook 4-dr., $1,995*; 
'52 station wagon, $1,580. '51 SL Deluxe suburban, $1,875*. ‘51 Concord 4-dr., 
2-dr., $1,035, $975. '49 SL Deluxe 4-dr., $875. '50 Deluxe 4-dr., $695. '49 Deluxe 
$675. business coupe, $375. °48 Deluxe club 
CHRYSLER—’50 NY 4-dr., $735. ’47 Wind- coupe, $395. 


sor 4-dr., $300; NY 4-dr., $255; Wind- | PONTIAC—’53 Chieftain (8) conv., 


sor 4-dr., $200. 260*; 2-dr., $2,090. '52 conv., $1,445°*. 
DeSOTO—’'53 Powermaster (6) 4-dr., $1,- *51 Chieftain (8) 4-dr., $1,270*; conv., 
860*. ‘51 Sportsman (8) $1,100. $1,265*. 


DODGE—’53 Coronet station wagon, $2,- | STUDEBAKER—'51 Champion 4-dr., 





160*; Coronet Diplomat, $1,705*. '51 %- ’50 Champion hard top, $690; 2-dr., 
ton pickup, $575. ’50 Coronet 4-dr., $785, 485. 


$4 
$520. '49 2-dr., $535. WILLYS—’51 Jeep 4x4, $730. '49 Jeep 4x4, 





SL  . 


cs 


with your Gar Wood eiaeee~sad he’s ready to go to 
work for you right now! Remember, he handles the world’s 
broadest and most advanced line of Dump Bodies and Hoists 
—as well as Gar Wood Elevating End-Gates, LOAD-PACKER 
Refuse Collection Bodies, truck-mounted Winches and Cranes 
and other world-famous Gar Wood products. And his regular 
sales promotion programs are constantly pre-selling your 
prospects ... making your selling job easier. 


Get acquainted, TODAY! 


- 2 use 

- PAL aft ~ 
POCATELLO—Williamsen Body & Equip. Co.—Phone: 1745 ST. JOSEPH—Karle Works—Phone: 2.9455 
POMONA—Win Ward Ce.—Lycoming 9-2517 ST. LOWIS—McCabe Powers Aute Body Co.—Goodiellow 7800 
PORTLAND, Me.—Truck Equipment Ce.—Phone: 9-3203 Co.—Phone: 73-3011 
PORTLAND, Ore.—Plerce Traller & Equip. Co.—East 3191 TAMPA—Power Brake & Equip. Co.—Phone: 2-7135 
POUGHKEEPSIE—N. Y. Welding & Equip. Co.—Phone: 4719 TERRE HAUTE—Wm. 0. Hensley—Crawiord 9407 
PROVIDENCE—H & R Automotive Serv. inc.—Phone: 1-2151 TOLEDO—Harruft Co.—Lawndate 6296 
RAPID CITY—West River Equip. Co.—Phone: 4850 TuLsA— Corp.—Phene: 2-9114 
RENO—Sierra Machinery Co... Inc.— Phone: 2-6861 VERNON, Cal.—Gar Wood industries, ip. —Logan 8-321! 
RICHMOND, Cal.—Gar Wood industries Inc.—Beacen 4-3914 ti. 
RICHMOND, Va.—Baker Equip. Eng’g. Co.—Phone: 6-1507 WATERLOO— Mack Body Co.—Phone: 3-4451 
ROCHESTER, N. Y.—Mike & Joe Equip. Co.—Hamilton 7240 WICHITA—Harry Young & Sons Body & Equip. Co.—Phone: 7-6267 
ROCKFORD—Neison Trailer & Body Co.—Phone: 3-5313 WORCESTER—George H. Jowett Co.—Phane: 5-2750 








; b, . 47 Super conv., 
$305, $270; RM 4-dr., 


CADILLAC —’ 53 (62) coupe, x ae "¢ 
Coupe devVille, 


$4, 300° ‘ea 
; (62) coupe, $3,- 
-, $3,450* (PS), 
‘51 coupe deVille, 


“Can I have the day off, boss? 
I don’t feel so good!” 


"52 (60) 4-dr., 





SL Deluxe club coupe, 
"49 SL Sport coupe, 
” $710; “FL Deluxe 2-dr., 
$585; FL 2- ar.” 


"50 (60) 4-dr.. (61) coupe, $2,- 
350, he 260° ; 
oa 1 

° 6 ) coupe, "48 SM “club coupe, 
CHRYSLER — ’'53 Windsor 4-dr., 
51 sate club coupe, $1, 100; 


. "50 NY 4-dr., 


CHEVROLET — 
$1,820; 2- ar. 
$1,645; Bel Air 2- ar... 

’52 Bel Air, $1, 620; 
Deluxe 2-dr., 


Windsor 4-dr., 


club coupe, $795°*, ; 
zs Windsor club — ao” ’47 Windsor 
station wagon, $1,280; SL Deluxe 4-dr., "46 NY club 


Deluxe, 2-dr., $910. '50 FL Deluxe 2-dr., DeSOTO—’50 ‘ennai 4-dr., 


: 47 


DODGE — '53 Coronet (8) 4-dr., $1,790". 
‘52 Wayfarer 2-dr., $1,125*. '49 %-ton 
pickup, $560. 

FORD — '53 (8) station wagon, $2,690* 
(PS), $2,625* (PS); Country Squire, 
$2,665* (PS), $2,590*; (8) Victoria, §2,- 
385*, $2, 355°, $2, 300* $2,260*, $2, 1245°*, 
$2, 195°, $2, 140, $2, 105; conv., $2,070*; 
Ranch ‘Wagon, $1, 995°. ’52 (8) Victoria, 
$1,780*, $1, 730°, $1,710*, $1,545; conv., 
$1,600, $1,520*; (6) Ranch Wagon, §$1,- 
545; (8) Custom 4-dr., $1,415*; 2-dr., 
$1,315*; Main (8) 4-dr., $1,205; Main 
(6) 2-dr., $1,090. '51 (8) Victoria, §1,- 
295*, $1,245*, $1,185*, $1,160, $1,140, 
$1,200*, $995*, $985; Custom (8) 2-dr., 
$1,120*; club coupe, $995; Custom (6) 
2-dr., $945*; Deluxe (8) 2-dr., $930, 
$795; Custom (8) 4-dr., $895*. ‘50 (8) 
conv., $1,055, $1,035*; Custom (8) 4- 
r., $875; 2-dr., $795*; Custom (6) 2-dr., 
$710; 4-dr., $625. ’49 Custom (8) 4-dr., 
$620, $665; 2-dr., $675, $635; Custom 
(6) ‘4-dr. $625; club coupe, $670*. 

HUDSON—'52 Hornet club coupe, $1,395°*. 
‘51 Super (6) club coupe, $830, ‘50 
Pacemaker 2-dr., $465. '49 Commodore 
(8) 4-dr., $460*%, $390*, $295. 

KAISER — '52 Manhattan 4-dr., $1,495*; 
Virginian 4-dr., $1,250*. 

LINCOLN — '53 Cosmopolitan coupe, §3,- 
250*, $3,150* (PS); 4-dr., $2,950*. °52 
Cosmopolitan 4-dr,, $2,550*; coupe, $2,- 
550*, $2,500*; Capri 4-dr., $2,245*, §2,- 
240*, 

MERCURY—'53 Monterey coupe, $2,640°*; 
conv., $2,325*; sport coupe, $2,285*, $2,- 
280*; 4-dr., $2,285*. '52 station wagon, 
$1,900*; sport coupe, $1,820*; 4-dr., §1,- 
695*. ‘51 station wagon, $1,385; club 
coupe, $1,295*, $1,250°%, $1,245*, $1,175"; 
4-dr., $1,095*; conv., $1,085*; Monterey 
2-dr., $970. ‘50 4-dr., $1,035*; club 
coupe, $950*. °48 club coupe, $395. 

NASH—’52 Rambler Country Club, $995*. 
’51 Statesman 4-dr., $740*, $695. 

OLDSMOBILE—’53 (98) Holiday, $3,300* 
(PS), $3,190* (PS); 4-dr., $3,015* (PS), 
$3,000* (PS), $2,810*, $2,760*, $2,750*; 
(88) Holiday, $2,990*, $2,900*; (88) De- 
luxe 4-dr., $2,145. '52 (88) Super 2-dr., 
$2,000*. "51 (98) conv., $1,710*; Holiday, 
$1,605*; 4-dr., $1,390*. °50 (88) Holiday, 
$1,260*, $1,205"; (98) 4-dr., $1,150". 

PACKARD—’51 (300) 4-dr., $1,240*; §$1,- 
050*. °49 conv,, $505*. 46 4-dr., $3U5*. 

PLYMOUTH—’53' Cranbrook 4- dr., * $1,585, 
$1,545. '52 Suburban, $1,440, "51 Savoy, 
$1,250, $1,195; Belvedere, $1,040. '50 
Speciai Deluxe 4-dr., $740. ‘47 Speciu 
4-dr., $405. 

PONTIAC—’ 53 Custom (8) Catalina, §$2,- 
675*; Deluxe (8) Catalina, $2,645*; 
conv., $2,550*%; 4-dr., $2,430* (PS), $2,- 
225*. °52 Deluxe (8) Catalina, $1,735", 
$1,625*; 4-dr., $1,330. 51 (8) 4-dr., §$1,- 
125*, $1,105. ’50 (8) conv., $1,255; 2-dr., 
$1,030*; sedan coupe, $1,010*; (6) 4-dr., 
$875. ’49 (6) conv., $770". '48 (6) 4-dr., 
$490. '47 (6) sedan coupe, $460, $335; 
(8) 4-dr., $360; sedan coupe, $270. '46 
(6) station wagon, $330; 2-dr., $205. 

STUDEBAKER—’53 Commander Starliner, 
$2,350, $2,295*, $2,250*; 2-dr., $2,190*; 
Champion Stariiner, $2,005*. ‘52 Com- 
mander 4-dr., $1,110*; club coupe, $995. 
’51 Commander coupe, $990*; 4-dr., 
$855*; Champion conv., $835*, '50 Land 
Cruiser 4-dr., $750*; Commander conv., 
$750*; Champion 4-dr., $655*, $605*. °47 
Champion 4-dr., $435*. 

MISCELLANEOUS—’53 GMC ‘%-ton pick- 
up, $1,600*, $1,400. ‘52 MG Roadster, 
$1,325. '52 Hillman Minx 4-dr., $695. '51 
Henry J 2-dr., $545, $415*. 


| HORSEHEADS, N. Y. 


| «(Horseheads Auto Auction. Sale every 

| Friday. Prices are for sale of Sept. 25.) 
(Sold 74% of over 100 ofierings.) 

BUICK—’50 Super Riviera sedan, $1,090; 
RM sedan, $850. 49 Super sedan, $670; 








FACTORY BRANCHES AT: 


ALBANY, N. Y.—Phone: 2-3389 
BUFFALO, N. Y.—Parkside 8-300 


GAR WOOD INDUSTRIES, 


WAYNE, MICHIGAN 





| KRM sedan, $625. 48 RM sedan, $370. 

| CADILLAC—’52 (62) sedan, $3,180* (PS). 
’47 (62) sedan, $680*. 

| CHEVRULET—’53 Bel Air sedan, $1,760; 
(150) sedan, $1,450. '52 SL Deluxe sedan, 

| $1,180; SL Special, $1,050. '51 SL Deluxe 

| sedan, $1,075, $910. °50 FL Deluxe 

|} sedan, $840*; FL Special, $755, '49 FL 

| Deluxe sedan, $650; FL Special, $565, 
$555, $510. °47 FM sedan, $305. 

DUDGE—’'47 Custom 4-dr., $240. 

£ORD—’53 Custom (8) sedan, $1,700, §1,- 
660. ’52 Custom (8) Victoria, $1,320. '50 
Custom (8) ciub coupe, $725. '49 Custom 
(8) sedan, $615, $575, $525. °46 (8) 

| club coupe, $225. 

| KUDSON—’53 Hornet club coupe, $1,700*. 

utNCOLN—’49 sedan, $560*. 

| ERCURY—’53 Monterey club coupe, §2,- 
315*. °’51 club coupe, $1,080. '50 club 

| coupe, $725. ’49 club coupe, $670. 

| NASH—'47 Ambassador sedan, $200, 

| OLDSMOBLLE — ’'53 Holiday (98) coupe, 
$2,750* (PS). '49 (76) sedan, $510*. 

| PACKARD—’52 (200) 4-dr., $1,260*. 

PLYMOUTH—’'53 Cambridge sedan, $1,350; 
Cranbrook sedan, $1,370; Savoy, $1,835. 
’52 Cranbrook club coupe, $1,085; Con- 
cord, $825. '50 Deluxe sedan, $725, $650. 
"48 Special Deluxe sedan, $4 

| PONTIAC—’51 (8) sedan, $1, 100*. °48 (8) 

| sedan, $550*. '47 (8) sedan, $340. 

‘Wuxe 00) 50 Champion sedan, $385. 

WILLYS—’50 (6) station wagon, $705". 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
| Monday. Prices are for sale of Sept. 21.) 
| (Demand good but prices slightly off. 
More cars offered for sale this week, Sold 
80 cars out of 164 offerings.) 
BUICK—’50 Super sedanet, $1,095*; 4-dr., 

$855*, $805; Special sedanet, $755, $700. 

'48 RM 4-dr., $345*. ‘47 Super sedanet, 








0. 

| oltvi /ROLET—’53 Bel Air conv., $2,050°; 
(210) club coupe, $1,465*. °52 SL Deluxe 

| 2-dr., $1,170. ’51 SL Special 2-dr., $890, 

| $855, $835. °50 SL Deluxe 2-dr.,' $845, 

| $800; 4-dr., $805. "49 SL Deluxe 2-dr., 
$655, $575, $550; conv., $595. ‘47 SM 
2-dr., $435. '46 SM 2-dr., $330, 

| CHRYSLER—’ 53 Windsor ‘4-dr.,  $1,900°. 
’50 Windsor 4-dr., $855. °47 Windsor 4- 
dr., $345. 

| DODGE—’51 Coronet 4-dr., $800*. ’50 Cor- 

|__ ornet * dr., $750*. 

| FORD—’53 Victoria, $1,950*. ’52 Custom 
(8) 4- -dr. » $1,580*, $1,210; 2-dr., $1,210. 
‘51 Custom (8) Victoria, $1,235*; 2-dr.. 
$950. '50 Custom (8) 2-dr. $820, $790, 
$735, $730, 2 at $700, $690, $625, $530, 
$550. ’°49 Custom (8) 2-dr.. $630, $620, 
$580, $575, $560, $550. ‘48 Deluxe (6) 
2-dr., $340, $270. '47 Deluxe 2-dr., $295. 

| KAISER—’51 Deluxe 4-dr., $505*. 

| LINCOLN—'51 Cosmopolitan 4-dr., $1,280*. 

MERCURY — '50 2-dr., $800*. ‘49 4-dr., 
$790, $625*. °46 club coupe, $220. 

OLDSMOBILE —’51 (98) sedan, $1,335°. 
'48 (98) sedan, $340. °47 (98) sedan, 
$270°. 

(Continued on Page 48, Col. 2) 
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* . 
Reciprocity Pact 
Eyed by 4 States 

SPOKANE, Wash.—A prelimin- 
ary agreement on a new reciprocity 
agreement for licensing trucks, 
which operate in Idaho, Montana, 
Oregon and Washington, was 
reached by officials of the four 


states during a two-day meeting in 
Spokane. 


Although the states previously 
had reciprocity agreements, a 
change in the Idaho law this year 
made a new arrangement necessary. 
Washington State Police Capt. Roy 
Carlson said the preliminary agree- 
ment for the new pact will now go 
to the attorneys general of the 
states, with another meeting 
planned to work out the final agree- 
ment. 





THE EXTRA-COMFOR 
IN THE NATION’S 





Used-Car Auction Prices 








(Continued from Page 47) 


PACKARD—’'50 sedan, $530*. 


FLYMOUTH—’51 Belvedere, $1,110, $1,100; | 
50 Deluxe se- | 


Cranbrook sedan, $900. 
dan, $705. °49 Deluxe sedan, 
Deluxe sedan, $325. 


$500. ‘46 


PONTIAC—’53 Chieftain Custom (8) Cata- | 


lina, $2,545*. °'52 Chieftain (8) sedan, 
$1,305. '50 Chieftain (8) sedan, $970. '49 
(6) conv., $610, $560. ‘48 (6) sedan | 
coupe, $460*. 


STUDEBAKER—'52 Champion sedan, §$1,- 
025. ’51 Champion sedan, $735. '48 Com- 
mander conv., $380. 

WILLYS—’53 sedan, $870. 


N. LITTLE ROCK, ARK. 
(Arkansas Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept, 22.) 
(Sold 50 cars out of 95 offerings.) 
BUICK—’51 Super 4-dr., $1,230*. ‘50 Spe- 
cial 4-dr., $700. 








T SEAT CUSHIONING 
LEADING CARS 





DEALERS . . . SERVICE MANAGERS .. . 


GET YOUR GARAGE EXHAUST 
SYSTEMS READY FOR WINTER NOW 


With 


CRUSHPROOF TUBING 


TEN WAYS IMPROVED ... IT'S NOW SILICONIZED 


x * 


* 


NATION'S LARGEST MANUFACTURER OF 
RUBBER OR RUBBERIZED TUBING FOR 
GARAGE EXHAUST SYSTEMS 


Jobberships In Som 


2° Adaptor 


Brass Snaps Close Adapter 
Around Tailpipe 


Address Ali Mail to: 


Screw Tubing 
Of Tail 


Crushproof Tubing Co. 


P. ©. Box 796, Cleveland 22, Ohio 








e Areas Still Open 


Nt 


Into Collar 
pipe 


bie Takes Full Bend 
thout Kinking 


OFFICES: 858-60 Leader Building, 


FACTORY: North Baltimore, Ohio. 


Cleveland. SUperior 1-3353 


SL Deluxe 4-dr., $1,190*, 
Deluxe 4-dr., $1,025*, $940, $730. ‘50 
SL Deluxe 4-dr., $810. ‘46 FM 4-dr., 
$320, '41 Deluxe 4-dr., $210. 

DeSOTO—'53 Powermaster 4-dr., 
Fire Dome 4-dr., $2,200*. 

DODGE—’49 Custom 4-dr., $375. 

FORD—’52 Custom (6) 4-dr., $1,210*, $1,- 
190. '51 Custom (8) 4-dr., $950, $605. 
’50 Custom (8) 4-dr., $700. '49 Custom 
(6) 4-dr., $500, $450, $425, $360. '48 De- 
luxe (6) coupe, $225. °46 Deluxe (6) 2- 

| dr., $165. '42 Deluxe 2-dr., $205, $160, 

| $135. 

| HUDSON—’48 Super 4-dr., $355. 

| MERCURY—’51 (8) 4-dr., $1,150*. 

| 4-dr., $340. 

| NASH—’52 Rambler station wagon, $540. 
*50 Rambler 2-dr., $300. ‘49 Ambassador 
4-dr., $210. 

OLDSMOBILE—’41 (76) 2-dr., $130. 

| PLYMOUTH—’53 Cranbrook 4-dr., $1,650*, 

| $1,540*, $1,525*. '39 Deluxe 4-dr., $175. 


$1,005. 51 SL 


$2.000° ; 


"46 (8) 


CHEVROLET—’53 (210) 4-dr., $1,540*. ’52 | PONTIAC—’52 Chieftain (8) 4-dr., $1,425*. 


’50 Chieftain 
$135. ‘39 


’51 Chieftain 4-dr., $905. 
4-dr., $710. ‘40 Chieftain, 
Chieftain 4-dr., $165. 

STUDEBAKER—’50 Champion 2-dr., 
*48 Champion 2-dr., $350. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 
day. Prices are for sule of Sept. 23.) 

(Prices slipping. Heavier consignments. 
Sold 101 cars out of 187 offerings.) 


$410. 


BUICK — '53 Super conv., $2,395*. ‘52 
Special 4-dr., $1,370*; Super Riviera 
coupe, $1,700* (PS). °51 Super Riviera, 
$1,365*. '50 Super 4-dr., $1,000*, $965*. 


‘49 RM 4-dr., $645*; Super 4-dr., $580*. 

CADILLAC—’'50 (62) 4-dr., $1,915*. ‘49 
(62) 4-dr., $1,305*. '48 (62) 4-dr., $1,- 
070*. '47 (62) 4-dr., $710*. 

CHEVROLET—’53 Bel Air 4-dr., $1,745*. 
"52 SL Deluxe 4-dr., $1,240*; Bel Air, 
$1,480*. ‘51 Bel Air, $1,175*, $1,115; SL 
Deluxe 2-dr., $1,070; 4-dr., $1,055*, ’50 
SL Deluxe 2-dr., $755. °49 SL Special 
2-dr., $600; FL Deluxe 4-dr., $685. °48 
Aerosedan, $465. "47 4-dr., $225. 

DODGE—’50 Coronet 4-dr., $615*. 
coupe, $480*. 

FORD—’53 Custom (8) 2-dr., $1,745*, $1,- 
670. '52 Custom (6) 4-dr., $1,135*. ’51 
Custom (8) 2-dr., $915*, $835*; Victoria, 
$1,135*. °50 Deluxe (6) 2-dr., $605. '49 
(8) 2-dr., $585*. 

FRAZER—’51 4-dr., $620*. 

HUDSON—’50 Commodore (8) 4-dr., $650*. 

KAISER—’52 Henry J, $490. 

MERCURY — '53 4-dr., $2,440*, $2,390*, 
$2,340*. '52 2-dr., $1,535*. °49 2-dr., 
$530. '48 club coupe, $475. 

OLDSMOBILE — ’53 (88) Holiday coupe, 
$2,760*. ‘51 (88) 4-dr., $1,495*. ‘50 
(88) club coupe, $805*. °49 (98) 2-dr., 
$845". 

PLYMOUTH — ‘53 Suburban, $1,905*. '51 
club coupe, $880. °48 Deluxe 4-dr., $410. 

PONTIAC—’53 Chieftain (8) 4-dr., $2,415*, 
$2,360*, $2,300; 2-dr., $2,200*, $2,000°. 
"51 Chieftain (8) 4-dr., $1,200*. '50 (8) 
4-dr., $625*; (8) station wagon, $950. °49 
(8) 2-dr., $515*. 

STUDEBAKER—’51 Champion 2-dr.. $725*. 
’47 4-dr., $335*. 

WILLYS—’52 Aerosedan, $950*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 24.) 
(No change from previous sale. Prices 
on clean units strong. Little demand for 
rough units. Sold cars out of 119 
offerings.) 
BUICK—’51 Super Riviera 4-dr., $1,430*, 
$1,075*. °50 Special Deluxe 2-dr., $750, 
. '49 RM conv., $675*; 4-dr., $675°*. 
’47 conv., $390. 
CADILLAC — '52 Coupe deVille, $3,350*. 
"51 (62) coupe, $2,675*. 
CHEVROLET — '53 (210) 4-dr., $1,700*. 
*52 SL Deluxe 4-dr., $1,275, $1,030; SL 
Special 2-dr., $1,060. ‘51 SL Deluxe 2- 
dr., $1,030*; FL Deluxe 2-dr., $965; %- 
ton pickup, $625. ‘50 SL Special 2-dr., 
$800. °49 SL Deluxe club coupe, $725; 
SL Special 4-dr., $680. "48 FM 4-dr., 
$600, $545; 2-dr., $570, $400; SM 2-dr., 
$435, $410. '46 FL Aerosedan, $450; SM 
2-dr., $380; FM 4-dr., $310. ‘41 club 
coupe, $180. '39 4-dr., $125. 
CHRYSLER—’49 Windsor club coupe, $590. 
"48 NY oonv., $550. ‘41 Highlander 4- 
dr., $100. 
DODGE—’53 Coronet (8) 4-dr., $1,705. ’51 
Coronet 4-dr., $950*; Meadowbrook 4-dr., 
$790. ’°50 Coronet 4-dr., $680. '49 Coronet 





"48 club 


4-dr., $690. 
FORD—’53 Custom (8) 4-dr., $1,710. '51 
(8) Victoria, $1,210*; Deluxe (8) 4-dr., 


$1,115*. 50 Custom (8) 4-dr., $700*; 2- 
dr., $715; %-ton stake, $500. 49 Custom 
(8) 2-dr., $690, $460; Custom (6) 2-dr., 


$400. '48 Super Deluxe (8) 2-dr., $375. 
'46 Super Deluxe (8) coupe, $260. 

HUDSON—’48 Commodore 4-dr., $305*. 

LINCOLN—’50 Cosmopolitan 4-dr., $1,050*. 
'47 4-dr., $130*. 

MERCURY—’53 4-dr., $1,900*. °47 club 
coupe, $225. ‘41 4-dr., $200. 

NASH—’48 (600) club coupe, $290. 

OLDSMOBILE—’52 (98) 4-dr., $1,850*. '50 
(98) 2-dr., $1,010*. °49 (88) 4-dr., $655*; 
(76) 4-dr., $645*. 

PACKARD — '50 4-dr., $495*. ‘48 4-dr., 
$350. 


PLYMOUTH—’53 Cambridge 2-dr., $1,395. 
’51 Cranbrook club coupe, $860; Concord 
coupe, $630. ‘50 Special Deluxe 4-dr., 
$745. °49 Deluxe 4-dr., $400. 

PONTIAC—’52 Super Deluxe (8) Catalina 
2-dr., $1,740%. °51 Chieftain (8) 2-dr., 
$995*; Chieftain Deluxe (6) 4-dr., $1,165. 


’49 Chieftain Deluxe (8) 2-dr., $775*. °40 | 


(6) club coupe, $135. 


STUDEBAKER — ’'51 Commander club 
coupe, $775, %-ton pickup, $710. ‘50 
Champion 2-dr., $490. °48 Commander 
4-dr., $160. 


WILLYS—’48 (6) station wagon, $440*. 

MISCELLANEOUS—’52 Henry J Corsaire 
Deluxe (6) 2-dr., $680. '51 Henry J (6) 
$525*. '53 GMC %-ton pickup, $1,110. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Sept. 24.) 
(Market holding steady. Sold 71 cars 
out of 128 offerings.) 

BUICK — ’52 Special sedan, $1,485*. ‘50 
Seer sedan, $870. $795: Special sedan, 
$700. 

CADILLAC—'47 (62) sedan, $500. 

CHEVROLET — '53 (210) sedan, $1,500°; 
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Bel Air sedan, $1,920*, $1,960*, $1,700*. | 
*52 SL Deluxe sedan, $1,245*. '51 SL) 
Deluxe sedan, $830. '50 SL Deluxe sedan, 


$800, $790. ‘49 SL Deluxe sedan, $700, 
$670, $660. '48 Aerosedan, $490. ‘47 FM 
sedan, $275; club coupe, $430. '46 FM | 


sedan, $420, $250. | 


CHRYSLER—’50 Windsor (6) sedan, $810. | 
’48 Royal sedan, $290. | 


DODGE—’'47 Deluxe coupe, $300. 


FORD — '53 Victoria, $1,970*; Main (8) 
sedan, $1,395*; Main Ranch wagon, §2,- 


275*, $2,150. ‘51 Custom (8) sedan, | 
$1,050*, $1,010, $895, $830; Victoria, $1,- | 
230*; Custom (8) conv., $1,015. 


"50 
Custom (8) sedan, $830, $810, $785, $705. 
'49 Custom (8) sedan, $580, $515, mr | 
48 Super Deluxe (8) sedan, $580. '46 
Super Deluxe (8) sedan, $310, $280, $205 
FRAZER—’49 Manhattan sedan, $315 
KAISER—’51 sedan, $595. 
MERCURY—'49 sedan, $575. 


NASH—’'49 Ambassador sedan, $500. ‘47 
club coupe, $325. 
OLDSMOBILE—’50 (98) sedan, $1,065* 


PACKARD—’49 (200) sedan, $490. | 
PLYMOUTH — '52 Cambridge club coupe, | 


2 at $975. °50 Deluxe sedan, $720. ‘48 
Deluxe sedan. $395. ‘47 Deluxe sedan, | 
$270, $240. | 


PONTIAC — '53 Chieftain Deluxe station 


e TRUCK DEALE 





wagon, $2,345"; sedan, $2,025*. ‘51 
Chieftain sedan, $1,095, $1,060. '49 Chief- 


tain sedan, 
coupe, $448. 


$755, $640. ‘48 SL sedan 
’40 sedan coupe, $135. 


| STUDEBAKER—’50 Champion sedan, $625 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 23.) 
BUICK — ’'53 Super 4-dr., $2,395*. ‘52 

Super 2-dr., $1,935*; 4-dr., $1,775*; club 

coupe, $1,750*; Special Riviera coupe 

$1,650*. ‘51 Super 4-dr., $1,355*, $1,200 

Special Deluxe 4-dr., $1,250*, $1,190; 2 

dr., $1,000. °50 Super Riviera coupe, $1,- 

130*; RM Riviera coupe, $1,060*; Specia) 

Deluxe 4-dr., $925*, $800; Super Riviera 

4-dr., $900*; Special 4-dr., $825. $815 

$765. 

CHEVROLET—'52 SL Deluxe 2-dr., $1, 
200*, $1,125*, $1,100; 4-dr., $1,160*, $1,- 
125*. °51 Bel Air club coupe, $1,145*; 
SL Deluxe 2-dr., $1,000, $945, $910 
$860; 4-dr., $835; club coupe, $800; SL 
Special 2-dr., $765. ’50 station wagon 
$850; SL Deluxe 2-dr., $805, $700, $695 
conv., $700; 4-dr., $695, $635. 

CHRYSLER—’51 Windsor 4-dr., $1,100*. 


DeSOTO—’51 Custom 4-dr., $950, $910. ‘50 
Custom 4-dr., $780. 
DODGE—’53 Coronet (8) 4-dr., $1.525° 


(Continued on Page 55, Col. 2) 
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Now's the time to start cashing in on truck trailer profits. If you are willing to 


work at selling trailers and if you have an alert sales force, we can offer 


you oa distributorship on one of America's finest, top quality trailer lines. 


Included in this nationally advertised 


line are the finest all-aluminum vans 


and newest all-aluminum grain-and-produce trailers. This opportunity is open 
only to firms of established reputation and credit standing, who will do o 
hard-hitting sales job. Replies will be treated in the strictest confidence. 


Remember, a truck and trailer go together like a suit coat and trousers—and 
together both sales are easier. Get the facts—write for complete information 


and profit picture TODAY. 


AMERICAN BODY & TRAILER, INC. 


1500 EXCHANGE AVENUE 


OKLAHOMA CITY 





MW 


A FREIGHT ELEVATOR 
ON THE BACK OF 
® YOUR 


TRUCK ... with 


only one lever, one cylinder 
TO DO ALL OPERATIONS 


Efficient material handling into and out of trucks is now at its peak of 
perfection. So simple—so safe one man can handle loads .up to 4000 
Ibs.—at one time. Load or unload anything, anywhere. Anthony design 
eliminates time-consuming operations—does this without extra cylinders, 
valves, controls, etc. A complete range of capacities for all trucks and 


semi-trailers. 


New Brochure shows HOW 
costs. Send for your copy today. 


POWER 


OPENING 
CLOSING 

LIFTING 
LOWERING 





you can save up to 50% on your trucking 


LIFT 2 GATES 


The Power to lower delivery costs 


ANTHONY COMPANY - 





STREATOR, ILLINOIS 
DEPT. SE 





Looking for a fatter market than the entire farm 
market? Step into the Nation’s Business market where 
800,000 readers own and operate 2,000,000 trucks. It’s 
an automotive salesman’s truck garden paradise and it’s 
ripe for immediate sales . . . 718,000 of them to be exact, 
for that’s the number of trucks NB’s readers have been 
running (mostly in fleets of 10 or less) 4 years or longer 
and panting to be replaced. Make a concerted drive on 


4 out of every 10 commercial trucks you see on the streets are operated by the readers of... NATION'S BUSINESS 


this market witha 12-page schedule in Nation’s Business 
and you'll harvest it with 9,600,000 mass sales impres- 
sions that could easily help empty your place of trucks, 
tires, accessories and anything else you sell to keep a 
man’s business rolling. If you’d like to know exactly 
how, ask your advertising department to check with the 
nearest Nation’s Business office: Detroit, Cleveland, 
Chicago, New York, Washington, D. C. 


RCULATION — 6-30-53 — 789,906 
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‘Sales Obstacle’... 





Uniform Freight on Cars Urged 


jr., of Santa Fe, treasurer. Herbert|market, Rude said, “automobile 


SANTA FE, N. M.— More than 
220 members of the New Mexico 
Automotive Dealers Assn., at their 
annual convention here last week 
called on NADA’s industry-rela- 
tions committee to seek uniform 
freight rates on motor vehicles. 


The MADA members requested 
the uniform rates on the grounds 
that many other manufactured 
articles are sold at uniform prices 
throughout the country and that 
higher freight charges “tend to 
confuse the public and create an 
unnecessary sales obstacle.” 

In another action, a resolution 
was adopted commending Charles 
J. Farrington, assistant to the pres- 
ident of NADA and convention 
speaker, for his “accomplishments 
in behalf of the dealers of 
America.” 

New association officers elected 
at the convention were Thomas E. 
Walkey, of Silver City, president; 
O. C. McCallister, of Albuquerque, 
vice - president, and Tom Closson 




























The Ashton Model 10-D demountable wrecker is 
designed for mounting on any %-1 ton pickup 
having a 4-speed transmission and helper 
springs. It is ideal for emergency calls ranging 
from tire changes to passenger car tow jobs... 
it does many lifting jobs in the yard or in the shop 
. .. or with the boom, supports and tow plate re- 
moved there is plenty of clear space in the 
box for ordinary pickup work. The 10- 
D has ample winching power, safety 
controls, safety boom lockpins, 
safety chains plus the Ashton 
spacer and lift bar assembly. 


MODEL 10-D 


MODEL 34-10 EXB 


Maximum strength and effi- 
ciency are featured 
wrecker. 
features include: Forward mounted, 
solid steel “A” frame, telescopic ex- 
tension boom which can be raised or 
lowered from 0° to 80°. Boom extends from a 
normal 8/2’ (towing position) to 14’. New four- 
line cable suspension gives essential support at 
center and end of boom. Boom capacity 10 
tons, power winch 15 tons, hand winch 5 tons. 
Self centering boom head. Standard and extra 
heavy duty spacer and lift bar are standard 


powerful 


equipment. 





L. Galles, of Albuquerque, outgoing 
president, assumed a post on the 
board of directors. 

Walkey, McCallister and H. L. 
Dewey, of Santa Rosa, were ap- 
pointed district directors. Closson; 
R. Dean Wait, of Carlsbad, and 
W. W. Doran, of Hobbs, were 
named directors-at-large. 

Automobile selling, after 12 
years of extremes, is returning to 
@ normal pattern where the key 
to future success for dealers is 
sound management “developing 
every ounce of customer good- 
will,” the dealers were told by a 
top financing executive. 

Alan G. Rude, sales vice-presi- 
dent for Universal C.1.T. Credit 
Corp., New York, said that the 
U. S. today has an annual replace- 
ment market of “somewhere be- 
tween six million and seven million 
cars—and the market is continuing 
to expand.” 

To meet the return on a seller’s 


in this 
Mechanical 


PROFITABLE DISTRIBUTOR 


dealers today are better organized, 
better capitalized and better man- 
aged than they have been hereto- 
fore. I am confident that the auto- 
mobile retailing business has come 
of age and that future events will 
prove this to be so. The best way 
for an auto dealer to keep cus- 
tomers,” Rude said, “is to create 
goodwill by offering a sales finance 
plan based on sound and honest 
business principles.” He advised 
dealers to keep their businesses “as 
nearly fluid as possible so that you 
can meet the problems posed by a 
rapidly changing economy. 

“I believe the only way we can 
successfully combat inflation or 
deflation is through increased 
production — to produce and dis- 
tribute more goods to more people 
at less cost.” 

Rude declared “It is a pretty 
well-known axiom that as sales go 
up, prices come down. As prices 
come down, markets broaden. As 


New Officers in Wyoming— 





At the recent convention of the Wyoming Automotive Dealers Assn. new officers 


were elected for the coming year. Shown 


here are (from left), C. E. Webster, NADA 


director; Lincoln Sexton, first vice-president, and Roland Murphy, president. 


markets broaden, employment in- 
creases and increased employment 
means more purchasing power. 
That is the spiral we must keep at 
work if we want to maintain a 
sound level of prosperity.” 

Other speakers at business ses- 





FRANCHISE AVAILABLE 


This Ashton wrecker mounts on 14-2 ton 
chassis and is equipped for heavy lifting and 
recovery work. The 3'%2 ton capacity crane 
and 7'%2 ton winch safely handles the load. 
The features include: Extra strong, forward- 
mounted, all steel ‘A’ frame which gives 
maximum weight distribution and more 
usable body space. Four-line cable sus- 
pension. Hand winch, improved power 
take-off and drive linkage plus 
safety chains, remote controls, 
and the Ashton spacer and lift 
bar equipment. 


MODEL 19-51 BW 


MODEL 19-51 EXB 


America’s most versatile power 
wrecker and mobile crane. The 
extension boom quickly recovers 
difficult wrecks without complicated 
rigging, raises heavy loads 14’ high. 
Ideal, dual purpose unit for construction 
and municipal jobs. Features include: Solid, 
forward-mounted “A” frame, telescopic boom 
raises from 0° to 80°, self-aligning boom head, 
new double cable suspension, with sheaves at 
center and end of boom. Power winch 7'/2 tons 
safe load, 2 ton hand winch, all-steel all-welded 
body, safety tread floor, Ashton spacer and lift 
bar assembly. Remote control levers. 








sions included Tony Luna, New 
Mexico motor vehicle commissioner, 
and Louis H. Penney, senior mem- 
ber of Penney & Co., San Francisco. 


“Who's Guilty?” a one act play, 
was presented for the entertain- 
ment of the members and their 
wives. Ray Darwin, Knox Converse 
and McCallister comprised the cast. 

Text of the resolution on uniform 
freight rates was as follows: 


“Whereas, many manufactured 
products such as automotive parts, 
household appliances, etc., are sold 
at uniform price in all parts of the 
United States with freight covered 
in the cost and since the current 
freight charge structure is archaic 
and prejudicial to the interests of 
'the motor vehicle retailing body 
| because of the many inequities; and 
| “Whereas, since the dealer at 
| some distance from Detroit must 
stock, sell and finance the high 
| freight charge which forces him 
to operate with a lower markup, 
collect higher down and monthly 
payments than the dealer closer 
to Detroit, all of which tends to 
confuse the public and create an 
unnecessary sales obstacle; now, 

“Therefore be it resolved: 

“The members of the New Mexico 
Automotive Dealers Association in 
convention assembled express and 
record our belief that all dealers in 
|the United States should be able to 
|do business on the same markup; 
| that freight rate on motor vehicles 
| should be uniform regardless of the 
|location of the dealership and we 
|do call upon the National Automo- 
| bile Dealers Assn. to incorporate 
|such an objective in its factory- 
dealer activities to the end that all 
|dealers may enjoy their rightful 
| profit margin, the sale of ‘new’ cars 
| and trucks by nonfranchised dealers 
| be discouraged, the dumping of 
| tradeins from one area into an- 
other be made unprofitable and 
| the improvement of parts and serv- 
lice facilities by franchised dealers 
be accomplished so that vehicles 
may operate efficiently for their 
| maximum life.” 





Electrical Firms 
To Hold Denver 
Talks This Week 


DENVER.—The Automotive Elec- 
| trie Assn. will hold its ninth two- 
day regional conference of 1953 
|here, beginning Wednesday (Oct. 
7) at the Shirley-Savoy, according 
to G. Z. Spencer, AEA president. 

Sixteen manufacturers and their 
distributors in this area will be 
present, providing an opportunity to 
exchange sales and service infor- 
mation and to discuss problems of 
mutual interest. 

AEA regional conferences are 
also scheduled for Los Angeles, Oct. 
11-12, Statler Hotel; San Francisco, 
Oct. 16-17, St. Francis Hotel, and 
Portland, Ore., Oct. 22-23, Mult- 
jnomah Hotel. 


Schnakenberg Opening 


Features Motorama 
Schnakenberg Motors, Inc. (Chev- 

rolet-Oldsmobile-Cadillac), Em po- 

ria, Kans., featured the General 


Motors Motorama at its grand 
opening. 

| Scehnakenberg is the successor to 
Hereford Motor Sales. J. C. Schnak- 
enberg is president, Nelson Cary is 
| sales manager, and W. A. Standard 
lis used-car manager. 
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D.C. Used-Car Profit 
Rises in 4 Months 


W ASHINGTON. — Used-car deal- | 
ers in the Washington area re-| 
corded an increase in both gross| 
and net profit for the four-month | 
period ended Aug. 31, according to | 
Jules Lafferman, secretary-treasur- 
er of the National Capital Used Car 
Dealers Assn. 

Gross profit for the period was | 
17.6 percent, up from 15.0 percent | 
for the period ended Apr, 30. Net | 
profit, over the same period, in- | 
creased from 3.1 percent to 4.7 | 
percent. 

Results were calculated from re- 
ports of 39 dealers, excluding six 
dealers who had “unusual oper- 
ations,” Lafferman said. 

“The more advantageous profit 
position resulted,” Lafferman said, 
“from more cautious operations.” 


“The used-car operator is con- 
scious of the fact that he must buy 
cleaner and sharper merchandise 
at the best price possible to offset 
his increased cost of overhead,” 
Lafferman said. 

“He is conscious of the fact 
that he must make a living on a 
curtailed volume of sales because 
substantially all the new-car 
dealers are now back in the used- 
ear business. 


“He is conscious of the fact that 
he must keep his inventory low and 
turning over quickly. Most have set 
a pattern of holding a car no longer 
than two or three weeks. 

“Therefore, the average used-car | 
dealer is more cautious in his buy- 
ing and consequently the cost of | 
used cars has decreased slightly,” | 
Lafferman said. 


Lafferman added that the cost 
of used cars has fallen more 
rapidly than the retail selling 
price. Thus, a higher profit has | 
been realized although recondi- | 
tioning and overhead costs have | 
gone up. 
On the basis of averages, initial | 

cost of used cars handled was 80.9 | 
percent of the selling price, com- | 
pared to 85.2 in the preceding) 
period. 

Reconditioning costs were 3.3) 
percent, bringing the total cost of | 
the car to 84.2 percent of the sell-| 
ing price. Those figures compare to | 
2.7 percent and 87.9 percent for the | 
previous nerind ended Apr. 30. 


Added to the gross profit of 15.8 








Dealers Discussing 
Statewide Group | 


For Pennsylvania 


PHILADELPHIA. —- Stanley W.| 
Hoffman, executive secretary of the 
Philadelphia Used Car Dealers 
Assn., is spearheading an attempt 
to form a Pennsylvania Used Car 
Dealers Assn. 

Hoffman has gone to Pittsburgh 
to discuss the matter with direc- 
tors of the Western Pennsylvania 
Used Car Dealers Assn. 


He is working with Samuel M. 
Rosenzweig, counsel for the west- 
ern group. Rosenzweig is an auto 
dealer and tax law specialist. 


Services of the proposed associa- 
tion would include a monthly legal 
and tax bulletin, a magazine, sev- 
eral weekly auction reports, and 
monthly sets of advertising and 
sales aids. 

The association is to have a gen-| 
eral counsel, accounting advisor, 
Harrisburg representative, and ex-| 
ecutive secretary as salaried offi-| 
cers. It would maintain offices in| 
Pittsburgh, Harrisburg and Phila-| 
delphia. 

Dues will be based proportion- 
atelv on dealers’ net income, rang- 
ing from $100 to $200 per year. 

The association would push for 
revisions in the title laws and fight 
inv new attempts to tax the used- 
ear dealer, Hoffman said. 

Other possible programs, he said, 
would be a state-wide new and 
used-car Sunday closing law and 
licensing of dealers to prevent the 
entry of fly-by-night and part-sea- 
son operators. 





percent was 1.8 percent for reserves 
and other income, bringing the | 
gross income to 17.6 percent, or| 
$176 for every $1,000 of merchan- | 
dise sold. Operating expenses} 
totaled 12.9 percent, leaving a net | 
of 4.7 percent or $47 for every $1,-| 
000 in sales. | 

In the period ending Apr. 30, 
gross income per $1,000 of sales 
was $150 and expenses were $118, | 
leaving $31 net. 

Dealers spent an average of 
$26.82 per car for reconditioning 
and $13.73 for advertising. That | 
compares to $27.43 per car for 
reconditioning and $14.42 per car 
for advertising in the preceding 
period. 

Excluding dealers with “unusual | 
operations,” the following ranges 
were noted: 


| percent, 





Nashville to Revive 


Auto Show in 1954 


NASHVILLE. — The first auto- 
mobile show to be held in many 
years in Nashville will be staged 
early in 1954 at the State Fair 
Grounds, according to Joe B. 
Palmer, president of the Nash- 
ville Automobile Trade Assn. 
Some 20 dealers will participate. 

Palmer said the show will be 
a benefit for the Davidson County 
Council for Retarded Children 
and the welfare program of 
American Legion Post 45. 

John Steele, council president, 
and Gilbert Dickey jr., former 
post commander, will be directors 
of the show, to be held soon after 
the last of the new models go on 
display. 





Cost of reconditioning: 
Zero to 9.2 percent. Total cost of 
car: 71.7 percent to 96.5. Gross 
profit: 3.5 percent to 28.3. Gross in- 
come: 5.5 percent to 31.1. Net profit: 
Minus 4.9 percent (net loss) to 18.2 
percent. 





Cost of cars: 62.5 percent to 94' 
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Dollar cost of reconditioning 


LY AND ACCURATELY 


Quick 
WEAVER WAY 


THE 


ranged from zero to $48.45 per car. 
Advertising cost per car ranged 
from zero to $41.11. 


Stiegel Elected 
In Rhode Island 


PROVIDENCE. — (UTPS) —Shel- 
don H. Stiegel, Don’s Motor Sales, 
has been reelected president of the 
Rhode Island Independent Automo- 
bile Dealers Assn. 

Other officers include Alfred Cer- 
rone, vice-president; Harvey Miche- 
lovitch, secretary; Irving Solomon, 
treasurer, and Henry Tougas, man- 
aging director. 

Directors are Louis E. Baker, 
Levi Solomon, P. Roger Robi, Fran- 
cis E. Kenney, Thomas Miche- 
lovitch, Philip Porras, Max Jago- 
linzer and Dexter Cohen. 


Hickox Opens N. H. Firm 


With Burst of Fanfare 


MANCHESTER, N. H. — (UTPS) 
—Jerry’s Motor Sales, a used-car 
firm, has been opened here on 
Daniel Webster Highway N. with a 
splash of fanfare and publicity. 

Heralding the two-day grand 
opening was a four-page advertise- 
ment in the local newspapers, in 
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which even competing used - car 
dealers bought space to offer their 
compliments to the new company. 

Jerry Hickox is president and 
treasurer of Jerry’s Motor Sales. 
Other officers are Ted Nixon, sales 
manager; Chuck Thorp, office man- 
ager, and Everett Brown, service 
manager, 

* * 


$125,000 Fire Sweeps 
Hassans’ Building 


QUINCY, Mass.—A three-alarm 
fire swept through Hassan Brothers 
Co., used-car concern, damaging 24 
new cars inside the one-story brick 
building. 


Damage to the building and stock 
was estimated at $125,000. Harry 
Pascal, manager, who discovered 
the fire, drove four new cars from 
the building and with fire-fighters 
moved 20 other used and new cars. 
The company is owned by Abdo, 
Joseph and Fauthol] Hassan. 


Darling Moves Lot 
AUGUSTA, Ga.—Henry Darling, 
Inc., has moved its used-car lot 
from 1101 Greene St., to larger 
quarters at 540 Reynolds St. C. W. 
Bradley has been appointed sales 
manager. 





You're right from the start when you begin with a 


WEAVER 


WHEEL ALIGNMENT OUTFIT 


(outtits start at 


The “WEAVER WAY” wheel alignment system is 
the fastest accurate and most complete method for 
checking and correcting wheel alignment. It is en- 
dorsed by both automobile manufacturers and serv- 


ice shops. 


With a Weaver outfit, any mechanic in your shop 
can quickly become adept at checking and correcting 
camber, king pin inclination, caster, turning radius, 
and toe. You can choose from 3 different outfits, one 
starting at less than $290.00. 

The Model W-115 DeLuxe “Rack Type” Align- 
ment Outfit, shown above, levels vehicle at conven- 
ient working height. All measurements, including 




















Complete line includes: Twin Post Lifts . . 
Wheel Alignment Equipment . . . Headlight Testers . . . Brake Testers . . . Wheel 
Balancing Equipment . . 


less than $290) 


toe, are made from the spindle, thus avoiding errors 


due to crooked wheels and rims. 


WJ-115 Outfit includes: 1 DeLuxe Alignment 
Rack, 2 ‘“3-way” Alignment Gauges, 1 Tru-Way Toe 
Gauge, 1 pair Turning Radius Gauges, 1 Portable 
Wheel Alignment Tester, 1 Knee-Action Caliper, | 
Knee-Action Camber Correction Outfit, 2 Front End 
Service Jacks, 1 Service Jack Stand, 1 Safety Lift 
Stand, 1 Drive on Mirror, 1 Tool Display Board. 


“Floor Level” 


model and two 


“On-the-Floor” 


models are also available. See your Weaver jobber 
for further information and prices or write us for 


Bulletin AN-486. 


. Unit Lifts . 


. Jacks . . . Wheel Dollys . . 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


. . Car Washers 


. and Air Compressors. 
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TRACTORS 
SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Country 


GENTLEMANY 


Automotive Advertis 


eader n ing 


Where Automotive Ownership 


Pee Ola -telc 3) 








MARTIN H. BURY'S 


= ROLLING 
{@) WHEELS 


Now in book form 


A captivating story of automobiles 
and the people who drive them by an 
author who is a well-known automo- 
bile dealer, and well-known to many 
Automotive News readers. In a light- 
hearted manner it covers motoring in 
all its phases, and even the phases to 
some. An amusing and interesting 
book. 


$3.50 at your bookstore or direct from 


DORRANCE & COMPANY 
Publishers Philadelphia 6, Pa. 





SHORTSTOP = 
IGNITION SPRAY 


Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
portments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 








METHANOL 


TURNER ANTIFREEZE 


55 Gal. Drums 


JOSEPH TURNER & CO., RIDGEFIELD, N. J. 
MOrsemere 6-8383 CHickering 4-7531 


POSITIVE REAR DOOR 


SAFETY LOCKS 


SUGGESTE 
RETAIL 


100% EFFECTIVE—Cannet Fai! 

The perfect door lock for all Plym- 

outh, Doles. DeSoto and Chrysler 

cars— All General Motors cars and 
ed or 


‘ord and Mercury 
Geta In Removed. Re- 
z Py RAR Rear 





Car Upkeep Cost Rises 


AAA Survey Shows an Increase of 6 Percent 
Over 1951 to $908 a Year 


NEW YORK. — Yearly expenses 
for car upkeep have risen from $861 
in 1951 to $908 this year, according 
to a survey by the American Auto- 
mobile Assn. 

This represents a 6 percent in- 
crease in private transportation 
costs in the last two years. The 


300 Makers Take 
Space for. ASI 


Executive Meeting 


CHICAGO. — Almost 300 manu- 
facturers have taken space for the 
Automotive Service Industries ex- 
ecutive booth conference to be held 
here at Navy Pier Dec. 8-9. 

The conference, first of its kind, 
sponsored by the National 


breakdown covers increases rang- 
ing from gasoline and oil prices 
to insurance fees. 

AAA says the effect on low-priced 
cars is indicated by annual costs of 
fixed items, such as fire and theft 
insurance, property damage and lia- 
bility, license fees and depreciation. 
The average now is placed at 
$559.92 a year, against $553.02 in 
1951. 

Costs of gasoline, oil, mainte- 
nance and tires are said to total 
$348 for the average motorist, com- 
pared with $328 in 1951. 


Specifically, the survey esti- 
mates variable costs (gas, oil, 
maintenance and tires) at 3.48 
cents per mile, against 3.28 cents 
in 1951. 

Fixed costs are detailed as fol- 
lows: Fire and theft insurance, 
$18.58; property damage and liabil- 


Standard Parts Assn., the Motor & | ity $82.47; license fees, $16.23, and 


Equipment Wholesalers Assn. and 
the Motor & Equipment Manu- 
facturers Assn. 


The conference has been planned 
primarily for executives, thus giv- 
ing wholesaler and manufacturer 
key officials opportunity to get to- 
gether for discussions of 1953 ac- 
complishments and 1954 plans. 


Annual conventions of NSPA, 
MEWA and MEMA will be held 
in conjunction with the _ con- 
ference. 


Church Fund 


Columbus Dealers Submit 


$25,000 Pledge 

COLUMBUS, O. — A pledge of 
$25,000 to the Temple of Good Will 
site fund has been made by the 
Columbus Automobile Dealers 
Assn., according to John Barton, 
executive secretary. 

The Temple of Good Will project 
proposes the establishment of Co- 
lumbus as the Protestant head- 
quarters of the U. S. A two-block 
site in Columbus’ Civic Center, fac- 
ing the Scioto River, has already 
been purchased for $75,000. 


Plans for the temple call for a 
cathedral-like building which will 
contain an auditorium seating 3,- 
000, as well as two chapels with 
broadcasting facilities, conference 
and banquet rooms and a library. 


Air Force Clarifies 


Packard Order 


DETROIT. — Packard last week 
received clarification from the Air 
Force on the scheduling of produc- 
tion for J-47 turbo-jet engines and 
other Government contracts. 


Production under the present jet 
contract will continue virtually un- 
changed for the remainder of the 
year, Packard said. The period of 
production for the rest of the con- 
tract has been lengthened to run 
beyond the end of 1954 into the 
middle of 1955 at a reduced rate. 

After the scheduling modifica- 
tions have taken effect, officials 
estimated, the present 4,000 em- 
ployes on jet production will be re- 
duced to 3,000 during the first quar- 
ter of 1954. 

Although no new contract place- 
ment was announced, the company 
said it had proposals for additional 
Air Force production that might 
increase the number of employes 
sometime during 1954. 


New Jersey 


(Continued from Page 2) 


principal speaker at the annual 


banquet. 

Hopwood Mullen, of Wildwood, 
was installed as president. He 
succeeds W. Chester Watson, of 
Hackensack. 


Others named included Walter 
F. Conover, Princeton, first vice- 
president; Elmer Blauvelt, Mont- 
clair, second vice-president; Gerald 
Kleinhanz, Woodbury, third vice- 
president. 

Treasurer E. R. Crow, Westfield; 
Secretary William L. Mallon, 
Newark, and Business Manager 
Otto P. Henneberger, Newark, were 
returned to office. 


depreciation $442.64. 

It is emphasized, however, that 
actual costs of operation vary with 
make and model of car, geographi- 
cal location, average speed and 
mileage driven, and the owner’s 
driving practices. 


Texas Dealers 
Hear Governor 


At Convention 


AUSTIN, Tex.—Gov. Allan Shiv- 
ers will be the featured speaker of 
the Texas Automotive Dealers Assn. 
convention this week at Fort 
Worth. 

The governor’s talk, scheduled 
for tomorrow (Oct. 6), will close the 
convention. 


President E. A. Kinsel gives his 
report at today’s morning session. 
Dr. Kenneth McFarlane, of General 
Motors, is the luncheon speaker. 

Alan G. Rude, vice-president of 
Universal C.I.T., is to speak at the 
afternoon session today. 

Other speakers tomorrow, in ad- 
dition to Shivers, will be Col. 
Homer Garrison, of the Depart- 
ment of Public Safety; Walker Wil- 
liams, sales and advertising vice- 
president of Ford Motor Co., and 
Robert S. Armacost, NADA presi- 
dent, 


A panel on state problems will 
be moderated by Frank M. Gil- 
lespie, of San Antonio. The follow- 
ing subjects will be discussed: 

Car discounts, overallowances and 
used-car sales; D. L. Johnson 
(Chevrolet), Dallas; expense con- 
trol, J. L. Boggus sr. (Ford), Har- 
lingen; service absorption, parts 
and service sales, R. K. Wright sr., 
service manager for Gillman Pon- 
tiac Co., Houston, and net profit 
realization on truck sales, C. C. 
Gunn (Chevrolet), San Antonio. 


TADA directors for seven areas 
are to be elected at the convention. 
Areas involved are Abilene, Beau- 
mont, Corpus Christi, Houston, 
Paris, Tyler and Waco. 


Standardize Signs, | 


Virginia Advised 


RICHMOND, Va.— Need for 


standardization of traffic control de-|' 


vices throughout Virginia was 
stressed by Richmond City Traffic 
Engineer John T. Hanna in ad- 
dressing the Virginia League of 
Municipalities at its annual conven- 
tion here. 

Hanna, who heads the league’s 
uniform traffic code committee, 
said members of his committee 


“strongly recommended” the com-| ; 


pilation of a “Virginia Uniform 
Traffic Control Devices Manual” to 
supplement a model traffic code 
now being prepared. 

“Discussions among committee 
members have shown that as many 
as four different types of signs are 
being used for the same purpose in 
different communities,” Hanna said. 
“These signs and other traffic con- 
trol devices should be uniform.” 


He said preparation of the uni- 
form traffic code by his committee 
was about 80 percent complete, and 
that the code probably will be ready 
for distribution next spring. 





Writing New Chapter in Freight Transport— 


A highway semi-trailer is loaded aboard a rail transport car devised by General 


Motors’ Electro-Motive division. It carries 


two such trailers. The plan would take 


thousands of truck semi-trailers off the highways, reduce costs for truckers and give 
| railroads additional revenues, according to the division. 


* * 


* 


GM Designs New Rail Car 
To Speed Truck Freight 


CHICAGO.—A plan to bring long- | 
distance trucking concerns and} 
major railroads together in a new 
type of coordinated freight service, 
which would take thousands of 
semi-truck trailers off the roads 
and put them on rails, was an- 
nounced last week, 

The Rail Highway Coordination 
Program, as it is known, was 
demonstrated at the LaGrange 
(Ill.) plant of the Electro - Motive 
division of General Motors. 

The plan, the division says, is 
intended to benefit the public by 
reducing traffic loads on main 
arterial highways and speeding 
the delivery of freight; to benefit 
the railroads by restoring sub- 
stantial freight revenues, and to 
improve the financial position of 
motor carriers. 

“Today’s demonstration culmi- 
nates two years of study and ex- 





trailer loads in their terminals, 
and then deliver the loaded 
trailers to a rail loading dock at 
the edge of a city. At this dock, 
special loading devices will side- 
load the trailers on trailer trans- 
port cars, each car carrying two 
loaded trailers, 

At the destination city, cars will 
be unloaded at another special 
terminal where the motor carriers’ 


{Adit bess 





perimentation devoted to solving| *™* 


the mechanical problems involved 
in the successful movement of 
highway semi-trailers by rail,” said 
N. C. Dezendorf, general manager 
of Electro-Motive. 


Pointing out that the basic idea 
of carrying highway trailers on 
railroad cars is not new, Dezendorf 
emphasized that the program is “a 
new concept of that idea.” 

“All earlier and present attempts 
to transport highway trailers by 
rail have utilized existing railroad 
flat cars which can only carry one 
standard-size trailer,” he continued. 

“Our program has been designed 
to overcome the economic handi- 
caps of present services by offering 
rail equipment that will carry two 
trailers up to 35 feet each in 
length.” 

Under the program, motor car- 
riers will pick up cargoes at 
shippers’ docks, or assemble 








Protection from Shock— 


A stanchion at either end of the trailer 
transport car utilizes a fifth-wheel arrange- 
ment to engage the kingpin of a semi- 
trailer. These stanchions are equipped with 
rubber shock absorbers to allow trailers to 
move up to 4% inches in each direction 
lengthwise, reducing shock that might be 
caused by slac! action of a train. 





Security in Transit— 


Mechanical adjustable struts, which fit 
in special lugs on the semi-trailer body 
and in simulated stake holes on the trailer 
transport car, provide security in transport- 
ing highway trailers by rail in General 
Motors’ Rail Highway Coordination Pro- 
gram. 

s* ¢ «= 


own tractors will pick up the trail- 
ers and deliver them to consignees. 

The plan is most feasible over 
inter -city routes of 300 miles or 
more and between cities generating 
sufficient traffic in each direction, 
Dezendorf said. 


To handle the service, Electro- 
Motive engineers have designed a 
well-type railroad car, 75 feet in 
length and equipped with roller- 
bearing, high-speed freight trucks. 
A stanchion, embodying a sort of 
fifth-wheel arrangement, has been 
installed at each end of the car to 
engage the kingpin of the semi- 
trailer. 


This stanchion is equipped with a 
rubber shock absorber permitting 
movement of the trailer 4% inches 
in each direction longitudinally, 
thus reducing shock caused by 
slack action of a train. 

To allow speedy side - loading 
and unloading of the cars, Elec- 
tro - Motive engineers have pro- 
posed a “Trailoader,” a large 
modified hydraulic lift truck, de- 
signed by Baker - Raulang Co., 
manufacturer of automatic 
trucks. 


The Trailoader engages the tow- 
ing plate of the semi-trailer, ma- 
neuvers the trailer aboard the rail 
car, and locks the trailer in place 
by dropping the trailer kingpin in 
a slot in the stanchion of the car. 
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Frost Finds Early ‘Car’ 


‘Perpetual Motion Machine’ Was a Failure, 
But Anticipated Modern Features 
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™*|DeSoto Schedules 


___ |Dealer Previews 
=| Starting Friday 
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WARRENTON, Va.—A “horse- 
less carriage” that pre-dates horse- 
less carriages has turned up near 
here—the product of a wounded 
confederate veteran who spent his 
life and his family’s fortune in an 
unsuccessful effort to achieve per- 
petual motion. 

Built in 1890, six years before 
Henry Ford completed his first 
gasoline-powered car, “The Elvin 
Perpetual Motion Machine” incor- 
porated in its design some of the 
mechanical features later perfected 
by others, including free wheeling, 
the forerunner of modern over- 
drive transmissions. It’s “one-man- 
power engine” depended upon the 
principle of an off-center crank- 
shaft—probably one of the first— 
to overcome dead-center inertia. 

The Elvin was invented (but 
never patented) by Thomas Tay- 
lor, son of a well-to-do Louisiana 
sugar planter and congressman. 
Taylor spent his later years at his 
family’s Spring Hill Farm in 
Fauquier County, locking himself 
in a room at work on the ma- 
chine he was never to perfect. 

It is now being brought to na- 
tional attention for the first time 
as a result of the efforts of Tom 
Frost, Warrenton Ford dealer and 
president of the Virginia Council of 










EASIEST OF ALL ACCESSORIES 


TO SELL. there's EXTRA VALUE 
in this big, heavy-nap cloth with 
stitched edge, in serviceable metal con- 
tainer. Priced to sell at 60c and sells 
like sixty. Also in King Size to sell 
at one dollar. If jobber can’t supply, 
order direct from: Las-Stik Mfg. Co., 
Hamilton, Ohio. 


THE ORIGINAL 
W. ED 


AX-TREAT 
POLISHING CLOTH 


FOR AUTOMOBILES AND FURNITURE 


Minnesota Law 
Controls Sale 
Of Brake Fluids 


MINNEAPOLIS. — Sale of brake 
fluids other than those in the 
“heavy-duty” classification became 
illegal in Minnesota last week. 

Terms of the new law were dis- 
cussed recently by M. J. Hoffman, 
State highway commissioner, at a 
meeting with more than 70 repre- 
sentatives of brake fluid manu- 
facturers, oil marketers, automo- 
tive and oil associations and other 
interested groups. 

This is the first such law to go 
into effect to combat the sale of 
undesirable or unsafe fluids since 
publication of a _ recent study, 
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Automobile Old Timers. Given to 


Frost by Mary Taylor, of Washing-| ~ 


ton, D. C., the inventor’s daughter,| | 


the Elvin was exhibited in the 
Glidden Old Car Festival at Dear- 
born. 

Completely refurbished, the ma- 
chine may eventually repose in the 
Henry Ford Museum. 

According to Miss Taylor, her 
father’s efforts were inspired by 
watching the inefficient grinding 
machinery on his father’s planta- 
tion. After the Civil War, he set 
to work on ideas he had developed 
for mechanically approaching per- 
petual motion. 

Many years later Taylor took 
some wooden models and his plans 
to J. T. Jones Machinery Co, in 
Baltimore. Using one of the first 
metal lathes in the city for fashion- 
ing the off-center crankshaft and 
hand-forging other parts, the com- 
pany in great secrecy turned out 
Taylor’s “perpetual motion ma- 
chine.” 

In a private demonstration in 
1891, witnessed only by members 
of his family, the Elvin fell so 
far short of expectations that 
Taylor returned with the machine 
and closed himself up in his room. 
When he died, the Elvin remained 
in the room for many years, only 
recently having been moved to a 
barn on Spring Hill Farm. It was 
there that Frost found it. Its leath- 
er seat was broken out, and its iron 
parts rusted together. 


Ottie Ralls, mechanic at the Frost 
firm, gave it a new appearance. Two 
broken spokes in its iron-tired 
wagon wheels have been replaced 
and its wooden frame rubbed down 
and treated; the rust has been re- 








DEALER TOM FROST 
... and the dream that went boom 


* * * 


moved from its machinery; the only 
missing parts, the two driveshafts, 
have been replaced. 


After a fashion, it works. The 
driver pushes forward on a T- 
shaped wooden handle attached by 
connecting rods to the crankshaft 
on the rear wheels. The sprockets 
of the square-toothed gears on each 
wheel engage and the wheels ro- 
tate. As the operator pulls back on 
the handle, the gears, actuated by 
cams, disengage, allowing the 
wheels to continue to rotate freely 
until impelled by another forward 
stroke of the handle, 


Actually the crankshaft, with 
bearing points at right angles to 
each other, turns only a half-ro- 
tation, returning to engage the 
wheels from the same position 
with each stroke of the drive 
handle. 

Frost points out, however, that 
the Elvin’s perpetual motion just 
“isn’t perpetual enough.” 





DETROIT. — Seven DeSoto sales 
officials will launch a series of 20 
new-model preview meetings for 
dealers throughout the country be- 
ginning Friday (Oct. 9), it was an- 
nounced last week by J. B. Wag- 
staff, sales vice-president. 

The first meeting will be held 


m|Friday in Cincinnati and will be 


conducted by Wagstaff and A. B. 
Nielsen, eastern sales manager. 

Other meetings to be conducted 
by Wagstaff and Nielsen are sched- 
uled for Oct. 13, Detroit; Oct. 19, 
Kansas City; Oct. 26, St. Louis, and 
Oct. 28, Chicago. 

James L. Wichert, director of ad- 
vertising and sales promotion, and 
William Hughes, sales promotion 
manager, will conduct meetings as 
follows: Oct. 12, Buffalo; Oct, 14, 
New York; Oct. 19, Philadelphia; 
Oct, 22, Boston; Oct. 26, Pittsburgh, 
and Oct, 29, Memphis. 

R. M. Rowland, director of 
merchandising, and R. G. Roth, 
field training supervisor, will hold 
the following sessions: Oct. 13, 
Omaha; Oct. 19, Houston; Oct. 22, 
Atlanta, and Oct. 26, Charlotte, N. C. 

Paul Herpolsheimer jr., western 
sales manager, accompanied by 
Robert E. Anderson, vice-president 
of the Detroit office of Batten, Bar- 
ton, Durstine & Osborn, Inc., De- 
Soto’s advertising agency, will 
conduct the following meetings: 
Oct. 12, St. Paul; Oct. 14, Seattle; 
Oct. 20, San Francisco; Oct. 22, Los 
Angeles, and Oct. 26, Salt Lake City. 


Radford in Charge 
Bill Radford, a 25-year veteran of 
the auto business, has been named 
manager for Pasco Auto Co., Pasco, 
Wash., which recently was taken 


over by Les Murphy. 
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9 SYSTEMS 
TO CHOOSE FROM! 


1. Underfloor disappearing single type—3” 
2. Underfloor twin disappearing type—3” 
3. Underfloor twin plug-in type—3” 

4. Underfloor single plug-in type—3” 

5. Overhead disappearing type—3” 

6. Overhead hanging type—3” 

7. Overhead wall plug-in type—3” 


8. Underfloor disappearing heavy duty—4” 
(for trucks ons Secmeh 


9. Overhead han: heavy ol” 
- (for es: and weer). 


Write for our new illustrated catalog. 
“The World's Finest Exhaust System" 


ENGWALD CORPORATION 
357 Lafayette Ave., Brooklyn, N. Y. 
AS aT ae, 


FACTORY APPROVED 


INTERIOR 
RECONDITIONING 
NT MIT NE 


MOVE USED CARS FASTER 
AT HIGHER PRICES! 


less Labor—Quality Work—Low Cost 
Write for Catalogue 
Arndt-Palmer Lab. Inc. 


Melvindale, Michigan 





Wonder spray upholstery and paint cleaner. 
Safe. Effective. Economical. Open account. 
30 days approval. 5 gals. (25 cars) $4.10 gal. 


ZIPP-REME CHEMICAL CO. 
GREENSBURG, PA. 


TiPP-REME 
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carried on Chrysler Corp. engineers 
and reported by Automotive News 
in its June 15 issue. 

The Chrysler tests showed that 
more than 65 percent of the fluids 
now on the market were unde- 
sirable, and that many actually 
were harmful to brake mechanisms. 

Under the Minnesota law, stocks 
of brake fluids which are not classi- 
fied as heavy-duty types must have 
been disposed of before Oct. 1, and 
it has been illegal to sell them 
since that date. 

Heavy-duty types, however, 
which meet SAE specifications will 
be accepted for sales purposes until 
July 1, 1954. After that time, ac- 
cording to Hoffman, container 
labels must be marked according 
to specifications prescribed by the 
highway commissioner. 

Approval of the brake fluids and 
licensing of them is restricted to 
actual manufacturers, Marketers 
who do not actually produce the 
fluid need no license, but must look 
to the fluid manufacturer for 
Minnesota approval and license. 


GM Takes Over 
Stock in Euclid 


DETROIT. — Harlow H. Curtice, 
president of General Motors, an- 
nounced that GM has acquired all 
of the outstanding stock of Euclid 
Road Machinery Co., Cleveland, 
pursuant to an exchange offer ap- 
proved by Euclid shareholders. 

Euclid will be operated as a 
wholly owned subsidiary, Curtice 
said. The present management will 
continue under the direction of 
Raymond Q. Armington, president 
and general manager. 

Curtice said the new subsidiary 
will report directly to C. R. Osborn, 
vice-president in charge of the 
engine group. 


McLendon Expands 


McLendon Motor Co. (Ford), Lib- 
erty, Tex., plans to build a new 
office, showroom and parts building. 
A one-story shop also will be con- 
structed, 
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Finest Aniline Top-Grain Cowhide. Zipper section, fitted 
with 8 grooming essentials, in gleaming chrome. Strong 
double handles, buckles and straps. Top-Zipper closing, 


Colors: Smooth Suntan or Ginger Top-Grain Cowhide. 
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Foreign-Car Sales Up 19% in Year 


By Ed Brown 


Staff Correspondent 


NEW YORK. — July witnessed 
several changes in the foreign-car 
market within the U. S. 

Sales for the first seven months 
of the year were running 19 per- 
cent ahead of the same period in 

1952. During these seven months, 
total sales in 1953 were 19,079 





ASK THIS 





units compared to 16,022 units in 
1952. 

MG continued to lead the field 
with 637 units sold during July, for 
a total foreign-car market percent- 
age of 25.4. The Morris and the 
Riley recorded sales of 211 and 3, 


| respectively, for a market percent- 


age of 84 and 0.1 each, This 
brought the total Nuffield regis- 
trations for July to 4,635, with an 


IMPORTANT QUESTION 


BEFORE BUYING BAKING EQUIPMENT 


Fancy reflectors cannot 





° 
OR DOES IT USE 
OLD-FASHIONED 


BULBS THAT 
BURN OUT? 






hide the fact that infra- Q2e( -¢ 


red bulbs burn out. . 


are too fragile for the rough 






, TO 


and tumble life of equipment in an auto paint 


and body shop. 


Ask the men who discovered they 


were buying a barrel full of replacement bulbs 
each year .. . and then junked costly equipment 
to buy Dry Quick Paint Baking Panels. 







Dry Quick Infra-red Baking Equipment has no 
bulbs, but has lava-coated ceramic type infra-red 
generators that last for many years, that generate 
infra-red rays more efficiently than any other 
known type of generator. 

You get an even field of baking energy with Dry 
Quick ceramic type generators. No hot spots; no 
cold areas. These pan- 
els bake a little spot 
job or a complete car 
or truck quickly and 
efficiently. 


Wire or 
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in your shop 


fo in your shop, 


painting business and 
on the way to greater 





overall market penetration of 33.9 
percent. Market penetration for 
the seven months of 1953 was 31.8 
percent. 

One of the upsets of the month 
is contained in the Hillman and 
Jaguar figures. Hillman lost second 
place in the monthly figures, which 
it has held monthly since February, 
to Jaguar. 

Jaguar, which held third place 
in June and fourth place in May, 
climbed to second in July with 370 
registrations and 14.7 percent of 
the market. 

Jaguar’s climb has been quite 
steady, when compared with last 
year’s figures. In the first seven 
months of 1952, Jaguar’s slice of 
the market was 10 percent and it 
held fifth position in the foreign 
car field. 

This year, the seven-month total 
shows Jaguar in fourth place with 
13.2 percent of the market. 

Although Hillman still holds 
second place in the seven-mont: 
figures with 15.2 percent of the 
market, in July it slipped to third 
place behind Jaguar, with 338 
cars for 13.9 percent of the 
market registered. This compares 
with 483 at the same time last 
year 
market. 

Other Rootes registrations for 
July were Humber, 8, and Rover, 
34. 

July saw the English Ford slip to 
fourth place for the month with 296 
registrations and 11.8 percent of 
the market. However, seven-month 
totals give English Ford third po- 
sition with 13.6 percent of the 
market and 2,591 registrations. 

Austin remained in fifth place 





24-Hour Campaign 
Sells 713 Fords 


In Twin Cities 


MINNEAPOLIS. — Twin Cities 
Ford dealers, in a “24-Hour Deal 
Day” Sept. 25-26, sold 713 new cars 
and trucks. 

Their goal had been 600 units. 
Participating were 17 Ford dealers 
in the Minneapolis and St. Paul 
area. A spokesman for the dealers 
said sales were “pretty well spread 
among dealers percentagewise.” 

An intensive advertising cam- 
paign was conducted through the 
media of newspapers, radio and 
television. Dealers stayed open 
until midnight on both days. 

Newspaper copy stressed “the 
best Ford deals ever offered.” The 
ads read: “This is your chance of 
a lifetime to buy the most wanted 
car in America.” 

Tradeins are now plaguing the 
dealers, as the used-car market in 


|the area remains sluggish. 





Ford Parts Depot 
s s e 
Opens in Illinois 

MELROSE PARK, Ill.—Parts 
have started flowing from the Ford 
division service parts depot, 2225 W. 
North Ave., to dealers throughout 
the midwest, it was announced last 
week by Urban B. Miller, depot 
manager. 

The depot, which covers more 
than 200,000 square feet of floor 
space, stocks more than 16,000 items 
for shipment to 535 Ford dealers 
and 83 Lincoln-Mercury dealers in 
parts of five states—lIllinois, Indi- 
ana, Wisconsin, Iowa and Michigan. 

Each day the depot ships and re- 
ceives approximately 120,000 pounds 
of parts and accessories—or the 


|equivalent of four full freight cars, 
| Miller said. The depot has 10 ship- 


ping platforms for outgoing trucks 
and a five-freight-car dock and five 
truck platforms for incoming parts. 


Up-to-Date Service Tips 
Added to ‘Car Care’ 


GREENWICH, Conn.—A revised 


edition of “Fred Russell’s Car 
Care” includes late information on 
automatic tops, torque converters 
and power steering. 

The book, published by Fawcett 
Books, sells at newsstands at 75 
cents. It supplements Russell’s 
syndicated newspaper columns and 
magazine articles. 





for 14.9 percent of the | 








for the month of July and for the | 
seven months. In July, 232 vehicles 
were registered for 9.2 percent of 
the market, while the seven-month 
figures showed 2,174 vehicles regis- 
tered at a market penetration of 
11.4 percent. 


In 1952 Austin was in second 
place at this same time, behind 
MG, with a 14.9 percent slice of 
the market for the month of 
July and 184 percent of the 
market when the seven months 
totals were in. 

During July, 1953, Morris regis- 
tered 211; Volkswagen, 114; Singer, 
27; Renault, 10, and Riley, 3 vehi- 
cles. The seven months 


CHATIANOOGA 2. raed: 





totals | 





were: 1,400, 549, 229, 71 and 26 


| respectively. Mercedes’ registered 1. 


in the first seven months. 
All other foreign registrations in 


|the country in July were 231 cars, 


at 9.2 percent of the market and a 
seven-month total of 1,624 vehicles 
at 85 percent of the market. 

It is interesting to note that some 
of the biggest market penetration 
strides have been made by the 
smaller cars, exclusive of the sports 
models. 

For instance, the Morris Minor 
has gone from 5.5 percent in 1952 
to 7.3 percent in 1953. The German 
Volkswagen has gone from 1.7 per- 
cent in 1952 to 3.1 percent in ’53. 


PLANTS | ; 








DESIGNERS AND 
MANUFACTURERS 


of 


Special Tools 


for 


AUTOMOTIVE 
SERVICING 


MANZEL 


Division of FRONTIER INDUSTRIES, INC 
341 BABCOCK ST., BUFFALO 10, N. Y. 
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O!.io County, Ky., Given 
Bc okmobile by Martin 


} ARTFORD, Ky.—A bookmobile 
ha: been given to Ohio County by 





Ge’stenslager Co., Wooster, O.,| ‘52 Coronet 4-dr., $760. '48 Custom 4-dr., 


nufacturer of truck bodies. $380. 
- lepaagg= FORD—'52 Custom (6) 4-dr., $1,300*, $1,- 
The gift was made in behalf of| 200%. '51 Victoria club coupe, $1,100*; 
Mertin’s mother, Mrs. Robert B.|; Custom ot? yet or $990, PR 
. g conv., > ‘ustom -ar., ’ 
Acton, of Sulphur Springs. nen $700.'°50 Deluxe (6) 2-dr., $625, $565. 


is 2 native of Ohio County. $525, $495; Custom (8) club coupe, 





Find Out How Easy It Is To 


GET RID OF GAS FUMES 





© 6 SYSTEMS TO SUIT YOUR NEEDS 


@ BOTH OVERHEAD AND UNDER- 
FLOOR 


@ FOR PRESENT BUILDINGS OR 
NEW CONSTRUCTION 


@ COMPLETE—NOTHING ELSE TO 
BUY 


@ GUARANTEED IN WRITING 


Designed and engineered to meet your ex- 
act requirements. Overhead systems are priced 
from $206.25, depending on the number of 
inlets. Every “NATIONAL” System is complete 
with motor and blower unit, necessary ducts, 
tubes and car service extensions to carry ex- 
haust gas from car tailpipe to outside of 
building. There is a qualified “NATIONAL” 
“= man near you. 


“NATIONAL” invites you to write for free literature. 
There is no obligation. 


Zee NATIONAL SYSTEM 
OF GARAGE VENTILATION INC. 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 




















Dept. 105, 330 North Church Street, Decatur, Illinois 


FOR POLISHING CARS APPROX. 


Here is an amazing buy in cheesecloth for polishing yds. 
and waxing cars. 125 yds. of gauze cut to size of 125 

about 11/2 yds. ready to use. Send check for $5.50 

for this item, delivered postpaid. 


FOR 
We also pack this in 100 Ib. bales. Approx. 2,500 
yds. at $65, delivered. Will ship bales open account 
to rated concerns. e 


American Sanitary Wiping Cloth Co. postpaid 
7 MARKET STREET PATERSON, N. J. 


We handle all grades of wiping cloths — Inquiries Invited 





WHITE DISTRIBUTOR BOOSTS SALES AS 
TRUCK HEADQUARTERS OF MID-SOUTH 





E. R. Kinnebrew 


MEMPHIS ... Pacing the truck industry expansion in the Mid-South is 
the White Truck Distributor in Memphis—Southern White Truck Sales 
Co.—and business is good according to E. R. Kinnebrew, president, a 
member of White’s National Distributor Council. 


“The White franchise is the backbone of our business,” he says. “Our 
products are the finest in the industry, their acceptance is marvellous, 
service and parts volume is growing every year, and White’s extremely 
fair policies for its distributors make it a wonderful relationship,” President 
Kinnebrew says. 


Excellent facilities, top flight service and excellent parts availability have 
boosted sales for Southern White. New White sales have increased ... 
used truck sales have mounted, too. It all adds up to MORE WHITE 
BUSINESS in Memphis . . . and across the country. 





THE WHITE MOTOR COMPANY « Cleveland 1, Ohio 


Used-Car Auction Prices 


Ernest P. Martin, president of (Continued from Page 48) 


$330. '46 FM sedan, $350. 





"49 Custom (6) 2-dr., $525. dan, $470. 


300*; Statesman 2-dr., $1,215; Rambler 
conv., $800. "50 Statesman 4-dr., $500; 
conv., $445. '46 4-dr., $115. 


PLYMOUTH — '51 Cranbrook club coupe, 
$775. °50 Special Deluxe club coupe, 
$770; 4-dr., $655, $650. '49 Deluxe 4-dr., 
$545, $435. '48 Special Deluxe club coupe. 
$395. 

| PONTIAC—’52 (8) 4-dr., $1,500. '51 Chief- 

tain (8) 2-dr., $1,280; Chieftain (6) 2- 

dr., $900. °50 Catalina, $1,100, $1,080; 








Chieftain 4-dr., $890; Streamliner (8) 2- 
dr., $750, '48 sedan coupe, $520; 4-dr., 40c Each 
$425. 35 
c Ea. in 
STUDEBAKER — '52 Commander 4-dr., 
$845. '51 Starliner coupe, $785; Champion One Doz. Lots 
4-dr., $685, $455. Immed, Delivery 





DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 23.) 


(Very good sale. Tobacco opening here 
this week. Sold 63 cars out of 97 offer- 
ings.) 

BUICK—’52 Super 4-dr., $1,685*. '49 Su- 
per 2-dr., $510. '47 Super 2-dr., $405; 4- 
dr., $295. 

CHEVROLET—’53 (210) 4-dr., $1,555*; 2- 
dr., $1,455; Bel Air 2-dr., $1,760*. ’52 
SL Special 4-dr., $975; SL Deluxe 2-dr., 
$1,105*. '50 SL Deluxe 2-dr., $700, $780. 
’49 FL Special 2-dr., $610, $580. °48 FL 
Special 4-dr., $475. '47 FM 4-dr., $335. 
°40 2-dr., $355. | 

DODGE—’53 Meadowbrook 2-dr., $1,475*. 

FORD—’52 Crestline 2-dr., $1,200. ’51 Cus- 
tom (8) 4-dr., $1,055*, $980*; Deluxe (8) 
2-dr., $955; Deluxe (6) 2-dr., $810. ’50 
Custom (8) 2-dr., 2 at $790, $710; 4-dr., 
$705; Deluxe (8) 2-dr., $835. ’°49 Custom 
(6) 4-dr., $505; Custom (8) 2-dr., $575, C Cc ER 
2 at $485; 4-dr., $575, $570, $565. °48 
Deluxe (8) 2-dr., $395; Super Deluxe 4- 
dr., $230. ’47 (8) 2-dr., $420, $390, $330. 

46 (8) 2-dr., $230. 41 (8) 2-dr., $190. ig 
*40 (8) 2-dr., $310, $190. 


4 
MERCURY — '50 2-dr., $675. °47 2-dr., Tl 
$200. y 


HUDSON—’51 Pacemaker 2-dr., $580. ‘50 
Pacemaker 2-dr., $555. 


KAISER—’49 4-dr., $385. 
LINCOLN—’49 4-dr., $480. 


OLDSMOBILE—’47 (88) 4-dr., $355. 
PLYMOUTH—’53 Cranbrook 4-dr., $1,810*. 


’50 Deluxe 2-dr., $605. '48 Special Deluxe | 
2-dr., $340, $310. °41 Special Deluxe 4- a 
dr., $150. ~ - 


PONTIAC—'51 Chieftain (6) 4-dr., $1,015. 
°46 (8) 4-dr., $405, $310. 


WILLYS—'46 Jeepster, $235. es 
FT. WAYNE, IND. 





Tuesday. Prices are for sale of Sept. 22.) 


(Market strong, Prices steady and some 
are higher. Demand good. Sold 108 cars 
out of 146 offerings.) 


BUICK—’52 Super Riviera 2-dr., $1,755*, 
$1,665*; conv., $1,400*. '51 Super 4-dr., 
$1,450*, $1,120; 4-dr., $1,100, $1,125; 
Special 2-dr., $1,110. 50 RM 4-dr., $880. 


CHEVROLET—’53 Bel Air 4-dr., $1,750*; 
(210) 4-dr., $1,700*, $1,670*, $1,500. ’52 
SL Deluxe 4-dr., $1,195*, $1,175*, $1,100; 








NASH—’53 Ambassador 4-dr., $2,000*, '52 | MERCURY—’52 sedan, $1,470. 
Ambassador 4-dr., $1,410*, $1,325*, $1,- $1,110*. °49 sedan, $645*, $590, $580. dan, $800*. '50 Champion sedan, $590. 





supe, 44000. ‘G0 tthe tea ens. ae Our New Prices Are the Lowest Yet 


PACKARD—'S1 é-dr., §1,135°, $870. LICENSE PLATE CLIP 
(1 TIO 


(Carl Marker’s Auto Auction, Sale every Tae the new lightweight, 


HEIL 2426 HYDRAULIC 
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"48 FL conv., $460. ‘47 FL sedan, $400, | NASH—’53 Super sejian, $1,650, $1,620; 


Rambler sedan, $1,700. ‘51 Rambler se- 


CHRYSLER—’53 Windsor sedan, $2,080°.| an, $760. ‘46 Ambassador sedan, $175. 
’51 Windsor Deluxe sedan, $1,270*. '50 | OLDSMOBILE—’49 (98) sedan, $790*. °47 
Windsor Deluxe sedan, $1,000. '49 Wind- (76) sedan, $190*. 
sor sedan, $750. '47 NY sedan, $400. PLYMOUTH—’53 Cranbrook sedan, $1,510. 

| DeSOTO—'51 Custom sedan, $1,080, $1,035. "51 wereese tb Debate come a0D. "48 

DODGE—’52 Coronet sedan, $960. 49 Cor-| COPV., . e , ; 

$695; Special Deluxe 4-dr., $580, $565.| onet sedan, $550, $500. 48 Custom se.| Special Deluxe sedan, $550,’ $380. ‘47 


Special Deluxe sedan, $350. 


HUDSON—’52 Pacemaker 4-dr., $925. '49 | FORD—’53 conv., $1,850*; Custom (8) se- | PONTIAC—'5S3 Chieftain Deluxe (8) sedan. 


$2,515*; Chieftain (6) sedan, $2,050*, '52 


Super 4-dr., $420. dan, $1,700*, 2 at $1,575. '52 Custom (8) : 

yf , Chieftain (8) sedan, $1,450, '51 Chief- 

KAISER—'51 2-dr., $565. '49 4-dr., $270,| sedan, $1,400*. °51 Custom (8) sedan, | fhreftin (oo team ae Deluxe 46) 

$195. $860, $850. 50 Custom (8) sedan, $755, | sedan, $985*. 49 te) neden * $520 48 (8) 

a , $735. '49 Custom (8) sedan, $590. ‘47; ~ , : ’ a 

MERCURY — ‘51 Custom club coupe, $1,- , | station wagon. $230; conv., $450. "47 (6) 
: 025° (6) sedan, $350. 46 (8) sedan, $190. | > $310 $300 
| 050%, $1,025°. KAISER—'51 sedan, $725. COR¥., FERS, GUUS. 


51 sedan, | STUDEBAKER—'51 Commander (8) se- 









MAMET | 
@ BRIGHT CADMIUM RUSTPROOF FINISH 

@ STRONG TENSION SPRING, DOUBLE Loor 
@ GUARANTEED BY MANUFACTURER 

@ LIMITED SUPPLY. ORDER NOW. 


Enclose 250 Postage on All Orders. 
Attractive Offer for Jobbers. 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y. Dept. AN 9 


“~ 
a —— 
i — 


oh’, eo 


ele 


CADILLAC—'52 (62) 4-dr., $3,150*. | NOW you can sell a complete dump truck unit at a 
price, offer your customers greater payload ... because 


Bel Air 2-dr., $1,400; SL Deluxe 2-dr., ° © 
$975, $850. '51 SL Deluxe 2-dr., $995, | ¢ Nocomparable hoist can equal the low gross weight 
$975, $915, $805; 4-dr., $890, $870, $830. 7 ’ ee 99 
ee ee Oe, OR Te of the Heil 2426 (there’s your “extra pay lo 
club, i . 

CHRYSLER — ‘51 NY 4-dr., $1,150, °48 sales clincher!) 


Windsor club, $265. 


DODGE—’52 Meadowb: k 4-dr. 1,020; | . 
Wayfarer 2-dr., $890. "49 Coronet’ 4-dr., ¢ No comparable hoist can equal the low cost of the 
$550. : 7 ‘ 
FORD—'S2 Main (6) coupe, $1,035; 2-dr.. sturdy, ruggedly built Heil 2426 (there’s your 
$1,140. ’°51 Deluxe (6) 2-dr., $820. '50 | : ” e 
Custom (8) 2-dr., $805; Deluxe (6) 2-| “price angle sales pitch!) 


dr., $765, $625, $555. °49 Custom (6) 2- 


4 . *48- Del 4-dr. ; 2-dr., | : 
Una’ e No other comparable hoist can offer these other 
a oe ee a ae owner-benefit features . .. 50° dumping angle for 


KAISER—’51 Deluxe 4-dr., $705. 


MERCURY—’52 Custom 4-dr., $1,575*. '51 
Monterey 2-dr., $1,325*. '50 4-dr., $905; 


fast, clean dumps. . . low 9i§” mounting height 


Monterey coupe, $885. for easier loading . . . rugged, Heil-Quality struc- 


NASH—’50 Ambassador Super 4-dr., $605. 
’47 Ambassador 4-dr., $200. ’46 (6) club, 


tural design for smooth, low-cost operation. 


$230. 
PACKARD—’51 (200) 2-dr., $865. s : ’ ‘ 
PLYMOUTH—'53 Cranbrook 4-dr.. $1,460°. Yes, the new Heil 2426 Hydraulic Hoist is a real 


’51 Cranbrook 2-dr., $930; 4-dr., $880. ° s _ 
‘50 Special Deluxe 3-dr., $650. °48 Spe- volume builder for light-duty dump truck or con 
-dr., $41 0.’ 1 . : 2 eae ase 
Ma version hoist sales. Call in your Heil distributor today 
PONTIAC—’52 Custom (8) Catalina, $1,- : 
| 705*; Custom (6) 2-dr., $1,210; station for complete details. 

wagon, $1,580*. °51 (8) 4-dr. $1,310*, d 

$1,235*, $1,230*; club, $1,100. ‘49 (8) 2- , | ii | ’ 

dr., $715; conv., $585; (6) 2-dr., $765, ie | ¢o 
| $690. "48 (8) sedanet, $475. . ‘ J RS 9 
| STUDEBAKER—’51 Champion 4-dr., $780, 
|" $740; club, $575. ‘50 Champion’ 2-dr.. DEPT. 59103, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
| $545. Factories: Milwaukee, Wis. — Hillside, N. J. 

3 i b a ington, D. C., Atlant 
N. PLAINFIELD, N. J. Sales Offices: New York, Union, N. J., Washington ante, 


(Lebanon Auto Auction. Sale every Wed- | 


Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 


nesday. Prices are for sale of Sept. 23.) Los Angeles, Seattle; Rio de Janeiro, Brazil. 


(Cars must be extra clean to bring top 
prices. This kind is scarce, Sold 77 cars 
out of 116 offerings.) 

BUICK—'52 Super Riviera, $1,580*. ‘4%! 
Special sedan, $550. | 

CADILLAC—’50 (62) sedan, $2,160*, $2 
050*. '49 (62) sedan, $1,270*. 

CHEVROLET—'52 SL Special sedan, $1.- 
120, '51 SL Deluxe Bel Air, $1,130°; > 
dan, $1,275*, $1,020, $1,010*, $1,010; S 
Special sedan, $1,100, $1,000. "50 SL De- 
luxe sedan, $675; SL Special sedan, $595. 








HEILOADER 





CONTRACTOR'S BODY CONVERSION HOIST 
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Fish Says at Corvette Demonstration .. . 


°53 Car Sales to Top All But ’50 | 


(Continued from Page 1) 


to find buyers after seven “fat” 


years, 
J * * 

_— revealed that, starting with 

production of the Corvette in 
Chevrolet’s St. Louis assembly plant 
in January, the first 7,200 cars will 
go to sample each Chevrolet dealer 
in the country. Thus, at a pro- 
jected rate of 1,000 Corvettes per 
month, it will take until mid-July 
next year before all Chevrolet 
dealers are sampled. 

Meanwhile, however, regional dis- 
plays of the new car are being 
staged in Chevrolet dealer show- 
rooms. 

To date 74 Corvettes have been 
produced, 36 of these in Septem- 
ber, Schedules call for 180 cars in 
October and November before 
assembly operations are shifted 
in December from Flint to more 
spacious quarters in St. Louis. 
The additional space, plus new 
type dies, will permit output of 
1,000 cars per month by Febru- 
ary, it is believed. 

Fish said Chevrolet is trying to 
be selective on the buyers of the 
first 250 Corvettes to be built this 

year; already 50 have been “ap- 
portioned” among “25,000 potential 
customers.” The regular dealer dis- 
count is being given on the Cor- 
vettes, he said. Advertised delivered 
price is $3,490, which includes 
Powerglide, direction signals, clock, 
white sidewall tires and built-in 


radio antenna. 
. * * 
OINTING out that 1953 sales of 
foreign sports cars have 


totalled only 19,000, Fish said his 
company is entering the field with 
an open mind. But he declared that 
“Chevrolet is in the Corvette-type 
business for the foreseeable future.” 

It was pointed out by E, N. 

Cole, Chevrolet’s chief engineer, 
that dies for the plastic body 
were obtained for about $500,000 
compared to the $4,500,000 it 
would have cost had the body 
been made of steel. Thus, it is 
possible that more frequent 
styling changes in regular cars 
might be made. 

The Corvette plastic body weighs 
about 200 pounds less than a com- 
parable steel body. It is of much 
thicker gauge than steel to give 
strength and a much heavier steel 
frame is used to provide added 
rigidity in a convertible-type body. 
Curb weight of the car is 2,850 
pounds. 

Although not designed as a rac- 
ing car, the Corvette is capable of 
“exceeding 100 mile per hour,” Cole 


said. 
7 Corvette is powered by a 
six - cylinder valve - in - head 
engine developing 150 horsepower 
at 4,200 rpm and coupled with a 
Powerglide automatic transmission 
which is modified to provide full 
throttle upshift at 55 mph. Com- 
pression ratio is 8 to 1 with premi- 
um fuel recommended. 

The engine is of basic Chevrolet 
235 cubic-inch design, but intro- 
duces many new features, Each of 
three carburetors, mounted hori- 
zontally in parallel, feeds two 
cylinders. A double-acting fuel 
pump is equipped with a vacuum 
booster. The engine carries high 
lift cams and dual exhaust system. 
Extra alloy steel exhaust valves, 
dual valve springs, cast aluminum 
intake manifold are other refine- 
ments in keeping with the high 
power output of the engine. 


The chassis contains a welded, 
box-section cross member. To 
maintain the full strength of the 
cross member, the propeller shaft 
extends over rather than through 
the center of the “X”. 
driving stability, the 51-inch leaf 
springs at the rear are mounted 
outside the frame. Front stabi- 
lizer is repositioned and rear 
shocks are not mounted to the 
body, but retained at the top by 
a separate frame cross member. 

The radiator slopes rearward 15 
degrees with a chrome-plated 
auxiliary water tank, which serves 
as the inlet, mounted along the 
top of the engine. A 17-gallon gaso- 
line tank is located immediately 


cylinder is attached to the dash 
panel in the engine compartment. 
The foot brake pedal is suspended 
from the dash panel. Shift selector 
of the Powerglide automatic trans- 


is localized. Breaks in the body 
surface can be repaired or com- 
plete panels replaced without the 
services of highly skilled labor. 


The body requires no rust-proof- 


mission is on the floor at the right | ing, Plastic surfaces are imprevious 


of the driver. 

Wheelbase is 102 inches with an 
overall length of 167 inches. The 
body height at the door is 33 
inches and at the top of the wind- 
shield 48 inches, The front tread is 
57 inches, the rear, 59. Road clear- 
ance is six inches. 

Bucket seats are trimmed in a 
red plastic over foam rubber 
cushions. The steering wheel, due 
to the extreme forward mounting 
of the gear, is almost vertical to 
the driver. The windshield, adding 
its rakish note to the low silhouette 
of the car, slopes rearward at a 53- 
degree angle. Removable plastic 
windows, incorporating ventipanes, 
are used on the doors. 

While cream is the only body 
color available now, Chevrolet 
hopes to offer other choices soon. 
The paint is applied as on steel 


bodies. 
A FOLDING top fits into a con- 
cealed well at the rear of the 
cockpit. The radio antenna is built 
into the luggage locker lid. Supple- 
mental storage space is provided by 
deep pockets in the side doors. 
Hood latches release from the 
driver’s seat. A tachometer with a 
totalizer, which records accumu- 
lated revolutions as well as the 
current rate of engine revolutions, 
is prominent on the instrument 
panel. An alarm light for the park- 
ing brake is another feature. 

In addition to being the first 
sports car ever built for sale by 
a nationally recognized manu- 
facturer, the Corvette pioneers 
volume production of a “plastic” 
body. Tests on the reinforced 
laminated plastic body show: 

Panels permit lighter weight 
without sacrifice in overall body 
strength. Reduced weight is an 
economy of operation factor. 
Plastic bodies are more resistant 
to shock, A blow that would dent 
steel bounces harmlessly off the 
plastic. Damage to a plastic body 





Canadian Rubber Firms 
Fined for Price-Fixing 

TORONTO, — Five Canadian 
rubber companies have been 
fined $10,000 each on charges of 
operating a combine and price- 
fixing since 1936. 

An injunction restraining them 
from further combine activities 
was granted to the Crown. 

The five companies, Goodyear, 
Dominion, Gutta Percha, Dunlop 
and B. F. Goodrich, had pleaded 
guilty Apr. 8 J. J. Robinette, 
counsel for one of the companies, 
said the companies would appeal 
the injunction. 





to deterioration by water. The body 
is freer from “drumming” and the 
possibility of squeaks and rattles, 
since metal-to-metal contacts have 
been eliminated. Plastics are not as 
retentive of heat as steel. The 
Corvette standing in a hot sun still 
remains at relatively low temper- 
atures, 


From a manufacturing viewpoint, 
Chevrolet cites advantages and dis- 
advantages. Less weight promotes 
ease of material handling. One man 
can lift a major body section with- 
out effort and two can carry a 
complete body shell. The forming 
of plastics does not require heavy 
stamping presses. The quick mold- 
ing of parts affords a short cut 
in primary design processes, a field 
that is already playing an im- 
portant part in experimental engi- 
neering. 

Although the fabrication of 
plastic bodies now requires more 
labor and greater floor area than 
steel bodies, processes are still in 
evolutionary stages, company 
spokesmen pointed out. Recent de- 
velopments at least show promise 
of eventually fitting manufacture to 
the “station system” that is the 
real key to production efficiency. In 
the “station system,” the workman 
produces in volume exclusively at 
one machine or at one point along 
an assembly line. 

* * * 

ee we discuss production of 

the Corvette body, we are 
speaking only as of today,” said 
E. H. Kelley, general manufactur- 
ing manager. “Progress in manu- 
facturing has been so swift that 
what holds true now may be out- 
moded tomorrow. Reinforced 
plastics are, of course, not new to 
industry. Neither is the volume 
production of plastics. But when 
you take the complicated parts of 
an automobile body and build them 
to Chevrolet quality specifications 
in volume lots, you learn the 
technique as you go along.” 

An interesting feature of the 
Corvette, in comparison to other 
plastic automobile bodies, is its 
foundation in a one-piece rein- 
forced plastic under-body that ex- 
tends from the rear bumper 
through the dash, Sub-assembled 
upper and front sections are 
bonded and riveted along a flange 
that later serves as a support 
for decorative chrome moldings. 
Chevrolet has adopted the lami- 
nated or “sandwich” method to 
produce plastic body parts in 61 
separate molds. The chief materials 
are fibrous glass mats and polyes- 
ter resins. When the liquid resin 
cures, it binds and supports the 
filaments of glass in the mats to 
create a solid panel. Other agents 
are introduced to speed the curing 
of the resin-impregnated layers of 
mats. 









rs 


New Hudson Distributor in Florida— 

Sol Arnovitz (second from left), Miami, signs a contract which gives him the Hudson|ing permit department disclosed 
back of the passenger compartment | distributorship for southern Florida. Also shown are (from left), Jack Rubin, general | that the structure will be a three- 
with the fill under a lid at the rear | manager; Russell Dillaway, division parts and service manager, and C. H. Calhoun,|story building, 128 by 210 feet, at 
of the driver. The brake master | eastern division sales manager. 


| Haynes-A pperson agency in Chicago. 








Corvette Carburetors Feed 2 Cylinders— 

Each of the three horizontally mounted carburetors in the Corvette feeds two 
cylinders in the 150-horsepower Blue Flame engine. At top left of the engine is an 
auxiliary water tank, minus radiator hose connections. The water inlet pipe is on 


this chrome-plated tank. 


Obituaries 


Claude L. Balthis, 84, 


Longtime Ky. Dealer 

LOUISVILLE.—Claude L. Balthis, 
84, president of Universal Car Co. 
(Chevrolet), died Sept. 21 after a 
long illness. 


Balthis had been president of the 
firm for 30 years, but had not been 
active during recent years due to 
illness, The operations of the firm 
were in the hands of Ben F. Long, 
secretary-treasurer, who holds a 
similar post in the Kentucky Auto- 
mobile Dealers Assn. 

* * 


Charles Rolfe Jr., Ex-Head 


O f Tennessee Association 
ASHVILLE.—Charles N. Rolfe 
jr., president of Capitol Chevrolet 
Co. and past president of the Ten- 
nessee Automobile Dealers Assn., 
died Sept. 24 at the age of 45. 
He was a charter member of the 
association and served as Nashville 


regional vice-president in 1946. 
= * « 


Frank L. Goin 
JACKSONVILLE, Ill. — Frank L, Goin, 
47, president of Corn Belt Chevrolet Co., 
died Sept. 23 of burns received in a fire at 
his home. 
* * * 


Harold E. Scoggins, Sr. 

EL PASO, Tex. — Funeral services for 
Harold E. Scoggins sr., 59, retired service 
manager of Nash Motor Co. of El Paso, 
were held Sept. 22. 

* * * 


Elmer Harold Gerry 
CONWAY, N. H.—(UTPS)—Elmer Har- 
old Gerry, 63, auto dealer, died after 
several years of illness. 
7 * > 


James Henry Lynes 
RIDGELAND, 8. C.—James Henry 


Lynes, 59, Pontiac dealer and insurance 
broker here, died Sept. 22 after a heart 
attack. 


* > * 


Joseph B. Deibler 

EVANSTON, . Ill.—Joseph B. Deibler, 80, 
retired dealer who saw Michigan Ave. de- 
velop as Chicago’s auto row, died Sept. 23. 
He began selling autos in 1904 with - 
n 
1926, he established North Shore Auto 
Agency in suburban Highland Park. He 
retired in 1938. Mr. Deibler was a major 
in World War I and worked with the Chi- 
cago ordnance department in World War 
II, Burial was in Berlin, Wis., his birth- 
place. 

* * * 


William Gick 

CINCINNATI, — Services for William 
Gick, 63, veteran in automobile sales and 
former president and owner of Gick 
Motors, Inc., 2319 Gilbert Ave., were held 
Sept. 22. Prior to opening his own business 
in 1951, Mr. Gick served for 22 years as 
a representative for Walter Schott, Willys 
distributor here. 

* * * 


Leslie R. Martin 
TORONTO. Leslie R. Martin, 49, 
national sales manager of Shell Oil Co. 


Research Building 
Planned by Trico 


BUFFALO.—Trico Products Corp. 
will erect a research and engineer- 
ing building near its plant at 817 
Washington St. at a cost of ap- 
proximately $250,000. 

Plans filed with the City’s build- 





654-666 Ellicott St. 


|}of Canada, died in Toronto General 
|Hospital shortly after his automobile 
collided Sept. 23 with a concrete safety 
island. 

* + * 


Leroy Simpson Capehart 

PETERSBURG, Va.. — Lercy Simpson 
Capehart, co-owner of Capehart - Parker 
Motor Co. here, died Sept. 23 of a heart 
attack while hunting. Mr. Capehart, a 
former auto dealer in Norfolk, came to 
Petersburg in 1945. 

* * * 


Valmore Boudreault 
OTTAWA.—Valmore Boudreault, 63, sec- 
retary-treasurer of Patterson Motors, Ltd., 
is dead. 
* * * 


Joseph Glustein 
OTTAWA. — Joseph Glustein, 34, local 
auto dealer, was killed in an accident while 
transporting a used car from Montreal. 


Texaco Markets 
Heavy-Duty Oil 


NEW YORK.—A new heavy-duty 
motor oil—Advanced Custom-Made 
Havoline—formulated especially to 
meet the lubrication demands of 
high-power auto engines, will be 
marketed nationally starting this 
week, C. B. Barrett, sales vice- 
president of Texas Co., has an- 
nounced, 

The new product was developed 
from continuous studies of chemi- 
cal additives carried out at the 
Beacon (N. Y.) Laboratories, 
Texaco’s main research center. 

Texas says it has incorporated in 
Advanced Custom -Made Havoline 
unusual detergent properties which 
promote the efficient operation of 
such precision mechanisms as hy- 
draulic valve lifters. 


Batteries 


(Continued from Page 6) 


testers, and a state-of-charge in- 
dicator. 

The Allen program shows eight 
steps toward increasing battery 
and electrical system service and 
sales. Items for expanded sales 
include batteries, battery charg- 
ing, fan belts, cables, regulators, 
starters, generators and service 
jobs. 

The steps are as follows: 

1. Be prepared to service both 
6 and 12-volt systems. 

2. Always make a visual 
spection. 

Determine state of charge. 
. Determine battery condition, 
. Show test results to customers. 
. Feature fast charging. 
. Offer slow charging, too. 
Check electrical system. 
* . a7 

To program, Allen says, is also 

important in that it offers the 
dealer a one-visit repair for the 
customers. Also, it prescribes an 
efficient method for the service 
attendant in checking over a 
vehicle, 


In the days ahead, which may be 
more dependent on shop efficiency 
and replacement sales, dealers are 
looking for programs which elim’‘- 
nate shop fumbling and ur- 
necessary and expensive seconc- 
call service adjustments. 


in- 
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Downing Calls for ‘Realistic Output’... 


Used-Car Leaders Set 
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To Open Parley 


(Continued from Page 1) 


if the factories have any real 
interest in the welfare and con- 
tinuing financial stability of their 
franchised representatives.” 


The used-car business went 
through the wringer this year, 
but dealers see greater stability 
ahead. The steady decline in 
used-car prices has brought used 
cars to the point where they 
represent good values in com- 
parison with new-car prices. 


To give an idea of what 
happened to used-car prices this 
year, on Jan. 5 the wholesale index 
maintained by Automotive NEws 
was at $944. On March 9, when 
current models were included, it 
was $1,120. On Oct. 5 it was at $882. 


In 1952, the index was at $846 on 
Jan. 6; at $1,232 on March 10 and 
at $1,219 on Oct. 5. 


oo. price declines in 1953 left 
used-car dealers with the 
problem of moving cars fast enough 
to avoid inventory losses, but at the 
same time maintaining inventories 
high enough to have variety of 
merchandise. 

Thus, the fabulous era of public 
speculation in used cars in the 
postwar period came to an end and 
the business reverted to the ex- 
perts. 

The used-car business was 
further complicated for the in- 
dependent dealers by the fact 
that new-car dealers are now 
taking a greater share of the re- 
tail used-car business as their 
own business becomes more com- 
petitive. On the other hand, many 
new-car dealers are now depend- 
ing more heavily on used-car 
dealers to move cars traded in. 


Everyone in the industry has be- 
come increasingly aware of the key 
role used cars play in the business. 


This is reflected in greater 
participation in the NUCDA con- 
vention by factories. Nash is enter- 
taining members and guests before 
the banquet. Ford and Lincoln- 
Mercury are holding open house 
and Packard has scheduled a cock- 
tail party for the directors. 

se * * 


ORD is represented on the 

business program by Robert R. 
Nadal, assistant general sales man- 
ager of L-M, and William A. Keller, 
national used car manager of L-M, 
and Nash by Paul A. McKeown, 
used-car manager. 


Other factory men at the con- 
vention will be Walter Hoot, Ford; 
Harvey Howard, Oldsmobile; Wil- 
liam Osband, Packard. 

The convention opens Oct. 7 
with meetings of these commit- 
tees: rules and by-laws, finance, 
legislative, membership and 


Old Timers Fete 
Secretary McKay 
At D. C. Session 


WASHINGTON.—Secretary of the 
Interior Douglas McKay, who came 
to the Eisenhower Cabinet from a 
Chevrolet dealership in Salem, Ore., 
was guest of honor and principal 
speaker at the Automobile Old 
Timers dinner meeting here last 
week, 

The largest attendance ever en- 
joyed by any meeting of AOT’s Na- 
tional Capital Area chapter turned 
out to greet McKay, and roundly 
applauded his talk, devoted, in the 
main, to automobile experiences 
rather than politics. 

J. E. Henry, president of the na- 
tional AOT, told local members 
that Secretary of the Air Force 
Harold Talbot will be the guest of 
honor at the annual meeting of the 
association Oct. 14. 

Herbert Gould, general manager 
of the Motors Holding division of 
General Motors, also was an out- 
of-town guest. 

Former Congressman Cal John- 
son, Illinois Republican, now with 
Remington-Rand in Washington, 
kept the crowd laughing with the 
story of how he got to the Na- 
tional Capital as a legislator. 

All talks were off the record. 





public relations. Directors meet 
at 4 p. m. 

At the opening business session 
Thursday morning, 
be Ray Hayward, Omaha, presi- 
dent; Miles Elliott, field director, 
E. L. Creech jr., insurance firm, 
and Maj. C. B. Alexander, who will 
speak on selling automobiles to 
service personnel. 

During the afternoon session, 
speakers will be Nadal; E. P. 
Latimer, president of the American 
Finance Conference; Arch Living- 
ston, executive secretary of the 


speakers will) ' 


Florida Used Car Dealers Assn.,| 


and Arthur W. Waterman, vice- 


president and head of NUCDA’s| 


industry relations committee. 
A circus party will be held in 
the evening. 
7 * * 
aS . speakers include El- 
bert P. Tuttle, general counsel 


of the Treasury department, and | 


Joseph B. Danzansky, NUCDA 
general council. 

A panel session will be held, with 
members being Latimer, McKeown, 
Keller and L. Flowers Hamrick, 
Greenwood (Miss.) Ford dealer. 

The annual banquet will be 
held in the evening, with Clayton 
Rand, of Gulfport, Miss., as the 
principal speaker. 

The new directors will hold their 
annual meeting Saturday morning. 


Berry Honored 


Missourians Salute Dealer 


Upon Retirement 


ST. LOUIS.—George Berry, who 
retired as a Packard dealer here 
Oct. 1, was honored last week at a 
testimonial dinner by the Missouri 
Automobile Dealers Assn, 


Berry retired after many years 
of selling autos and promoting 
dealer associations on the local, 
state and national levels. 


For the last four years, he has 
been chairman of NADA’s em- 
ployer-employe relations committee 
and is treasurer of the Greater St. 
Louis Automotive Assn. He was 
treasurer of MADA from its 
founding in 1937 until 1949. 

L. M. Stewart presented a scroll, 
bearing the signatures of all guests, 
to Berry in recognition of his long 
service. 
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Hot Rods Seem Easy Now— 


Perry Reid, truck driver of Winston Salem, N. C., shows his trophy and the Ford 
truck with which he won the national championship in the straight-truck class at the 
roadeo in St. Paul last week for the second consecutive year. A former hot-rod racer, 
he found the truck test ‘rougher on the nerves." 


x * 


Defending Champs 


Retain Titles at 


National Roadeo 


ST. PAUL. — All three defending 
champions in the National Truck 


Roadeo held at the Minnesota State | 


Fairgrounds here last week kept 
their titles. 


Still champion in the straight- 
truck division is Perry H. Reid, of 
Winston-Salem, N. C., with a record 
386 points out of a possible 400. Sec- 
ond place was taken by Aubrey 
Harper, of Chattanooga, Tenn. Carl 
Moyer, St. Paul, was third. 

Alex Adamski, of Chicago, holder 
of four national titles in two classes, 
scored 334 to take first place in 
the tandem - axle semi - trailer con- 
test. Second place went to Arthur 
L. Jackson, of North Platte, Neb. 

Morgan N. Strickland, an Atlan- 
ta driver with a two-year no-acci- 
dent record, again won top honors 
in the single-axle semi-trailer divi- 
sion, scoring 361. Kelly Harris, of 
Jackson, Miss., took second place. 

After maneuvering his Ford truck 
to an alltime high score, Reid, a 
former hot-rod race driver, said he 
was “more on edge” in the finals 
of the state and national roadeos 
than he ever had been on a hot-rod 
track. 

“With hot rods,” Reid said, “you 
can make some minor errors and 
still correct them, but in a truck 
roadeo when you make the slight- 
est mistake you’re penalized.” 

An added feature of this year’s 





°54 Called Crucial Year 
For Independent Firms 


(Continued from Page 1) 
2,000 but now, he said, the firm|slowing of sales during the third 


would hold to its present 1,500. The 
company had 1,360 dealers in June, 
1952. 

“We will not expand our present 
number, but we will upgrade them,” 
he said. 

” = . 

N AN interview last week, David 

J. Wilkie, auto editor of Asso- 
ciated Press, asked Nance: 

“Do you think a merger might 
be looked for next year among 
the smaller firms?” 

Nance replied: “That may be the 
answer to the problem facing some 
of the Independents. Packard cur- 
rently is not involved in merger 
talks. I am not opposed to mergers. 
I am opposed to absorption.” (By 
this Nance means he would not al- 
low Packard to lose its identity.) 


He declined to speculate on 
whether all the Independents could 
survive an allout competitive fight. 

* * ” 


A question as to what could 
be blamed for allout competitive 
prospects, Nance replied: 


“For the first time since World 
War II the production pipelines 
have been filled. We are coming 
now to a point where there must 
be a greater consumption of our 
production — and a higher stand- 
ard of living.” 

The auto industry returned to 
stiff competition only during recent 
month, Nance said. Despite this 


quarter, the Packard program is 
only slightly off its original targets. 

Launched at the beginning of 
1953, the Packard program set up 
three principal targets for its first 
year: To bring together and weld 
a new management team, to reem- 
phasize the company’s position as 
a manufacturer of cars in the qual- 
ity field, and to reintroduce the 
Clipper in the medium-priced field. 


Milwaukee Show 
Slated Feb. 6-13 


MILWAUKEE. —Preliminary 
plans date the Milwaukee County 
Automobile Dealers Assn. show for 
Feb. 6-13. 


Russell T. Arndorfer, general 
show chairman, said it will occupy 
the municipal auditorium and ex- 
hibit hall of the arena. 

Committee chairmen for the show 
were announced by Arndorfer as 
follows: Space, Fred Barrett; floor 
personnel, Robert Hall; audit, Ed- 
ward Wehe; program and special 
exhibits, R. C. Quinlevan; greetings 
and hospitality, Joseph Burbach; 
entertainment, Harry Kaminsky; 
contracts, rules and regulations, L. 
P. Hartung; decorations, Harold 
Duckler; advisory counsel, Frank 
Kuhl and A. C. Hall; legal counsel, 
L. L. Rieselbach, and occupancy 
and exit, Arthur Ennis. 


| throughout the U. S. competed. 





* x * 


roadeo was the Air Force Roadeo, 
in which 40 men from bases 


Championship truck drivers from 
19 states competed in the event, 
which was sponsored by the Amer- 
ican Trucking Assns, 
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Chevrolet Plans , 
Added Facilities 
At Muncie Plant 


DETROIT. — Plans for 71,200 
square feet of new construction to 
expand the Chevrolet manufactur- 
ing plant in Muncie, Ind., have 
been announced by T. H. Keating, 
Chevrolet general manager. 

Construction is scheduled to start 
Jan. 15, with completion due next 
Aug. 1. 

Additional forge shop capacity 
will be provided in a 54,000-square- 
foot monitor type extension of the 
die shop, adjoining the south side 
of Chevrolet’s plant No. 11. Other 
monitor type extensions will add 
4,000 square feet to the east of 
plant No. 11, and 6,000 square feet 
to the west side of plant No. 11, 
connecting it with plant No. 2. 


Additional personnel and cafe- 
teria space are included in a 7,200- 
square-foot office addition. In- 
creased steam generating capacity 
and compressed air facilities will 
be provided with the installation 
of two new 70,000 pounds-per-hour 
boiler units and a 600 - horsepower 
electrical compressor. 

The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 





ES TRAINING 


Your salesmen can learn to QUALIFY PROSPECTS 


more quickly, make better and more ENTHUSI- 
ASTIC PRESENTATIONS and DEMONSTRATIONS, 
handle OBJECTIONS skillfully, handle COMPETI- 


TION 


constructively, 


CLOSE more SALES more 


PROFITABLY thru being enrolled in our 32 hour, 


4 day Sales Tra 


Daniel L. Beck 


Director are IMMEDIATE. 


ining Course designed especially 


for AUTOMOBILE and TRUCK SALESMEN. RESULTS 


Two classes now forming. 


Nov. 9th thru 12th and Nov. 16th thru 19th 


Write, wire or phone for further information and enroliment blanks. 
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Rhode Island Dealer Features "Great" Umbrella 

CUSTER MOTOR SALES, Woonsocket, R. I. Hudson Dealer, features 
a McFarland “Great” Umbrella right in front of their showrooms. The 
McFarland “Great” Umbrella (21’ spread) and the “Whirlabout”, the 
Great Umbrella that turns, are being used by dealers from coast to coast 


to attract more attention and sales 
booklet tells the complete story of 


to their lots. A full color illustrated 
how dealers are using the “Great” 


Umbrella and how it will help your business. Call, wire or write for 
your copy today—McFarland “Great” Umbrella Company, Division of 
McFarland Awning Corporation, 742 S. W. 8th Street, Miami, Florida— 


shone 2-8153. 
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AUTOMOTIVE NEWS 


BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 


retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
ie covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


binder which will stand the gaff 
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ells Georgia Parley of Plans... 





Bell to Give Makers 
Facts on Dealers 


(Continued from Page 3) 


ity, intelligence, diligence, training, 
patience and enthusiasm, he added. 

An efficient and clean service op- 
eration which gives full value to 
the importance of smallest wishes 
has tremendous value for present 


Record Turnout 
Anticipated for 


Pa. Convention 


PITTSBURGH, — A record 1,500 
new-car dealers, their wives and 
guests are expected to attend the 
33rd annual convention of the 


Pennsylvania Automotive Assn. 
Oct. 8-10 at the William Penn 
Hotel here. 


Highlight of the opening business 
session Friday will be a panel dis- 
cussion on Pennsylvania’s new 
sales tax, which became effective 
Sept. 1. Oscar M. Mohm, as- 
sociation president, will open the 
session. 

James C. Moore, general counsel 
of NADA, Washington, will cover 
union activities and employer-em- 
ploye relations on a national and 
statewide basis in a talk on the 
subject, “You Can Still Call the 
Signals.” Ernest Burwell, of Ernest 
Burwell, Inc., Spartanburg, S. C., 
will discuss business management. 

Participating in a panel dis- 
cussion on “Factory-Dealer Re- 
lations” will be J. E. Wolfington, 
of Wolfington Motors, Inc., Phil- 
adelphia; John P. Mooney, of John 
P. Mooney Co., McKeesport, Pa.; 
W. C. Gourley, of Gourley Chevro- 
let, Sewickley, Pa.; and John B. 
White, of John B. White, Inc., 
Philadelphia. 

Clarence E. Manion, South Bend, 
who will speak on the subject, “The 
Constitution is Your Business.” 
Manion was recently named by 
President Eisenhower as chairman 
of a commission to study Federal- 
State problems on overlapping and 
duplication of taxes and road con- 
struction. 

“Breaking the Bootleneck on 
Used Cars” will be the subject of a 
talk by C. A. Blake, of Blake 
Cadillac - Oldsmobile, Inc., Harris- 
burg. 

Closing address will be delivered 
by Richard Thomas, New York 
Times foreign correspondent. 

General chairman for the con- 
vention is J. J. Lawlor jr., Wilkins- 
burg, and vice-chairmen are Alex 
McClintchie and Verner J. Spohn, 
both of Pittsburgh. 


Munn 


(Continued from Page 3) 

plaints by individuals, I am at- 
tempting to serve the entire in- 
dustry. To this end I offer this 
column as a forum. Dealer’s 
opinion will be given expression 
and protection. There must be no 
name calling—no _ recriminations— 
just the plain unvarnished truth. 
There are a lot of factory ex- 
ecutives who are sincere and who 
welcome these facts which are dif- 
ficult to get otherwise. 

I feel that such dealer reaction 
will inject into the picture some- 
thing that needs serious consider- 
ation and will serve as a warning 
that there is individual thought, the 
courage of opinion, and a rebellious 


spirit flashing on the horizon which 


should be heeded. = 
Engineers to Hear 
Corvette Problems 


DETROIT.—The spotlight will be 
on sports cars at the first fall meet- 


ing today (Oct. 5) of Detroit 
section of the Society of Automo- 
tive Engineers, 


Maurice Olley, Chevrolet director 
of research and developments, will 
discuss problems in developing the 
plastic-body Corvette. 

Zora Arkus-Duntov, Chevrolet as- 
chief engineer in research 


race, 
observed during 18 years 
ngineering consultant in 


o& 


|and prospective sales, Millians said. 
* * * 


EVER try to prove a customer 

wrong, he said—say “No” tact- 
fully and make adjustments grace- 
fully. He stressed that a profit can 
be made on every transaction in 
which honest value is given. 

He urged dealers to have flex- 


| ible plans to meet conditions 


lying ahead and to begin immedi- 
ately to pare down costs, “not 
in spectacular chunks, but in 
mounting chips.” 

In business sessions, A. K. Dear- 
ing, Savannah, was elected presi- 
dent. Also elected to 1953-54 terms 





were John H. Lander, Atlanta, first 
vice - president; Edward Edwards, 
Columbus, second vice - president; 
Clark T. Lyndon, Tifton, treasurer, 
and L. L. Austin, Atlanta, secre- 
tary, a post he has held for 17 
years. 

Directors appointed to the board 
for 1954 include J. C. Lewis jr., 
Savannah; Frank Pearson, Albany; 
J. S. Cox, Griffin; Earl M. Taber, 
Atlanta, and Fred C. Jones, Dah- 
lonega. 


Field Sales Staff 
Of U. S. Tires 


Is Reorganized 


NEW YORK.—Five major organ- 
izational changes in the sales de- 
partment of the U. S. tires division 
of U. S. Rubber Co. were an- 
nounced last week by H. C. Oliver, 
sales manager. 

Two néw division managers have 
been appointed, another has been 
shifted from the southern to the 
central division, and two new dis- 
trict managers have been named. 

H, Newman Roberts, formerly 
district manager at Charlotte, N. C., 





has been promoted to southern di- 
vision manager with headquarters 
in Atlanta. He also will supervise 
the Atlanta, Charlotte, Dallas, Mem- 
phis, New Orleans and San Antonio 
districts. 

Walter F. Brown is the new man- 


division, with headquarters at De- 
troit. He also will be in charge of 
the Detroit; Buffalo; Cleveland; 
Grand Rapids, Mich.; Indianapolis, 


promoted from manager of market 
development at the New York gen- 
eral offices. 

Harry R. Mack moves from sou- 
thern division manager to central 
division manager with offices in 
Chicago, where he also will super- 
vise the Chicago; Fargo, N. D.; Mil- 
waukee; Minneapolis, and St. Louis 
districts. 

The new district managers are 
Edwin W. Means, Charlotte, and 
Robert R. Walker, Philadelphia. 
| Means formerly was assistant dis- 
|\trict manager at Charlotte, and 
Walker served as district manager 
at Cincinnati and Pittsburgh. Walk- 





er succeeds E, J. Bassine, who re- 
signed to enter business as a U. S. 
Royal distributor in Philadelphia. 





Auto Stocks 
Sept. Sept. 1953 

30 23 High Low 
Chrysler 64% 65% 96% 63% 
GM 5554 55% 69% 58% 
Hudson 10% 9% li 9% 
Kaiser 8% 3% 5% 3 
Nash 11% 17% 2% 16% 
Packard 4% 4% 6% 4 
Stude. 22 22% 48% $$21% 


Average 25.39 25.41 
Compiled from reports of trading on the 
American and New York Stock Exchanges. 
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ager of the revised north central | 








Consolidation in Effect 
For Timken, Standard 


CORAOPOLIS, Pa.—Consolida- 
tion of Timkin-Detroit Axle Co. 
and Standard Steel Spring Co. 
went into effect last week, form- 
ing an industrial organization 
with assets of more than $155 
million. 

The new firm is known as 
Rockwell Spring & Axle Co, Its 
predecessors will continue under 
their own names as divisions of 
Rockwell, according to Col. Wil- 
lard F. Rockwell, chairman of the 
board of the consolidated firms. 

President of Rockwell is Robert 
C. Enos, formerly president of 
Standard Steel Spring. C. J. 
Queenan, former executive vice- 
president of Standard, will serve 
in the same capacity for Rockwell. 
Other officers have been brought 
to the new company from both 
Timken and Standard, Rockwell 
said. 








Guests and Host at Ky. Dealer Meeting— 


Among those taking part in the annual conference of the Kentucky Automobile 
| Dealers Assn. were (from left), Lew Ulirich, managing director of the association; 


| Clive Bradford, field representative of the 


| R. Millians, vice-president of Commercial Credit Co., Baltimore. 


Ike Likely to Hold to Middle Course... 





Automobile Manufacturers Assn., and Paul 


CIO Harps on T-H Changes 


By Gerhardt Neumann 
Staff Writer 
a since the resignation of 

Secretary of Labor Martin P. 
Durkin, union leaders have con- 
centrated their attacks on the Taft- 
Hartley act and the Adminis- 
tration’s failure to ask Congress for 
the changes they say were 
promised during last year’s election 
campaign. 

President Eisenhower has not 
yet acted on the appointment of 
a new secretary, but it is note- 
worthy that the Department of 
Labor at the present interregnum 
is in charge of Undersecretary 
Lloyd A, Mashburn, an AFL 
building tradesman. 

Observers believe that the Presi- 
dent is determined to continue on 
his middle-of-the-road course, re- 
gardless of whether union leaders 
agreed with him. Union criticism 
is not directed at the President 
personally, but at the persons who 
are believed to advise him with 
what union leaders call an anti- 
union slant. 

* * 
RECENT column in the New 
York Times pointed out that 
business groups are also complain- 
ing about presidential advisors, 
only in this case those with what 
they term a pro-union slant. 

Last week the CIO, through its 
general counsel Arthur J. Gold- 
berg, issued a statement that the 
Taft-Hartley law should be taken 
out of politics, 

In a letter to Sen. Irving M. 
Ives (New York Republican), 
Goldberg said that the Presi- 
dent’s 19-point message on T-H 


Dodge ‘Circuses’ 
In 16 Cities Show 


and Pittsburgh districts, He was | Cars to Dealers 


DETROIT. — Backgrounded by a 
dramatic production called the 
“Dodge Circus,” 1954 Dodge cars 
and trucks were shown to dealers 
and retail salesmen in a series of 


1/16 meetings which wound up last 


week, 

Dodge factory officials played 
host to more than 20,000 dealers 
and salesmen at outdoor barbecue 
luncheons—part of the “Dodge 
Circus.” 

In every city, as weather permit- 
ted, the dealer showing and 
“Circus” were staged outdoors. In 
Chicago, for example, the new 
models were presented in Soldier 
Field, where test drivers put the 
vehicles through tests of speed, 
safety and endurance, 

The cars go on public display 
Thursday (Oct. 8). 

The sales meetings were 
programmed eight each in the 
eastern and western halves of the 
country. R. C. Somerville, Dodge 
sales vice-president, headed the 
eastern tour and L. F. Desmond, 
Dodge general sales manager, 
headed the western tour. 

Somerville said he found Dodge 
dealers “looking forward to a con- 
tinuing healthy market for motor 
vehicles, but realistic enough to 
recognize that selling conditions 
are likely to be highly competitive.” 


revision, which led to Durkin’s 

resignation, “does not deal with a 

number of major problems which 
are fundamental to any real re- 
vision of the law.” 

“We are forced to the con- 
clusion,” states the letter, “that an 
industry-Cabinet cabal is playing 
special interest politics of the most 
partisan kind with Taft-Hartley.” 

* + * 


_ P. Reuther, CIO presi- 
dent, meanwhile continued to 
spread his message of confidence 
in the economic future of this 
country. Speaking at the con- 
vention of CIO Oil Workers Union 
in Denver, he assailed the “de- 
featist attitude of the reactionary 
business community.” 

The CIO’s publication, 
Economic Outlook, follows a 
similar line by assailing the 
“trickle-down” theory which 
claims that the key to prosperity 
is high profit margins and in- 
creasing total profits. 


The paper believes that con- 
sumer spending is the major factor 
in the economy. 

It therefore urges increased con- 
sumer buying power and_ sub- 
stantial increases of the incomes 
of low and middle-bracket families, 
claiming that wages and salaries 
average about 23.5 percent of the 
sales price of industry in general. 

* ” + 


IHESE discussions must be seen 

in context with the present 
UAW drive for an annual wage. At 
a recent discussion with members 
of the Michigan State Bar, Reuther 
and his aides said the UAW “would 
offer employers the same sort of 
inducement” on the annual wage 
proposal that it did on pensions. 

In answer to this, Malcolm L. 
Denise, Ford counsel, said the em- 
ployers were “burned once” on the 
pension setup, and won't get 
burned again on the guaranteed 
annual wage. 

The “inducement” was ex- 
plained as a form of lower un- 
employment payments, If a 
worker with a guaranteed wage 
of $65 a week is laid off, it was 
said, he has $30 insurance com- 
ing, and the company would 
have to pay only $35. 

It was conceded, however, that 
the plan depends on how the vari- 
ous states will interpret such an 
employe’s eligibility for jobless 
benefits. 

Ford Motor Co, and the UAW- 
CIO recently negotiated improve- 
ments in the pension agreement, 
according to the union, which are 
said to bring $1 million adjustment 
in payments. 

Retroactive payments totaling 
$256,485 have been approved by the 
administering board, while next 
year the revised benefits will be 
worth another $741,600 to 5,000 re- 
tired workers. 

* * * 
EANWHILE, a suit for $3 
million has been filed in Circuit 

Court against both Ford Motor Co. 
and Local 600 of the UAW in be- 
half of 108 women employes who 
say they were deprived of their 
seniority rights. 

The suit contends that they lost 
that much money in wages and 
vacation time because of denial of 


their contract rights. The women 
contend they were not permitted 
top seniority rights in layoffs and 
in calls back to work. They were 
employes of the Dearborn stamping 
plant, 

On the west coast, Fields Chev- 
rolet, of Portland, Ore., has be- 
come the butt of union efforts to 
organize all garage workers in 
the area, 

Because of the recently enacted 
anti-picketing law, no pickets have 
been posted. Instead, a five-man 
team is contacting the firm’s em- 
ployes, trying to persuade them to 
join the union. 

An election for shop employes of 
15 dealerships in Spokane, Wash., 
has been ordered by the National 
Labor Relations Board to de- 
vermine whether they wish to re- 
tain Lodge 942 of the AFL Auto- 
motive Mechanics as their bargain- 
ing agent. 

* °® 

The election was requested by the 
Spokane New Car Dealers Assn., 
which challenges the right of the 
union to represent dealer shop 
workers. There had been two previ- 
ous elections, in one of which the 
employes voted for the union, in 
the other of which they rejected it. 

s oe s 


CONTRACT providing for 
company-paid hospital and 
surgical benefits for workers and 
their families, a general pay in- 
crease of 2% cents per hour, in- 
creased pensions, company - paid 
life insurance and a revised va- 
cation program has been signed 
between Seiberling Rubber Co. and 
Locals 18 and 278 of the CIO-United 
Rubber Workers. 
The agreement covers 1,700 em- 


ployes. 

Votes in favor of union 
representation were cast at 
several recent elections, The 


drivers, grease men and tire men 
of Parkville Trucking Co., Balti- 
more, voted for the Teamsters 
Union, 

At Packard Motor Car Co., Pitts- 
burgh, a retail outlet of the motor 
firm, service salesmen, car washers, 
drivers and others voted for the 
Teamsters Union, while mechanics, 
machinists, painters etc. chose the 
AFL Machinists as their represen- 
tation. 


2 Used-Car Men 
Held in Chicago 


CHICAGO, — Two used-car men 
have been held to the grand jury 
by Judge Harold O’Connell on 
charges of conspiracy to commit a 
confidence game. 

They are Irwin Davis, said to 
be president of Liberal Motors, and 
Marvin Margolis, described as a 
salesman for the firm. 

The complaint was brought by 
Harold West, who said he agreed 
to buy a car from Liberal for $990 
He was induced to sign a blank 
bill of sale, he charged, and the 
price of the car as later entere:: 
on it was $1,600. 

About 20 other persons appeare: 
in court and said thev had re 
ceived similar treatment from 
Liberal. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 

















Week Week dan. 1 dan, 1 
Ended Same Ended Total te to 
Oct, 3, Week, Sept. 26, Sept., Oct 4., Oct, 3, 
1953 1952* 1953* 1953 1952* 1953* 
CHRYSLER. .......0......0000 17,270 12,729 8,857 66,088 662,005 966,691 
CN cccvessescczsvestevnes 1,072 1,346 1,101 3,887 81,877 125,665 
EEE. Succcacstecvcenmapatees 617 96 670 6,039 68,662 100,622 
REED, disins vevvivoveerciereteve 5,284 2,347 5,181 15,8388 174,237 235,918 
IEED: » sescivcenevccsbovmnses 10,3472 8,940 1,905 40,324 337,229 504,486 
SEE: siiserssevevitvwisuctititibed 39,380 27,275 40,152 168,899 685,905 1,165,088 
i tedinsdindihadtliasvinvecots 30,782 © 22,109 31,341 126,260 530,869 892,473 
RELY Cicndccdotstasniccbictcset acinomae a. ee : 2387 25,465 35,156 
Mercury ........................ 85984 4,199 8,811 37,352 129,571 237,459 
GENERAL MOTORS .. 48,650 48,905 52,622 213,070 1,336,197 2,293,734 
Buick ooo 75808 8,401 10,502 40,272 242,265 414,818 
Cadillac ..... 1,270 2,365 1,291 3,987 15,286 83,158 
Chevrolet ..... 30,100 > 25,034 30,971 129,387 641,974 1,190,656 
Oldsmobile 3,400- 5,968 3,278 13,170 170,701 271,686 
Pontiac ............ ; 6,300° 7,137 6,580 26,304 205,971 333,416 
KAISER MOTORS 511 3,598 594 3,171 92,440 57,812 
Kaiser ............. 1,767 relearn | stem 52,002 19,562 
.. , eee 511 1,831 594 3,171 40,438 38,250 
SEI sixescseviscudivccevce Uicvopipns | wonmenebie  \cseueese’ )OcmnEIe BE wists 
HUDSON ........... 1,850 1,601 1,788 6,126 61,949 64,453 
EEE -riticibveve stevens 1,565 4,556 1,381 3,993 104,188 111,759 
PACKARD  ........... 1,004 1,389 1,077 2,576 44,974 73,730 
STUDEBAKER 2,680 4,852 2,711 13,564 114,230 156,149 
Total Cars, U. S. ...... 112,910 104,905 109,182 472,487 3,103,379 4,889,466 
*Revised 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 dan, 1 
Ended Same Ended Total to to 
Oct. 3, Week, Sept. 26, Sept., Oct. 4, Oct. 3, 
1953 1952* 1953* 1953 1952* 1953* 
CHEVROLET 6,100 8,665 6,222 26,134 229,179 295,970 
CROSLEY .. eet 8 dae tebisectaes . ain eee 
DIAMOND T 140 164 142 641 6,132 6,313 
BOD. veccacosse 73 60 80 524 2,278 6,166 
DODGE .......... 1,273 4,274 995 4,196 120,793 79,314 
FEDERAL 33 46 63 233 1,247 1,706 
FORD ............. 8,731 6,157 8,758 34,812 158,298 239,662 
SE rdcreiiaaivaseseee Soe 1,315 3,131 1,338 5,537 84,363 92,447 
INTERNATIONA 2,430 2,503 2,409 9,845 99,600 97,063 
IE Tia pdisvccnsictotvates 296 236 271 955 7,833 9,090 
I sella tenons conse 302 324 305 1,195 13,169 12,363 
STUDEBAKER . 256 1,181 280 1,183 42,262 — 31,083 
WHITE ............. 120 219 303 1,123 9,373 11,204 
MEAT ssc cssssasecesers 1,965 2,348 1,857 6,904 77,949 65,758 
MISCELLANEOUS 272 322 261 1,219 11,174 11,445 
Total Trucks, U. S. .. 23,311 29,630 28,284 94,501 863,853 959,584 
Total Cars, Trucks 
BR I a sibctacienbiies thciseSceeeanien 136,221 134,535 132,466 566,988 3,967,237 5,849,050 
“Total Cars, Trucks 
RN otivesisidivionsnccs 8,753 8,193 8,642 37,479 284,437 386,247 
Grand Total 
Cars and Trucks 
U. S. and Canada ...... 144,974 142,728 141,108 604,467 4,251,674 6,235,297 
Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling. Nash, ete. 
N.B.: All U. 8S. totals include cars and trucks for military orders. 





Car Production Declines 
8.6% in 3rd Quarter 


(Continued from Page 1) 


still hampered by parts troubles, 


But Harder to Make... 


New-Car Sales Holding Steady 


(Continued from Page 2) 
changed perceptibly as a result of 
advertising discounts. 

“There is nothing wrong with 
going after business,” one dealer in 
the upper midwest said, “but there 
is something wrong when we foul 
our own nests with sales appeal 
that contradicts everything good 
aggressive merchandisers learned 
long ago.” 

> 

PINION on the market outlook 

is mixed. Those who see a con- 

tinuing good new-car business are 

prepared for highly competitive 

operations and stress that dealers 

must regain their confidence and 
adhere to sound practices. 

“We're still on a gravy train— 


a big gravy train,” says one 25- 
year dealership veteran. 


Pessimism runs toward shrinking 


* * 


profits, rather than toward any 
gloom as to the fate of the dealers 
themselves. 


One dealer summed up his feel- 
ings: “It’s a big country... big 
industry .. . large demand.” 

+ . t 


| great vor latest registration 
figures show several milestones 
passed in the industry. 


Studebaker, plagued for much of 
the year by production bugs and 
supplier strikes, edged past Nash 
to take ninth place in total new- 
car registrations last week. Nash 
fell back into the No. 10 spot 
Studebaker had been occupying. 

Studebaker also joined the list 
of makers who have sold more 
cars so far this year than they 
did in the same period of 1952. 

Chrysler passed a milestone by 
topping the 100,000 mark in regis- 








Pan 


Keeping Tab on Willow 


Be 


Run Progress— 


Checking on preparations of the General Motors transmission division for Hydra- 
Matic production at Willow Run are (from left) S. E. Skinner, GM accessories vice- 
president; E. A. Kaegi, general manager of the division; Harlow H. Curtice, president; 
L. C. Goad, executive vice-president, and W. B. Herndon, transmission works manager. 






In Miami, 


NADA Sets Speakers 


McKay and Summerfield Will Address Parley 


Jan. 9-13 


(Continued from Page 3) 


board of directors and has served 
as an NADA regional vice-president 
and chairman of the association’s 
post-war planning committee. Dur- 
ing World War II, he served as 
chairman of Michigan’s Auto 
|Dealers Committee, which was 
| cited by the Ordnance Department 


|for recruiting thousands of skilled | 


| mechanics and officers. 
The 1954 convention promises to 


182 cars and 23,284 trucks of the| managed to double its production |hit an alltime high in attendance 
of the previous week. Both Ford }and in program value, Costley said. 


preceding week. 
* 


* * 


7 output increase was due to 


Chrysler Corp., , which, though 


Motor Wheel Gets 
$3 Million Order 
For Shell Casings 


LANSING. — Motor Wheel Corp. 
has been awarded a $3 million 
Army Ordnance supply contract to 
build cartridge cases for 106-milli- 
meter recoilless antitank rifles. 

The announcement was made by 
M. F. Cotes, Motor Wheel presi- 
dent, upon receipt of the approved 
contract from Col. E. D. Mohlere, 
commanding officer, Detroit ord- 
,nance district. 

; A new ordnance plant will be 
constructed to produce the cart- 


ridge cases, Cotes said. An expendi- | the previous week’s record high of | “people’s 


ture of approximately $2 million 
will be required for plant and 
equipment, he said. 

The one-story plant will be lo- 
cated in Lansing, adjacent to Motor 
Wheel’s offices. A number of old, 
small buildings now used for stor- 
age will be razed to provide the 


site. Razing operations will begin | 


immediately. 

It is expected that the plant will 
be. in production next summer. It 
will house approximately 76,000 
square feet of manufacturing 
space, Cotes said. 

The company currently is pro- 
ducing 60-mm. and 4.2-inch mortar 
Shell casings, truck wheels, hubs 
and drums and tank wheels under 
cCefense contracts. 


Motor and GM 
| schedules slightly. 
| Ford division again out- 
| scheduled Chevrolet for the 


| fourth consecutive week, plan- 


ning to build 30,782 cars against | 


Chevrolet’s 30,100. 


|}and truck production reached new 


reduced their | 


The equipment exhibition, to 
| be held adjacent to the Miami 
| Beach Auditorium, will feature 

displays of many leading manu- 

facturers. The purpose of each 
| exhibit is to show dealers and 
service managers how to increase 


| the efficiency of their service de- 
In the preceding week, Ford car| partments. 


For the first time, the equipment 


postwar highs for the second con- | exhibition will be highlighted with 


secutive week, Output of Ford cars|@ special truck accessory and 
hit a peak of 31,341 units for a six- equipment display. All exhibitors 


day week, breaking the previous 

high of 31,293 set in the week ended 
Sept. 19. 

= 

| AT THE same time, combined 

Ford car and truck output set 

a postwar record of 40,099 units for 

a six-day period, compared with 


| 


| 39,977 vehicles. 
Both Packard and DeSoto last 


Ford of England 


Introducing Car 





| 


| 


Priced at $1,100 


NEW YORK.—Ford Motor Co. in 
England has announced a new 
car,” to be priced at 
about $1,100, reportedly cheaper 


|than any auto now on the market 


| week completed their 1953-model | 


| runs. DeSoto already is produc- 
ing 1954 models, but Packard will 


before resuming production. 


Kaiser was hopeful that the con- 
| tract-ratification meeting of yester- 


|No Kaisers have been built since 
June 26. 

Production so far _ this 
amounts to an estimated 4,889,466 
cars and 959,584 trucks, against 3,- 





the like period of 1952. 


day (Oct. 4) would be successful | 
and that small-scale production at | 


Willow Run would begin this week. in England and possibly in some 


|of the far eastern markets. 


year | 


in England. 


This car, to be called the 
“Popular,” is the same automobile | 


| be down fer about twe weels |as the present Anglia, minus frills. 


The two-door Anglia, available in 
this country through all English- 


| built Ford dealers and many Ford 


and Lincoln-Mercury dealers, sells 
for about $1,179.07. 
The new car will be sold only 


One of the things which will 
make this new automobile at- 
tractive in England is the fact that 
the $1,100 price will include the 


103,379 cars and 863,858 trucks in| purchase tax, which amounts to 
| 33% percent of the selling price. 


will have representatives on hand 
to explain the values of their me- 
chanical innovations. 


Special service clinics have been 
scheduled for Jan. 9 and 10. All 
dealer service personnel are ad- 
mitted free to the equipment exhi- 
bition. 

Other clinics will deal with 
critical problems in sales, business 
management and employer-employe 
relations. Better customer relations 
will be a constant target. 

Several clinics will feature 
dramatic skits performed by pro- 
fessional actors. Sales and service 
authorities will conduct panel 
discussions, and a special 
question and answer period will 
follow each clinic. 

“Foremost in the mind of every 
dealer attending this annual 
gathering of automobile men will 
be ‘the little man who isn’t there— 
Mr. American Motorist,’” Costley 
said. “His problems will be spot- 
lighted every day and it will be 
our primary objective to determine 
how we can best serve him in 
1954.” 

Sightseeing tours, a special com- 
bination fashion show and enter- 
tainment program are being 
planned for the wives of visiting 
dealers. A musicale will be pre- 
sented Jan. 10 and the entertain- 
ment will reach its climax at the 
NADA family party, which 
promises a lineup of top talent in 


|a variety show. 


Track Stars 
Packard Proving Grounds 


Scene of Movie 


DETROIT.—Portions of Uni- 
versal’s race movie “Johnny Dark” 
were filmed last week at the Pack- 
ard proving grounds. 

The location was selected because 
the proving grounds’ closed track 
is regarded as one of the world’s 
fastest. 

Starring in the picture is Tony 
Curtis. He was accompanied by his 
wife, Janet Leigh. 







| factorv-dealer relations; 
jand parking facilities, 
|}laws and regulations. 


DETAILS— 


trations. In ’52, Chrysler did not 
reach that level until December. 
* + * 


—— figures show Ford slowly 
but steadily narrowing the gap 
which separates it from Chevrolet. 

According to figures of a month 
ago, Ford had sold 71.84 percent as 
many new cars as Chevrolet. On 
Sept. 14, the percentage climbed to 
an even 72. It edged up to 72.19 
by Sept. 21 and went to 73.05 a 
week later. 


Current figures show Ford 
sales for the year totaling 73.67 
percent of Chevrolet sales, 


In some localities, Ford has done 
an even better job. In Baltimore, 
for example, Ford’s new-car mar- 
ket penetration went from 18.78 
percent to 21.04 percent ina 
month’s time. 

Compared to Chevrolet, its per- 
centage ratio in Baltimore climbed 
from 68.66 to 81.20 in the same 


period. 


* * * 


POT checks of the overall mar- 
ket revealed the following: 
New-car and new-truck sales 
jumped in Cleveland for the second 
straight week. New-car sales 
climbed 86 units to 1,442, while 131 
new trucks were sold, nearly 25 
percent more than in the previous 
week. 


New-car sales in Akron also 
ran ahead of the preceding week, 
although activity continued at a 
level lower than had been exveri- 
enced most of the summer, Sales 
totaled 388, compared to 346 a 
week earlier and 432 a month 
earlier. 


Business continued slow in Pitts- 
burgh, reports said, although new- 
car registrations advanced slichtlv. 

Used-car buyers have turned into 
speculators in that area, according 
to some dealers, and are gambling 
that prices will crack before svring. 
This in turn, has shown some ten- 
dencv to hurt the new-car market. 

In Baltimore, new-car sales were 
Aown in the grand total, although 
Ford, Mercury, Studebaker and 
Willys sold more cars during the 
month than in the preceding four 


weeks. 


* * = 


PRELDONARY reports showed 
the market tightening slightlv 
in Columbus, O., although the most 
popular makes were selling in 
greater numbers. 

Toledo (O.) dealers reported the 
market slipping, with sales running 
about 15 percent under the previous 
month. 

The Minnesota Automobile 
Dealers Assn, reported that sales 
for the state totaled 10,298 in 
August, and a factory zone office 
in Minneanolis said new-car sales 
eontinued “ood.” 

Few American dealers. however. 
are able to match ontimism of 
dealers all across Canada, where 
sales continue strong and far ahead 
of last vear’s levels. 

The Canadian market for all 
goods continues strong, and the 
Government revorts employment 
and wages on the increase. 


Bell and Mason 
To Address 


Conn. Dealers 


HARTFORD, Conn.—Frederick J. 
Bell, NADA executive vice-presi- 
dent, and Howard B. Moore, man- 
ager of the Canadian Dealers Assn.., 
will be among princival sneakers at 
the annual convention of the Con- 
necticut Antomotive Trade Assn. 
Met. 22 at the Bond Hotel here. 

Topics to he discussed are: Used 
cars—a problem or a_ business: 
hirhways 
and new 





MORE AUTO DEALERS SPECIFY 


|e 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 
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10 Percent Output Cu 
Predicted for 1954 


(Continued from Page 1) 


manager of Ford Motor Co., said 
of the 44 million cars on the road, 
12% million are prewar models that 
must be replaced. 

Of that 12% million, three 
million or more will be scrapped 
in 1954, according to Arthur O. 


Dutch K-F Plant 
To Turn Out 
Willys Vehicles 


TOLEDO. — Execution of a ve- 
hicle-assembly contract with Ned- 
erlandsche Kaiser-Frazer Fabri - 
eken N. V., of Rotterdam, was 
announced last week by Hickman 
Price jr., president of Willys-Over- 
land Export Corp. 

The centract provides for the im- 
mediate assembly at Rotterdam of 
the entire line of Willys passenger 
and commercial vehicles. 

The plant of the Dutch company, 
which was established jointly by 
Kaiser-Frazer and Dutch capital in 
1948, is being enlarged and is now 
one of the biggest and most modern 
automotive assembly plants in 
western Europe, Price said. 

“The addition of the Rotterdam 
plant is an important link in the 
rapidly developing Willys network 
of overseas manufacturing and as- 
sembly plants, which includes fa- 
cilities in Mexico, Brazil, Japan, 
Indonesia, India, South Africa and 
Belgium,” he declared. 


“The Rotterdam plant will supply, 
under the trade agreements of the 
Dutch Government, certain im- 
portant markets in Europe and 
Africa, including Sweden, Switzer- 
land, France and French African 


colonies.” 





Dodge 
(Continued from Page 2) 
eye which transcribed results to a 
paper tape, which will soon receive 
official certification at AAA head- 
quarters in Washington. 

Secrecy surrounded the runs, 
with no outsider being permitted 
in the test area, The 1954 Dodge 
cars are scheduled to go on 
public display Thursday (Oct. 8). 

Much of the success of the 
project was attributed by Newberg 
“to the splendid cooperation offered 
by AAA officials, local authorities, 


General Petroleum Corp. and Good- | 


year Tire & Rubber Co.” 
* ¢ 6 





Picked Off the Line— 


J. Edward Schipper, (right), 
of the American Automobile Assn. con- 
test Board, checks engine and serial 
numbers on a 1954 Dodge V-8 on the 
final assembly line in Detroit, and Norris 
R. Friel, AAA inspector, jots them down. 
Dodge cars succeeded in breaking 196 
AAA stock-car records for cars with 183 
to 305-cubic-inch engine displacement at 
Bonneville Flats, Utah. 


member 








Dietz, president of C.LT. Fi- 
nancial Corp. 

So it appears that “market 
saturation” is an untimely term. 

Dietz believes that more than 
five million cars will be sold next 
year. He said the billions of dollars 
being spent for better highways 
and safety will make automobile 
selling easier. And he added that 
new features—such as power steer- 
ing and power brakes—will result 
in many sales next year among 
owners who like such mechanical 
advancements. 

The key to next year’s progress 
is the salesman, said Ford’s Wil- 
liams. If he sells hard and well 
the industry will produce at a high 
rate, the worker will earn more 
and buy more, and the eccnomy 
will continue its steady upward 
trend. 





Minnesota Lists 


Unlawful Uses 
Of Dealer Plates 


MINNEAPOLIS. —A list of ex- 
amples of unlawful use of dealer 
plates has been sent to its mem- 
bers by the Minnesota Automobile 
Dealers Assn. 

The examples were drawn up by 
Mrs. Mike Holm, secretary of state; 
Bill Howes, director of the Motor 
Vehicle Division, and Earl Larimer, 
chief of the State Highway Patrol. 
They included: 

To display dealer plates on vehi- 
cles used as courtesy cars or serv- 
ice trucks. 

To display dealer plates on vehi- 
cles used as family cars, going to 
theater, ball games, fishing and va- 
cation trips, etc. 

To loan dealer plates for tempo- 
rary use by purchaser waiting for 
plates to arrive. 

To loan dealer plates for the pur- 
pose of operating a vehicle loaned 
to a person whose car is being re- 
paired. , 

To loan dealer plates to pur- 
chasers of new vehicles for use 
until after the first of a given 
month to avoid payment of proper 
tax. 

To display dealer plates on vehi- 
cles used in parades or in funerals. 

To display dealer plates on vehi- 
cles used for hauling purposes. 

To display dealer plates on vehi- 
cles which have been registered for 
current year. 

To display dealer plates on vehi- 
cles not owned by dealer. 

To split pairs of dealer plates, dis- 
playing only one plate on a vehicle 
when transported or demonstrated 
on the highways. 

To display “new vehicle in transit” 
plates on a vehicle sold out of 
state, for the purpose of delivering 
it to the purchaser’s residence in 
the foreign state. 

To split pairs of “new vehicle in 
transit” plates to transport more 
than one new vehicle at the same 
time. 

To display “new vehicle in transit” 
plates on a vehicle when being dem- 
onstrated. 

To display “new vehicle in transit” 
plates on a used-car. 

To display dealer plates on vehi- 
cles owned by dealer’s salesmen. 
. To display dealer plates on vehi- | 
cles being purchased by dealer's 
salesmen on contract. 

To loan dealer plates to a resi- 
dent of a foreign state for purpose 
of driving the vehicle purchased to 
the home state. 





Tax Group Elects 
Connolly President 

LOUISVILLE.—The National Tax 
Assn. has elected John L. Connolly, 
St. Paul attorney, president for 
1954. 

Connolly, secretary and general 
counsel of Minnesota Mining & 
Mfg. Co., succeeds H. Clyde Reeves, 
vice-president of Bankers Life & 
Casualty Co., Chicago. 

New vice-president of NTA is Dr. 


Robert S. Ford, University of Mich- 
igan economics professor. 





CLASSIFIED WANT AD DEPARTMENT 


Tee eons 


Ford tractor and 


| Anderson, Boss Split Deals | takes over the Ford and Mercury|Norge and Crosley appliance 


A partnership change has been | dealership end of the business, and 
announced by Anderson-Boss Motor | E. J. Anderson assumes sole oper- 
Co., Marysville, Kans. Frank Boss'ation of the 


dealerships. Both firms are con- 


tinuing business under the name of 


Anderson-Boss, 


automotive industry from Maine 


to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 


day received. Display ads: $11.20 per column inch, 


OF PUBLICATION DATE. 


pte 


of Automotive News. Replies to Box Number ads 


Dollar ($1) insertion 


ras 
ies 


per insertion 


eels 
forwarded to the advertiser, 


CLOSING: 


use of a box number, in care 


unopened, the same 
SIX DAYS IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


AUTOMOTIVE NEWS 





HELP WANTED 


SALESMAN AUTO PARTS. High paying 
Permanent position forexperienced 
traveling salesmen. Salary, commission 
and bonus. Opportunities for advance- 
ment to district managerships. Earn $500 
to $800 a month to start. Well known 
manufacturer and national distributor. 
Over 5,000 fast selling repair parts and 
special kits for all makes of cars. 
Established accounts. Protected territor- 
ies open now due to expansion and pro- 
motions. Pay while training in field. Car 
required. Write fully, Box 3056, Cleve- 
land 17, Ohio. 


CHEVROLET SERVICE manager wanted 
for Chevrolet dealership in southern 
Florida. Must be thoroughly experienced 
in all phases of Chevrolet service man- 
agement. Write, giving complete details, 
present employment, expected earnings, 
etc. Box 3037, c/o Automotive News, 
Detroit 26. 





SALESMEN 
WANTED 


Must have desire to become 
sales manager or manager and 
have ability to sell from 15 to 
20 units per month. This would 
assure you, under our wash-out 
plan, earnings from $1,000 to 
$2,000 per month. 


Automobile experience desired 
but not a requisite but must 
be a top salesman and a pro- 
ducer for Ford, Lincoln-Mercury 
volume operations. Enclose 
photo and complete resume. 


Write Box 3079, 
c/o Automotive News, 
Detroit 26 


SALESMEN, Wonderful opportunity for 
ambitious men selling ‘‘precision Fit’’ 
seat covers to new car dealers. Beautiful, 
attractive line. Fabric seat covers offer 
very liberal commissions, steady income. 





Write for information, stating quali- 
fications. Fabric Mfg. Co., Inc., 205 
_ Thomas St., _Newark, N. J. 

SALES MANAGER. Large east coast 


volume dealer desires family man, 25 to 
40 years old, with ambition, drive and 
volume sales experience and must have 


actual sales experience with a successful | 


sales record to head new or used sales 
department. Box 3073, 
News, Detroit 26. ; 


USED TRUCK MANAGER. Large ex- 
clusive truck dealer has exceptional op- 
portunity for a man who can appraise, 
supervise reconditioning and merchandise 
with imagination. Light, medium and 
heavy duty trucks—both gas and diesel. 
Describe your qualifications fully. Box 
3062, c/o Automotive News, 





ASSISTANT MANAGER 


With successful experience in quick turn-over 


selling methods for profitable single point 
Lincoln-Mercury dealership in —— city 
of 70,000 and trading area of 150,000. Real 


opportunity for man with management ability 


to get profitable results which will nd 


him for additional responsibility and op- 
portunity. Write history of auto experience, 


education and family status in letter im- 
mediately. 

Information kept in strictest confidence until 
after personal interview. 


Box 3058, c/o Automotive News, Detroit 26 





c/o Automotive | 


Detroit 26. | 





HELP WANTED 


BUSINESS MANAGEMENT REPRESENT- 
ATIVES. Large automobile manufacturer 
is interested in men with accounting 

to train as business man- 

agement representatives to work with 
dealers in field. College desirable. Good 
salary, excellent opportunity, company 
furnishd when assigned to field. 

Box 3027, c/o Automotive News, 

Detroit 26, giving details of experience 

and personal qualifications. 


OFFICE MANAGER and accountant 
wanted for Chevrolet dealership im south- 
ern Florida. Must be thoroughly experi- 
enced in all phases of Chevrolet account- 
ing system. Prefer gentlemen presently 
employed in a one-thousand car Chevrolet 
dealership. Write, giving full details, age, 
martial status, years of Chevrolet experi- 
ence and the length of time under present 
empleyment. Box 3038, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 


a 


TRUCK LEASE EXECUTIVE. Here is 
your opportunity to employ a top-flight 
truck and car leasing general manager. 
Eighteen years’ outstanding executive 
experience in general management, oper- 
ations, maintenance and sales. ill in- 
crease present volume and profitably 
manage your business on a salary-profit 
sharing basis. If you want top manage- 
ment for your present leasing business 
or want to get into the truck leasing 
business, let’s get together. Box 3052, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER with 25 year’s ex- 
perience with General Motors and Ford 
dealers. Have personally held all po- 
sitions in retail operations, in large and 
sma!'l dealerships. Presently employed as 
general manager of 1,000 car franchise. 
Seeking similar position with volume 
dealer who desires relief from responsi- 
bility and who offers opportunity to buy 
into business from bonuses. Excellent 
character and management ability refer- 
ences, Age 41, married. Box 3074, c/o 
Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER. Four- 
teen years successful background in 
management, finance, rentals, sales, 
service. Young and capable. Have suc- 
cessfully handled all size dealerships. 
Will locate immediately. Box 3075, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER. Twelve years’ Mopar 
wholesale and retail experience, handling 
volume close to million dollars annually. 
Have also had four years general man- 
agemermt. Can furnish references. Box 
3041, c/o Automotive News, Detroit 26. 


CHEVROLET—MAN with competitive ex- 
perience wishes to contact Chevrolet 
dealer who needs capable, aggressive 
sales or general manager with good GM 
selling background. 36 years old. Factory 





and retail experience. Prefer Boston 
zone. Box 3063, c/o Automotive News, 
Detroit 26. 





EXECUTIVE — BUSINESS —General 
management experience. Help organize 
new improve established dealership. 
Available soon. Box 3050, c/o Automo- 
tive News, Detroit 26. 


SALES OR GENERAL manager. Prewar 
and depression experience in the west. 
Box 3064, c/o Automotive News, Detroit 
26. 





DEALERSHIPS AVAILABLE 


BEST DUAL GM AGENCY. Excellent setup 
—upstate New York. Money maker. De- 
tails to qualified buyer. Box 3049, c/o 
Automotive News, Detroit 26. 

DEALERSHIP AVAILABLE, handling 
Buick, in Alabama. Located on two main 
highways. Good lease and building com- 
plete. Shop, parts, stock, and office equip- 
ment, Extra nice display room and used 
car lot. Trade area includes thirty towns. 
Box 3043, c/o Automotive News, De- 
troit 26. 








DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE, HANDLING 
DeSoto-Plymouth, in Florida on Gulf 
coast. $8,240 average net profit per 
month for eight months of 1953. Valuing 
used car inventory at wholesale market. 
325 car franchise. The only DeSoto 
Plymouth dealership in the county. Wel! 
established and unlimited potential 
Several large industries within a few 
miles and new industries under con- 
struction. This section of Florida is 
undergoing an_ industrial revolution, 
Several permanent naval and army in- 
stallations in area. The population is in- 
creasing rapidly and there are thousands 
of new homes recently completed and 
under construction, Will sell for inventory 
of parts, equipment, furniture and 
fixtures which amounts to about §75,000 
or will sell up to half interest to the 
party capable of assisting in the manage- 
ment. The modern, air conditioned build- 
ing can be purchased or leased. This is 
a truly, highly profitable operation and 
is one of the prize dealerships in the 
U.S.A, The reason for selling is that my 
health commands me to curtail my activ- 
ities and I desire to devote more time 
to other business interests. Th? ret profit 
figure quoted above could easily be in- 
creased to $12,000 per month. Direct in- 
quiries to Box 3078, c/o Automotive 
News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP in 
business same city twenty years, serving 
all year-round business trading area— 
75,000. Wealthy residential section lo- 
cated in central N. J. One of the leading 
independents enjoying excellent repair 
business. Capital needed $50,000. Owner 
retiring. Box 3020, c/o Automotive News, 
Detroit 26. 


FOR SALE—DEALERSHIP handling Lin- 
coln - Mercury, 200-400 contract. Live 
town, plenty of industry also good farm 
community. $100,000 potential. 200 miles 
from Chicago. Must have approval from 
factory. Lease or buy buildings. Dealer 
wishes to retire. Inquire Box 3076, 
Automotive News, Detroit 26. 


DEALERSHIP, handling Buick, western 
Kansas town of 12,000 with big trade 
territory. 100 to 150 cars. $20.000 will 
buy inventory and shop equipment. Mod- 
ern building and lot at reasonable rent. 
Factory approval necessary. Box 3021. 
c/o Automotive News, Detroit 26. 

DEALERSHIP AVAILABLE — 200 car 
agency handling Studebaker. Located in 
the heart of the largest industrial and 
trading area in Connecticut, on finest 
automotive location in metropolitan area. 
This is an excellent opportunity to buy 
a dealership in New England’s largest 
and prosperous automotive market. New 
ultra modern building completely 
equipped, excellent used car facilities. 
Low ‘controlled overhead makes this a 
real money maker. Good reason for 
selling. Factory approval necessary. Box 
3077, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Buick and 
GMC in south central states. 100 car 
deal; city 20,000; trading area 50,000. 
Will sell for parts and equipment in- 
ventory. No used cars or receivables. Not 
over $30,000 to handle. Owner leaving 
state. Box 3045, c/o Automotive News. 
Detroit 26. 

DEALERSHIP HANDLING Studebaker 
Located Alabama's fastest growing com- 
munity. Home of University of Alabama 
50,000 population. 200,000 trading area 
No receivables or used cars. Parts and 
equipment only. Real opportunity. Write 
or call L. H. Anders, 2000—6th St., 
Tuscaloosa, Ala. Phone 8-8614. 





c/o 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 


name of any classified advertiser using 2 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





HELP WANTED 


Ford Truck Sales Representative 


Executive position open in Detroit with Ford regional office. 
Exceptional opportunity for an outstanding young man 30-40 
years of age with experience in heavy duty truck field. 


We are interested only in a high caliber man with an excellent 
background. Submit brief resume of past experience. All appli- 
cations will be treated with strict confidence. 


Send replies to Box 3081, c/o Automotive News, 
Detroit 26 
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| DEALERSHIPS AVAILABLE 

|pEALERSHIP HANDLING STUDE 
BAKER. Located in north Texas—popu- 
lation 75,000 in county. Inventory— 
$12,000. Good lease on nice brick build- 
ing. Not in drouth area. 100 car deal. 
Priced $6,000 for quick sale. Contact 
Martin Skaggs Motors, Denison, Texas. 
pHALERSHIP, HANDLING Hudson-Pack- 
ard, in thriving north Florida city. 
Dealer has been in business thirty-four 
years, now has other interests. Sell for 








inventory. Will need factory approval. 
Box 3048, c/o Automotive News, De- | 
troit 26. 





j00 CAR DEALERSHIP, handling Buick. 

in fastest growing town in west Texas. 
1,500 Buicks registered. Over $8,000,000 
monthly payroll. Will sell or lease 
property. Box 3056, c/o Automotive 
News, Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


909 Fisher Bidg. Detroit 2, Mich. 








DEALERSHIP HANDLING PONTIAC, 
county seat city Illinois. $9,000 for in- 
ventory. Requires factory approval. 
Modern building can be leased or 
purchased. Box 3068, c/o Automotive 
News, Detroit 26. 


DUE TO ILL HEALTH will sell Dealer- 
ship, handling Buick and International, 
in resort town of 3,000 population in 
Arizona. Finest climate in the country. 
Sell at inventory. No real estate. Low 
rents. Must have factory approval. Box 
3069, c/o Automotive News, Detroit 26. 


MONEY MAKER. Old established dealer- 
ship, handling Studebaker. Located in a 
prosperous agricultural, industrial and re- 
sort area. Excellent location, unlimited 
possibilities. Large showroom, stock 
room, work shop, large storage, used 
car lot, office and salesroom. Very rea- 
sonable. Must sell due to illness. Box 
3070, c/o Automotive News, Detroit 26. 


PROFITABLE SOUTHERN CALIFORNIA 
60 plus car dealership handling Pontiac. 
Only moderate investment required for 
complete sales and service setup, also 
truck, tire and battery franchises. Wei. 
established, attractive and growing com- 
munity of 14,000. Dry, smog-free, neaiiu 
ful climate, wonderful living within easy 
access desert, mountains, beaches and L. 
A. Taking larger deal, Box 3071, c/o 
Automotive News, Detroit 26. 


AUTO AGENCY HANDLING Studebaker 


cars, trucks; 1952 sales $353,000; 
modern showroom, parts department, 
service equipment; good lease with 
property purchase option, Apple Co., 


Brokers, Cleveland, Ohio. 


AUTO AGENCIES 


Large, medium and small ‘Big Three’ auto 
agencies located throughout the Unitec 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y¥ 
ULster 2-5600 








DEALERSHIP IN GEORGIA, handling 
Chrysler - Plymouth. Owner selling be- 
cause of health. About $24,000 cash for 
parts and equipment. Netted more than 
half this in first six months of this year. 
There are many outstanding features 
about this deal. Please do not apply 
unless you qualify financially and with 
factory. Box 3072, c/o Automotive News, 
Detroit 26. 


PORTLAND, OREGON —Dealership 
handling Nash. Approximately $30,000 
will handle large volume Nash agency. 
Buy only parts and accessories, service 
equipment, furniture and fixtures. Present 
owners have cleared $180,000 in net 
profit and owner’s salaries in last three 
years. Modern building built in 1946. 
Excellent lease. Sold 239 new, 550 used 
in 1950. 309 new, 550 used in 1951. 238 
new, 476 used in 1952. Fred Bauer, 1505 
E. Burnside St., VE 3161 or TW 0574. 


DEALERSHIP WANTED 


FORD OR GM LINE dealership, 85 to 300 
units. Lower half U. S. Replies confiden- 
tial. Box 3042, c/o Automotive News, 


Detroit 26. 
‘BIG THREE’’ DEALERSHIP in San 
Diego county. George Viner, La Jolla, 





MR. FORD or GM DEALER 


. | am interested in your going concern 
if your minimum allotment is 400 units. Am 
dealer at present looking for opportunity to 
enlarge. Can assure factory approval and 
$200,000 capital. Contact me giving full 
details. Your reply will merit immediate at- 
tention and strict confidence. 


Box 2962, c/o Automotive News, Detroit 26. 





s DEALER SERVICES ae 
INVENTORY SERVICE. Parts and acces- 





ories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Crevrolet, 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 

klet on Parts Department operation sent 
on request. Call or write for service details. 

Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 


ne 
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BUSINESS OPPORTUNITIES 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 


markets or retirement, would 


you like to sell your auto leas- 
ing company? National com- 


pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 





TRUCK EQUIPMENT BUSINESS avail- 
able large city northern Ohio, Owner 
retiring. Distributors for commercial 
trailers; dump, van and stake rack 
bodies; winches; lime spreaders; tandem 
axles; safety tanks; fifth wheels aver- 
aging one million gross volume per year, 
Will lease building and parking lot. No 
book accounts. Box 3065, c/o Automotive 
News, Detroit 26. 


BUSINESS MAN WOULD invest $50,000 
with services plus unlimited credit. Must 
be a going business. Money to be used 
for expansion purposes. Replies strictly 
confidential. Box 3067, c/o Automotive 
News, Detroit 26. 


MEMPHIS’ BEST NEW and used car lo- 
cation, 695 Union Ave., corner of Mar- 
shall. Located in center of auto row on 
homeward bound side of Union Avenue. 
Fronts on two major east-west streets. 
18,000 square feet under roof, Equipment 
for service department, body shop, parts 
department. Six glass enclosed offices and 
showroom completely furnished and air 
conditioned. Beautifully lighted used car 
lot adjoining. One hundred car storage 
in rear. Will lease for $1,550 per month, 
equipment included. Will sell outright for 
$210,000 walkout. Will accept as partial 
payment up to $75,000 in new or used 
cars, any make or model at market value. 
This property can be financed. Camp- 
Wooldridge Motors, Inc., 695 Union, 
Memphis, Tenn. Phone 37-7631. 

“BIG 3’ DEALERSHIP wanted in New 

England. Would prefer around Boston. 

Interested in partnership basis or buy out 

the full deal. Have experience and 

factory approval. No deal too large. 

Strictly confidential. Box 3066, c/o Auto- 

motive News, Detroit 26. 


GARAGE FOR SALE. Nash sales and 
service. Operating in Sandusky, Mich. 
Cement block building 50x100 foot shop 
well equipped for all makes of cars. 
Large showroom. Parts room and bins 
—office and equipment. Nash franchise 
available. Further information write Dell 
Klaty, Deckerville, Mich. 


CAR RENTAL AND USED cars on Florida 
gold coast. Rental season—December to 


April. Earnings $700 net per car, plus 
used car profits. Low rent. Lease and 
improvements — $5,000, Delray Motor 


Mart, Delray Beach, Fla. 





CARS FOR SALE 


STUDEBAKER DEALERS ATTENTION: 
Excellent sales promotion and advertising 
attraction. 1919 special six touring car 
completely restored. Five (5) new tires, 
new chrome and paint. Top, upholstery 
and side curtains original and in good 
condition. Box Spangler, Mattoon, IIl. 








USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 
Used Car Prices 


SEE HANSON 
CHEVROLET CO. 
Two Lots and 200 Cars 


14601 E. Warren 


13130 Gratiot 
Detroit—Tuxedo 1-5840 








ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 


Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles" 








61 





CARS FOR SALE 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 





Heaters 


WHOLESALE WHOLESALE 


WHERE 
ARE YOU LOCATED? 


We have ‘51, ‘52 Chevrolets, Fords, 
Plymouths for Sale, available for your 
inspection, RIGHT IN YOUR AREA. 


CLEAN ® LOW MILEAGE 


We also maintain a complete se- 
lection of these models in CHICAGO. 


Contact Ben Geller 


EMKAY, INC.., 


6850 COTTAGE GROVE AVE., 
Chicago 37, Ill. Museum 4-6969 


WHOLESALE WHOLESALE 


VACATION & BUY 
IN FLORIDA 


AT THE SAME TIME! 


5 Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 
COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 


Teletype MM 79 Tel. 5-1116 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 


IN THE HEART OF INDIANAPOLIS 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








AUTO AUCTION 


TIM ANSPACH 
"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 
Same Day Service on Mail Orders or 
Phone Calls — All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 











PARTS FOR SALE 
ses es = @ 


“ror FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 


© Buick 

® Cadillac 

® Oldsmobile 
® Pontiac 

© Chevrolet 





One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 
Chicago 5, Illinois 


WaAbash 2-1030 





Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 





ACCESSORIES FOR SALE 





NEW 1952 MOPAR HEATERS 
Chrysler-DeSoto-Dodge-Plymouth 
New 1952 MoPar 8-tube Plymouth radios 


lee Templeton Motor Parts, Inc. 
Norristown, Pa. Tel. No. 5-5100 








AUTOMOTIVE NEWS 
WANT ADS BRING RESULTS 








TRUCKS FOR SALE 


1953 NEW CHEVROLET 2 ton with W4d 
Holmes wrecker; 1951 Ford F8 with W45 
Holmes wrecker; 1948 Dodge with W45 
Holmes wrecker; 1943 Diamond T 6x6 
with W45 Holmes wrecker; 1943 Bieder- 
man 7% ton 6x6 tandem; 1941 GMC 6x4 
tandem. Write or call Bill Fishel, Vande- 
venter Auto Sales, 717 8S. Vandeventer, 
St. Louis, Mo. Phone Franklin 1750. 


FOUR 1952 LTLSW light weight Mack 
trucks for sale, equipped with aluminum 
sleepers. Less than 100,000 miles per 
unit. For price, write F. T. Dana, 2023, 
North Prairie, Dallas, Texas. 


B3RA 142 WB. Not a mile on it. $3,200. 
Walter Davison Co., 2660 West Fort, De- 
troit 16, Mich, 


SHOP EQUIPMENT FOR SALE 


ONE MODEL NO. 525 Rotostand, used 
only three months. Original cost $600, 
yours for $300. Contact Walters and 
Keene Motor Co., Inc., Box 110, Phone 
1010, Pikeville, Ky. 


MISCELLANEOUS 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce &t., 
Lynchburg, Virginia. 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 











BROOK PARK 
AUTO AUCTION 


- ¢ + 


CLEVELAND, OHIO 
Every Tuesday at Noon 


¢ ¢ + 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from oirport 


Phone Winton 1-991] 


Joe E. Johnson, Manager and Auctioneer 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [] 
for which check is attached [_] or send bill [7] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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Street Address................. ‘aineeenavaan eheees ne 
GN chi ss aehe nu eedeciets 694004 000000000605 State Sh0sueeeunc es 6 ad 
TRADE CONNECTION: 

Car Dealer [) Truck Dealer [) Manufacturer [] 
Jobber (1) Insurance [] Financial [J Supplier FD 
WN I GIR 6 6654.52 hss Rk Re Rk KS Wink 0040604044300 000o . 
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Safeguards dealer profits 









In the scrimmage for truck sales, the INTER- 
NATIONAL Truck Dealer has an overwhelming 
advantage. 


He has a line without a hole— America’s most 
complete truck line. No other line covers so 
wide a range, from %4-ton pickups to 90,000 
lbs. GVW off-highway models. No other line 
offers so many thousands of variations for ex- 
act job specialization. 


Yes, the INTERNATIONAL Dealer can count on 
more customers! 


He can also count on more satisfied customers. 
For in every INTERNATIONAL model he is sell- 
ing quality. The unmatched quality that has 
made INTERNATIONAL the heavy-duty sales 
leader for 21 straight years. This quality pays 
off in increased sales of all INTERNATIONAL 
models. 


The INTERNATIONAL Truck Dealer Franchise 
is still available in a few choice locations. For 
details, phone your nearest INTERNATIONAL 
District Office. Or write to INTERNATIONAL 
HARVESTER Company, 180 N. Michigan Ave- 
nue, Chicago 1, Illinois. 





INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


International Harvester Builds MCCORMICK® Farm Equipment 
and FARMALL® Tractors . . . Motor Trucks . . . Industrial 


Power . . . Refrigerators and Freezers. 


Better roads mean a better America 


hole 




































INTERNATIONAL TRUCKS 


“Standard of the Highway 





